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AETNA CELEBRATING 
ITS CENTENNIAL YEAR 


Big Hartford Company Had Its 
- First Meeting of Stockholders 
June 15, 1919 


FEATURES OF ITS CAREER 


Old Institution Has Inaugurated Many 
of the Plans and Practices of 
Fire Insurance 


A hundred years ago, June 15, the 
first meeting of stockholders of the 
Aetna Insurance Company of Hari- 
ford was held to organize this institu- 
tion. It had been incorporated by a 








Iowa Meeting Issue 


Part three of this issue is devoted 
to a story of the Iowa local agents 
convention in Des Moines. This con- 
vention was the most largely attended 
of any meeting ever held by the or- 
ganization. In many ways it was a 
model meeting for local agents. There 
was a lot of real good stuff in it. The 
men who attended the convention 
went home feeling that it was well 
worth while. The officers deserve great 
credit for getting up the program and 
enthusing the members to a point 
where they felt they could not afford 
to stay away. It was a business con- 
vention of successful business men. 








special act cf the Connecticut Legis- 
lature earlier in 1819. Its first policy 
was issued Aug. 17, 1819. June 15, 
therefore, can be called its official 
birthday. dts authorized capital was 
$150,000 with authority to increase it 
to $500,000. This in brief is the early 
history of this great institution which 
Started in a. small way and since has 
gtown to gigantic proportions. it is 
a tower of strength, a monument to 
the genius, intelligence, vision and in- 
dustry of the men who have guided its 
destinies from the beginning. 
How the Aetna Has Grown 


The Aetna has been a pioneer in 
Many ways. It has been a herald fre- 
(CONTINUED ON PAGE 4) 


COMMISSIONERS HEAR 
ABOUT 10 PERCENT TAX 


Insurance Men Present Arguments 
to Show Why Surcharge Should 
Be Continued 


DOYLE MADE MAIN TALK 


Facts and Figures Show That Condi- 





WALTER H. SAGE, General Manager 
GEORGE B. SEDGWICK, Assistant Manager 


Great Ameriran 
Insurance Company 


New Pork 


ORGANIZED IN 1872 


STATEMENT JANUARY 1, 1919 
CAPITAL 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


$15,231,512.92 


NET SURPLUS. 


$ 10,619,509.09 


ASSETS 


$30,851,022.01° 


*includes $434,574.96 excess deposit in Canada. 
Western Department, Chicago 


INGRAM & LERCH, Managers 


tions Have Not Changed Since 
Tax Was Levied 


NEW YORK, June 9.—The hearing 
today before the special committee of 
Insurance Commissioners Convention 
on the necessity of continuing the 10 
percent surcharge brought from the 
insurance men present the unanimous 
opinion that such surcharge was still 
necessary and indispensable. Argu- 
ment upon argument, and reason upon 
reason was advanced to convince the 
commissioners, that, far from there being 
any lessening of expense in the busi- 
ness, prices of everything were still 
upward and showed no indication of 
coming down. If, therefore, it be ad- 
mitted that the imposition of the sur- 
charge was justified when first made, 
it is hard to see why, at this time, it 
should no longer be allowed. 


Personnel of Committee 


The special committee hearing the 
testimony of the insurance men was 
composed of Commissioners Button of 
Virginia, chairman; Phillips of New 
York; Hardison of Massachusetts; 
Young of North Carolina; Brown of 
Vermont; Harty of Missouri; Ells- 





worth of Michigan. 
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Total Losses Paid 


Cash Capital - 


Reinsurance Reserves . Kae 

Reserve for Outstanding Losees and all 
other Liabilities eet 

Net Surplus 


Total Assets ... se 


- KNOX, Secretary 
GEORGE C. LONG, JR., Secretary 
ER, Ass’t Secretary 
tary 


Surplus to Policyholders ... . . . $10,506,412 
91,623,036 


Three Million Dollars 


- - + $7,601,014 


1,598,770 
7,506,412 


. $19,706,197 


No Decision Reached 


Each of the commissioners in turn 
quizzed the speakers us to their rea- 
sons for supporting the necessity of the 
surtax, and probed for facts and fig- 
ures. The hearing lasted till 6:30 in the 
evening. No decision was made by the 
committee, their duty being to hear 
what the insurance men had to say, 
and then report their decision to the 
Insurance Commissioners at the annual 
convention. 


J. H. Doyle’s Argument 


The chief argument in support of the 
surtax was presented by J. H. Doyle, 








(CONTINUED ON PAGE 4) 
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ord of 93 years, 
combined with 
ample assets, is a 
guarantee for the 
future to Agents 
and Policyholders. 


| HIGH GRADE AGENTS THROUGHOUT THE UNITED STATES 


a earn 


76 William St., New York City 


Western Department 
Insurance Exchange Bldg., Chicago 
Redfield & Batchelder, Gen’l Agents 
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PLAN TO CONTINUE 
CONSERVATION WORK 


Scope of Present Activities to Be 
Extended to Additional Im- 
portant Classification 





WORK HAS BEEN SUCCESS 


Company Officials Favor Broadening 
Inspection Service and Placing 
Project Under National Board 


A strong sentiment is developing 
among fire company officials in favor 
of not only continuing conservation in- 
spection work, but of enlarging the 
scope of the present program to in- 
clude additional classifications. Satis- 
faction is expressed over the manner 
in which the conservation movement 
has been received by the insuring pub- 
lic. The carrying on of this work has 
shown manufacturers and _ property 
owners that fire insurance as well as 
other important industries, can rise to 
the occasion and render a service that 
extends beyond its own limited boun- 
daries. 

To Include New Classifications 


_It has been definitely decided to con- 
tinue conservation inspection work in 
connection with elevators, mills and 
other foodstuffs repositories. However, 
it is suggested that this is the oppor- 
tune time for creating a plan that will 
broaden the scope of the work, embrace 
additional important classifications, and 
make this service a permanent adjunct 
of fire insurance. A meeting of the 





Chicago Advisory committee was held 
this week for the purpose of receiving 
suggestions and submitting the matter 
to the National Board. 


Plan Being Considered 


A plan that has been very favorably 
received and one that is hoped can be 
worked out in detail would place con- 
servation and inspection service under the 
general supervision of the National Board. 
If this scheme were to be put into ef- 
fect three units would be established. 
The first would be composed of The 
National Board and its members and 
would act only in a supervisory capac- 
ity. The second would be made up of 
the field men and according to this plan 
the present fire prevention associations 
and state field men’s organizations 
would be merged into one body. The 
third, and perhaps most important unit, 
would be composed of local agents and 
the leading property owners and man- 
ufacturers in a town. 


Details of Project 


It would be the idea to have the local 
agent report defects, irregularities and 
violations to the state or field men’s 
organization and upon receipt of such 
information the state body would pro- 
ceed to make an inspection and report 
the facts to the National Board for de- 
cision. The primary purpose of such a 
program would be the interesting of 
property owners in the conservation 
idea. It would bring the subject before 
the public, establish a point of contact 
between the insurance companies 
agents and insurers and remove the 
doubt that now exists in the minds of 
some that the fire insurance companies 
are not sincere in their position on the 


‘conservation movement. 


Would Meet With Favor 


A conservation movement having as 
its object the safeguarding of most of 
the principal resources of the nation 
would meet with favor at this time. The 


wealth of the nation that comes as a 
result of fire each year can no longer 
be tolerated. A change must be made. 
The measures that have been in use in 
the past are not effective. The idea 
must be passed along to the property 
owner and a real interest in the move- 
ment established. 


To Distribute Responsibility 


Local agents must be more than luke- 
warm on the subject. Until now this 
movement has been almost entirely a 
company matter. The field men and 
company officials have carried the bur- 
den. While there is no thought of pass- 
ing the buck at this time it is neverthe- 
less felt that the idea must be sifted 
through the entire ranks of fire insur- 
ance and hence find its way to smallest 
of insurers. 

Such a change would, of course, be 
rather revolutionary and there is no 
certainty that the National Board will 
attempt to take such a large undertak- 
ing under its wing. The matter is now 
being seriously considered and the de- 
tails will be worked out as rapidly as 
possible. White it will perhaps not be 
feasible to put into effect an elaborate 
conservation scheme it is almost a cer- 
tainty that the work will be extended 
to additional classes this year. 


Insignia on Stationery 


There is a movement on foot to get 
all members of the National Associa- 
tion of Insurance Agents to use the 
insignia of the organization on their 
stationery in somewhat the same man- 
ner as do printers belonging to the 
Typothetae of America. The National 
Association of Life Underwriters has 
made efforts along this line in the past 
without as much success as might be 
desired. If the insignia can be estab- 
lished in some way as an evidence of 
good insurance service the plan of the 
fire agents will be successful. If it 
remains merely a mystic sign to the 





enormous fire waste of the country is 
known to all. The great drain upon the 


public or if it spoils the appearance of 
stationery it will not be popular. 
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CHANGES IN THE FIELD 























Tom E. Earp 


_Major Tom E. Earp, for the Dast 
eighteen months in command of th 
307th service battalion of the quarter. 
masters corps in France and prior to 
that for eight years special agent of 
the Hamburg-Bremen in klahoma 
Arkansas and New Mexico has been 
appointed special agent in New Mey. 
ico and Oklahoma for the Northern 
of London. 





Melvin Barclay 


Melvin Barclay, Toledo, 0., state 
agent for the Industrial Fire and Stuy- 
vesant in Ohio, has been appointed spe- 
cial agent of the Commercial Union 
and allied companies in that state, and 
in this connection will be associated 
with A. M. Cole. Mr. Barclay has had 
an_ all-round insurance experience jp 
office and field. He was formerly man. 
aging underwriter for the Buckeye Na. 
tional Fire of Toledo. He started his 
career in the western department of 
the Northern of England and served as 
Cook county special agent and later as 
Oklahoma special agent for the com. 
pany. He will make Cleveland his head- 
quarters. 





Charles V. Wilson 


Charles V. Wilson, for eight years 
state agent of the Fire Association in 
the two Dakotas has been appointed 
North Dakota state agent of the Great 
American. He will make his head- 
quarters at Fargo. Mr. Wilson suc- 
ceeds L. G. Farmer, who recently took 
the Wisconsin special agency of the 
London & Lancashire. 


Have you ordered your extra copies of 
the annual automobile insurance number 
of The National Underwriter? Better do 
it now. Later may be too late. The 
National Underwriter, 1362 Insurance 
Exchange, Chicago. 
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Cash Capital 
TEN MILLION DOLLARS 


CANADIAN DEPARTMENT: 
W. E. BALDWIN, Manager 
17 St. John St, MONTREAL 





> _p ee 


Safety and Service to All 


Safety is the first requisite of good fire | 
insurance. 
strong resources, experienced manage- | 
ment and careful operation make it | 
proof against even conflagration dan- 
ger, thus assuring safety to the policy- 
holder in all circumstances. 
American Agent is always safe in plac- 
ing his client’s protection in THE | 
CONTINENTAL. | 


THE CONTINENTAL’S established reputation for | 
prompt and square treatment of every claim constitutes || 
a service of full value to Assured and Agent in all cases. 
CONTINENTAL policies are always acceptable. 


THE COMPANY’S unswerving practice is always to re- 
spect and protect the Agent’s rightsin the Agent’s territory. 


THE CONTINENTAL 


Insurance Company | 


HOME. OFFICE: 
80 Maiden Lane, NEW YORK 
PACIFIC COAST DEPARTMENT 


Insurance Exchange Bldg. 
SAN FRANCISCO 


THE CONTINENTAL’S 





The 


HENRY EVANS 
President 





WESTERN DEPARTMENT: 
J. R. WILBUR, Secretary 
332 S. La Salle St., CHICAGO 





Capital 
Assets 
Net Surplus 


The North River Insurance Company 


Western Department Home Office Pacifie Coast Dept. 
FREEPORT, ILL. 95 William Street, SAN FRANCISCO, CAL. 
NEW YORK 


$ 600,000 
5,322,165 
1,407,482 








The Girard F. & M. 


Cash Capital $500,000 


Eastern DEPARTMENT 
D. 8. DUNHAM, V.-PRES, 
JOHN KAY, TREASURER 
A.H. INGER, SEC’Y 
NEWARK, NEW JERSEY 


ORGANIZED 1853 
INSURANCE 
COMPANY 

JANUARY 1, 1918 


Surplus to Policyholders, 


Home OFFICE 
H. M. GRATZ, PRES. 
E. J. THOMASON, SEC’Y 
DELPHIA, W. T. BASSETT, ASS'T 
PENNA. 


of Philadelphia 


Net Surplus $452,411.23 
$952,411.23 


WESTERN DEPARTMENT 
NEAL BASSETT, V.-PRES. AND MGR. 


MGR. 
CHICAGO, ILL 





Cash Capital $1,250,000 


EASTERN DERARTMENT 
D. H. DunsAM, PRESIDENT 
rags ¥, VICE-PRES. — 
* "NEWARK, JERSEY 


ORGANIZED 1855 


FIREMEN’S '§Su2xck OF NEWARK 


JANUARY 1, 1918 


Surplus to Policyholders, $3,634,971.20 


Net Suplus $2,384,971.20 


WesTeRN DEPARTMENT 
NEAL BASSETT, V.-PRES. AMD MGR. 


W. 'T. BASSETT. Aso'¥ MeeeaoIS 
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MARINE UNDERWRITING || . ss STATEMENT JANUARY 1, 1919 
OFFERS OPPORTUNITY [ KEN ASSETS piston LIABILITIES 
U.S. Liberty Loan Bonds ......... $2,025,000.00 : 
. Unearned Premium 
- ae a aes teeanabenole 1125 735.4 Reserve $6,162,361.72 
Big Money in New Bonds and Stocks of Municipalities 225227718 | 1. ou. Course of 
‘Agencies Is Made—A Dozen INS. CO. OF AMERICA Guaranterd Stocks of Railroads .22. 19622.093.50 Adjustment 969,574.90 
g NEW YORK Preferred Stocks of Railroads ...... 275,635.00 aS . 
Over $100,000 a adeceddedee 490,750: eg 644,763.63 
*‘One of the Giants”’ ‘iu ge shag $ 62,000.00 $72,088,080.17 Capital Stock ......... 2,000,000.00 
YS pale 927,503.43 $9.796.00.25 
EXPERIENCED MEN NEEDED Western Department Premiums in Cours 
Accrued ea . d Capital and all 
CHICAGO other Assets -- _ 266,519.29 ¢ 2.430,841.85 me ee indas $4,660,450.04 
Keen Competition Expected for After || pp meGREGOR on TOTAL ASSETS.....202+0222: $14,518.922.02 | 660,450.04 
Dd. , - - - " ‘ability ‘7.73 jet Surplus to Policy Holders....... $6,660, 
War Business—Energy and Skill A.R. MONROE, - - Assistant pease Tora ROMELTED. rea $14457'15029 
Demanded W. E. McCULLOUGH, - Agency Supt. *Security valuations on basis fixed by National Convention of Insurance Commissioners. 





NEW YORK, June 11—From a 
financial standpoint the marine general 
agents are still far and away more pros- 
perous than their brethren in fire and 
casualty lines, and while the profits to- 
day fall far short of those recorded 
during the active war period, they are 
still very substantial There are at 
least a dozen general agencies in New 
York City making anywhere from a 
hundred thousand to a half-million dol- 
lars a year, with double that number 
trailing along in the fifty to one hun- 
dred thousand dollar class. 

Business continues brisk and prom- 
ises to continue so for a considerable 
time and though competition is un- 
usually keen, the well established 
offices yet manage to retain their fol- 
lowing and collect heavy incomes. As 
premiums run large on the average, the 
agent, in receipt of ten percent, over- 
riding beyond the ten or fifteen per- 
cent brokerage allowed, has a very 
comfortable margin with which to pay 
expenses and buy investment securi- 
ties. 

It is appreciated, however, that with 
the cessation of hostilities, a marked 
change has come in marine insurance, 
and that the office that would long re- 
main a factor in the business must ex- 
exercise all the energy in soliciting and 
skill in underwriting it can command. 

The call is for underwriters of ripe 
experience; trained in the intricacies of 
a most perplexing business, and able 
to meet peculiar conditions as they 
arise—and they are coming up con- 
stantly. 


Plans of Western 
Alliance Complete 


Supplies for new Western Alliance 
Fire of Chicago are being sent to 
agents of the Merchants National of 
Chicago and of the Bankers and Mer- 
chants of Minneapolis, the two compa- 
nies which merged to form the West- 
ern Alliance. 

The assets of the Western Alliance 
are $773,262; reinsurance reserve, $193,- 
477; reserve for losses and other lia- 
bilities, $65,765; net surplus, $214,016. 

Within a short time the Great North- 
ern of St. Paul will merge with the 
Western Alliance, creating a company 
with a capital of $350,000 and a surplus 
of $300,000. 

A. A. McKinley continues as presi- 
dent. James G. Swann, formerly presi- 
dent of the Bankers and Merchants, 
becomes vice-president and secretary. 
I. W. Rockey, who has been manag- 
ing underwriter of the Merchants Na- 
tional, will continue temporarily with 
the Western Alliance. 


Satisfactory systems of keeping records 
and accounts of a local insurance agency 
are described in “Local Agency Book- 
keeping,” a 48-page booklet, sent without 
charge. Your copy is waiting for you. 
Write for it. The National Underwriter, 
1362 Insurance Exchange, Chicago. 








a week is the cost of The 
Cc National Underwriter by 
annual subscription. 





























“‘Unexcelled Service to Agents and to Policyholders Alike’’ | 





ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


Organized 1853 


WHEELING FIRE 
INSURANCE COMPANY 
OF WHEELING, W. VA. 


Organized in 1867 


Cash Capital $200,000 ‘ 


Assets $624,730 


Net Surplus $151,269 


WM. F. STIFEL, Pres. 


F. RIESTER, 


0. E. STRAUCH, 


Asst. Secy. 


Secy. 
WM. V. FISCHER, Supt. of Agencies 
E. A. KEELER 


714 Hippodrome Bldgs. 


Cleveland, Ohio 


Special Agent for Ohio, Indiana and Penna. 
errick & Auerbach, Managers 
Western Department | 
Insurance Exchange Bldg., Chicago, IiL 








Cash Capital, $6,000,000.00 





STATEMENT, JANUARY 1, 1919 
Cash Assets ..... .- ~ + $50,291,005.74 








Game Capttel . «1. 2 6 se te 6,000,000.00* 
Liabilities . . . . . . =. . + #29,034,302.14 

Net Surplus ..... . . .  15,256,703.60* 
Surplus as regards Policyholders . 21,256,703.60* 


SAMPSON & DILLON 


ATTORNEYS & COUNSELORS AT LAW 
Suite 601 Register & Tribune Bldg. 


DES MOINES - 


- - - IOWA 


HENRY E. SAMPSON 


For six years Assistant AttorneyGeneral of Iowa 


and Special Counsel of the Commissioner 


Insurance 


SIDNEY J. DILLON 














Fire and Allied Branches of Insurance 


Fire, Lightning, Automobile (Complete Cover in Combination Policy), Ex- 
plosion, Hail, Marine (Inland and Ocean), Parcel Post, Profits and Com- 
missions, Registered Mail, Rents, Rental Values, Riot and Civil Commotion, 
Sprinkler Leakage, Tourists’ Baggage, Use and Occupancy, Windstorm, Full 
War Cover. 


STRENGTH REPUTATION SERVICE 


























NEW HOTEL - 


| BREVOORT 
t 


Chicago, Illinois 
On Madison St., near LaSafle 
One minute from the 
Insurance District 
he Patronage of In- 
surance Men Is 








> SIOUX CITY, IOWA 


S INSURANCE: 
Co. | 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INSURANCE CO. 


Paid Up Capital, $1,000,000.00 
EDD G. DOERFLER, Secretary and General Manager 











1849 


OF PITTSBURGH 





THREE SCORE YEARS AND TEN—A LONG 
AND HONOURABLE RECORD 


THE OLDEST FIRE INSURANCE COMPANY WEST OF THE ALLEGHANY MOUNTAINS 


JOHN D. MILLER, Secretary and Treasurer 


1919 
THE WESTERN INSURANCE COMPANY 
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AETNA CELEBRATING 
ITS CENTENNIAL YEAR 


(CONTINUED FROM PAGE 1) 


quently for the great insurance forces. 
During the first year of its existence, 
the total current expenses including 
$225 salary paid its secretary were 
$451.82. The total receipts amounted 
to $3,646.42. As one reviews the latest 
financial statement of this old institu- 
tion, he is amazed that within a cen- 
tury, the company could have grown 
to its present magnitude. For in- 
stance, its Jan. 1 statement shows 
capital $5,000,000, assets $32,074,778, re- 
insurance reserve $14,852,438, net sur- 
plus $8,904,033. Its premium income 
last year was $18,813,816 and its total 
income $19,514,524. Its total expen- 
ditures were $16,854,046. It is a far 
cry back to the little old company of 
1819 with its income of $3,646. 


Start of American Agency System 


Insurance men speak today of the 
“American Agency System” and prob- 
ably speculate on the manner in which 
the local agency plan of production 
was introduced in this country. On 
April 2, 1822, the directors of the Aetna 
instructed its secretary “To journey to 
the sea board of Massachusetts, New 
Hampshire and Maine and from thence 
through the interior of the country and 
establish agencies where he may think 
proper and for his services he shall be 
allowed his expenses and $2 per day.” 
Thus the “American Agency System” 
was established by the old Aetna. It 
became the foundation of the great 
production of insurance in this country. 
The agency system has been regarded 
as essential from the standpoint of 
adequate service, insurance advice and 
keeping property owners properly 
covered. 


Special Agency Plan 


Shortly thereafter the Aetna organ- 
ized the special agency plan of handling 
and supervising local agents. In October, 
1825, the president and secretary were 
directed to employ a suitable representa- 
tive to travel Pennsylvania, Ohio, Indi- 
ana, Illinois, Missouri and the southern 
states for the purpose of establishing lo- 
cal agencies. This was the starting point 
of the field man. Today the Aetna ias 
dozens of field men traveling all over the 
country, and it has an agent at every 
point, large or small. 


First Reinsurance 


The first reinsurance of another com- 
pany was effected by the Aetna when, 
during its first year, it took over the 
outstanding business of the Middletown 
(Conn.) Fire Insurance Company, which 
amounted to $200,000. 

Chicago has become a great insurance 
center, it being the home of the large 
western departments, as well as the 
headquarters of the great western or- 
ganizations. The first policy of fire in- 
surance ever issued in Chicago was in 
1834 by the Aetna agent, Gordon S. 
Hubbard. 


Many Features Inaugurated 


The short rate cancellation table origi- 
nated with the Aetna back in 1828. The 
Aetna also adopted the classification sys- 
tem in order to get underwriting experi- 
ence, and it also inaugurated the rein- 
surance reserve feature. In 1853 the 
Aetna prepared the first proof of loss. 
Alexander Stoddard, well known as one 
of the old general agents of the New 
York Underwriters and the father of the 
“underwriters” system, was. formerly 
connected with the Aetna, and while in 
that capacity invented the daily report. 
During the early days William H. Mar- 
tin got out diagrams or maps of towns 
and risks for the Aetna. In his employ 
was D. A. Sanborn, who learned the art 
of making maps from him and later or- 
ganized the Sanborn Map Company. 


Western General Agency Plan 


The western general agency system 
was established in 1853, when the west- 
ern branch office was opened at Cincin- 
nati. Cincinnati soon became the western 
headquarters of fire insurance, as a num- 
ber of western departments were located 
there. Many men that have become fa- 
mous in fire insurance were formerly 
connected with the old Aetna office at 





Three Successful Aetna Men 





THOMAS E. 
Western General Agent Aetna, Chicago 


GALLAGHER 


W. B. CLARK 


President Aetna Insurance Company, 

















RALPH B. IVES 
Assistant Secretary Aetna, Chicago 








Cincinnati. Among these are A. F. Will- 
marth, first president of the Home of 
New York; Alexander Stoddard, organ- 


izer of the New York Underwriters; H. 
M. Magill, for many years western gen- 
eral agent of the Phoenix of Hartford; 
Eugene Cary, former western man- 
ager of the Great American; R. J. Smith, 
who until his death was secretary of 
the Traders of Chicago; I. S. Blackwel- 
der, now assistant secretary of the gov- 
erning committee of the Western Union 
and for many years western manager of 
the Niagara; J. M. De Camp, who until 
his death was general agent of the 
Liverpool & London & Globe at Cincin- 
nati; A. J. Harding, former western man- 
ager of the Springfield; R. S. Critchell, 
one of the veteran local agents of 
Chicago. 
Aetna Bible 


The first instruction book ever issued 
by any company for the benefit of its 
agents and field men was gotten up by 
the Aetna and was known as the “Aetna 
Bible.” It classified risks, fixed rates, in- 
sisted upon correct surveys and laid down 
the rule that the property owner was 
entitled to no more than the value of 
the property destroyed. It really enun- 
ciated many principles and rules of prac- 
tice that are in use by all companies 
and agents today. 


Had Conflagration Losses 


The Aetna was confronted with a con- 
flagration loss early in its career. In 1827 
there was a big fire at Mobile in which 
the Aetna was involved. Secretary Per- 
kins of the company was sent there to 
adjust the losses and pay the claims. 
The fire created something of a conster- 
nation, as the company had to sell bank 
stocks amounting to $21,750, called in all 
its loans to the amount of $6,780 and 
agents were urged to send in balances 
at once. Notes were made out endorsed 
by the various directors. 

In 1845 there was a big fire in New 
York, costing the Aetna $115,000. Presi- 
dent Brace called the directors together 
and told them that a calamity had oc- 
eurred which would probably exhaust the 
entire resources of the company. He went 
to the old safe, took out the securities, 
counted them all, laid them back on the 
table. There was a period of silence, 
and then someone asked Mr. Brace, ‘““What 
will you do?” “Do,” replied he, “Go to 
New York and pay the losses if it takes 
every dollar that is there and my own 
good fortune besides.” The directors im- 
mediately said they would back him and 
stand by him to the last. This is really 
the spirit that has animated the Actna 
all through its career. 


Hit by Chicago -Fire 


In 1871 the Chicago fire cost the Aetna 
$3,782,000. The stockholders were obliged 
to pay in $1,500,000. Then the next vear 
came the Boston fire, which cost the 
company $1,635,000, and stockholders 


were again required to do down in their 
pockets for an even million dollars. In 
Baltimore the Aetna paid out a million 
San Francisco 


dollars, and in it paid 











$4,200,000. The old institution has never 
winced when it was called upon to do 
the unusual. It met its obligations with- 
out a whimper or a word of complaint. 

One of the early and original directors 
of the company was Joseph Morgan, 
grandfather of J. Pierpont Morgan, Sr. 
He made an extensive trip for the com- 
pany, visiting New Orleans, Chicago and 
other towns inspecting the business and 
giving encouragement to agents. He 
spent ten weeks on the trip, traveling 
6,104 miles, all at an average expense of 
$3.29 per day, including fare and hotel 
bill. 

Clark Does Fine Work 


President W. B. Clark, of the Aetna, is 
one of the foremost executives in the 
country today. To him great credit can 
be made for the upbuilding of the Aetna 
in later years. He has proved a strong 
man at the helm. In the western depart- 
ment the Aetna has been true to its best 
traditions. It was the first company to 
establish a western department office. J. 
B. Bennett and later F. C. Bennett were 
two of the western managerial pioneers. 
Thomas E. Gallager, the present head of 
the department, is responsible for the 
expansion of the Aetna since he came to 
the western office. Ralph B. Ives, assist- 
ant secretary of the Aetna, is located in 
Chicago and is one of the most brilliant 
and able men in the business. He is a 
business builder and is putting ginger 
into the Aetna forces. 


COMMISSIONERS HEAR 
ABOUT 10 PERCENT TAX 


(CONTINUED FROM PAGE 1) 


assistant general counsel of the National 
Board. In arriving at final determina- 
tion as to whether or not the abnormal 
conditions existing and which justified 
the surcharge during the time of actual 
war still exist, it is necessary and essen- 
tial, explained Mr. Doyle “to consider 
whether the extraordinary economic sit- 
uation prevailing during the time of 
actual hostilities, or in other words, dur- 
ing the time when the surcharge be- 
came effective, has abated since the 
signing of the armistice, and whether 
the increased costs due to such condi- 
tions have now abated to something 
akin to prewar conditions upon which 
rates were and are based. To remove 
the surcharge at this time would be to 
reduce income during this time of ab- 
normal conditions, upon the basis and 
experience of normal conditions exclu- 
sively, which conditions actually do not 
exist.” 
Costs Have Increased 


The surcharge, as pointed out by Mr. 
Doyle, was applied to meet conditions 
created by the war and should not be 
removed unless and until the increased 
costs incident thereto have abated. In- 
stead of such abatement, there has been 
a material increase in practically every 
item of expense, particularly in the costs 
of replacement. 

“One hundred and fifty 
said Mr. Doyle, 


companies,” 
“reporting to the Na- 








tional Board show a premium income 
on fire and lightning business (on which 
alone the surtax was imposed) of $382,- 
561,203 and an underwriting profit of 
$7,234,110, or 1.89 per cent. It is ap- 
parent, therefore, that without the sur. 
charge which is estimated to have pro- 
duced in 1918 in the aggregate to all 
companies, about 25 million dollars, in- 
stead of a profit of $7,234,110, there 
would have been an underwriting de- 
ficit of more than $17,000,000 on the fire 
business. 


Expense Ratio This Year 


In support of his contention that ex- 
‘penses show no signs of going down, 
Mr. Doyle quoted the experience of 
seven large representative companies 
whose books show that their expense 
ratios for the first three months of 1919 
as compared with those of the same pe- 
riod for 1918 are in the aggregate nearly 
6 percent greater for the 1919 period, 

Mr. Doyle’s facts and figures were 
ably supported and _ supplemented by 
several prominent underwriters, among 
whom were C. A. Ludlum, Home; R. M 
Bissell, Hartford; Frank Lock, Atlas, 
and P. D. McGregor, western manager 
of the Queen. 


Local Agent Heard 


Called upon by Commissioner Young 
of North Carolina, Col. Walker Taylor 
of Wilmington, N. C., spoke from the 
viewpoint of the local agent, and ex- 
plained and illustrated how everything 
that enters into the cost of running an 
agency has increased, and that such in- 
crease is not even met by the increased 
commission derived from the surtax. 
Col. Taylor reported that he was yet to 
meet a customer who really complains 
of the increase of 10 percent and that 
in fact insurance is unique in that its 
price to the consumer has not gone Up 
more. 

Business Man Heard 


F. Alexander Chandler, president of 
the Boston Merchants Committee, 40 


organization representing 335 of the 
largest retail stores in Boston, was 
present and wanted to know what 


chance there was that the surcharge 
would be removed. He complained that 
such “temporary” charges had a Way 
of sticking. He explained the efforts 
Boston merchants were making to re 
duce the cost of merchandise and evi- 
dently thought insurance cost was @ 
good thing to start with. Asked if he 
could name any one article that really 
had come down in price, he could only 
mention jewelry, the cost of which does 
not enter as a general thing in the 
running of an insurance agency or com 
pany. This speaker was very = 
committal when asked if he wea 
favor government fixing of the price ° 
dry goods, etc. 

The opinion prevails that th 
mittee will recommend that the 
charge remain in effect the rest 0 
year. 


e com- 
sur- 
f this 


Milton P. Vore, special agent for Fret 
S. James & Co. companies is @ 8 ‘Vore 
the second time. Geoffrey Sinclair 
arrived June 2 
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OPTIMISM PREVAILING 





AUTOMOBILE FIELD MEN MEET 





Fire Representatives of Hartford Com- 
pany Hear Talks Predicting 
Prosperity 





Optimism prevailed at all the con- 
ferences held during the three-day con- 
vention of the fire department. field 
representatives of the Automobile in 
Hartford, June 3, 4 and 5. j 

Mr. Charles H. Remington, vice- 
president of the Automobile acknowl- 
edged gratitude for all the field had 
accomplished during the trying war pe- 
riod and made a brief mention of the 
company’s record in patriotic war 
measures. Speaking for the future, 
Vice-President Remington remarked 
that the opportunity for an unprece- 
dented volume of good business looked 
bright. He brought out the fact that 
with the reconstruction period in full 
swing all builders of business had a 
clear mind and a definite goal to ac- 
complish their worthy undertakings. 

T. Graham Hall Speaks 

T. Graham Hall of Hall & Benedict, 
general agents for the AZtna companies 
in Tennessee, said that the present re- 
construction period will bring pros- 
perity to insurance. He traced the his- 
tory of insurance back and compared 
the various periods with today. He 
said: During the war the insurance 
companies have been drawn closer to- 
gether with the loss of labor and cap- 
ital. Now the business is second in 
size to currency and transportation.” 

Mr. Hall spoke optimistically of the 
socialistic movement in connection 
with insurance and said the ultimate 
benefits will be noticed through the 
efforts of big business and will not be 
an overnight coup. The improvements 
derived after the critical war period 
just passed will prove the benefits ac- 
cumulated through the reconstruction 
period, he said. 


Second Day 


The second day of the conference was 
marked with a morning session at which 
R. R. Stone, special agent for the home 
office, talked on rents and leasehold. Mr. 
Stone said: “Although there are hun- 
dreds of people in Hartford who have 
been searching for months for suitable 
apartments and homes, and the chamber 
of commerce itself is interested in the 
matter, the insurance men seem to think 
there is a splendid field in insurance 
lessors against times when their quar- 
ters may be vacant.’ Mr. Stone further 
pointed out that only one out of every 25 
lessors held insurance protection for their 
rents and the field was described as ‘new 
and unworked.” 

J. C. Barden, secretary, enlarged on 
the topic after Mr. Stone, and also talked 
on the practicability of insuring firms 
against times of business stress and 
against loss of rental income. 


J. Harvey Patterson 


J. Harvey Patterson, special fire rep- 

resentative for the City of New York, de- 
scribed the insurance business as a public 
institution and said that “wherever you 
find useful endeavor credit extended or 
hazardous undertakings, there you will 
find the insurance business in full con- 
Sideration.” He added “that it was up 
to‘every man engaged in the business to 
elevate and make more appreciated the 
sreat insurance organization.” 
_The chairman of this session was Spe- 
cial Agent G. R. Fulton, of the home 
office, who opened the “question box” and 
led the discussion of various questions. 
J. R. Molony, manager of the Pacific 
Coast branch of the Automobile, was 
called upon and responded with remarks 
concerning activities in California. 





June Fire Losses 


ic tee June 11.—May fire losses 
ed United States and Canada, accord- 
rl o “Journal of Commerce” computa- 
os 50 ee eated $16,516,300, a decrease 
ont: Percent from the record of the 
ree —<—o last year. Losses for the 
el ve months of 1919 are $110,541,225 
S against $119,192,.035 for last year. 





Disproving the “Proof” in Fire- Proof 

















This remarkable photograph, taken 12 minutes after the explosion occurred, 
shows the six-story “fireproof structure of the Douglas Starch Company at 


Cedar Rapids, Iowa, in flames. 


c 1 The two top stories of this building collapsed, 
crushing 16 freight cars that were on a siding close to the building. 


The 


explosion occurred at 6:19 p. m., just after the night shift had come to work. 








TO DOUBLE CAPITAL 


HARTFORD TO ISSUE STOCK 


Price Will Be $150 Payable in Three 
Installments—Will Make Capital- 
ization $4,000,000 


A special meeting of the stockhold- 
ers of the Hartford Fire has been 
called for June 25 to act upon a recom- 
mendation made by the directors for 
the increase of capital stock from $2,- 
000,000 to $4,000,000. It is proposed 
that the new stock be issued at $150 
a share and that it be paid for in three 
installments the last to be due Decem- 
ber 10, 1919. The notice sent the stock- 
holders expresses the hope that the 
dividends at the rate of 30% may be 
paid on the entire capital stock .be- 
ginning January 1, 1920. 

It may naturally be expected that 
the stock, when doubled, will sell at 
about $600 a share. A holder of ten 
shares who paid about $800 a share 
will have an investment costing him 
$8,000. Under the plan proposed he 
would get share for share or ten shares 
more at a cost of $1,500. Twenty 
shares would cost him $9,500 or $475 
a share. 


Premium Income $31,000,000 


On the new basis suggested the 
stock becomes an extremely valuable 
investment for stockholders of the 
company. The great expansion of 
business makes it advisable to double 
the capitalization. During the past ten 
years the premium income of the com- 
pany has more than doubled, having 
risen from $14,989,000 in 1909 to almost 
$31,000,000 in 1918. At the same time 
the assets and reserves of the com- 
pany have also increased, the assets 
rising from $23,000,000 to $39,723,000 
while the re-insurance reserve has 
reached the sum of $23,170,000. By 
means of the increase $3,000,000 will 
be added to the assets of the company 
and $1,000,000 to the net surplus mak- 
ing the latter $10,823,000. This will 
make the policyholders surplus nearly 
$15,000,000 





There would be less room at the top if 
we could go up in an elevator. 











OUTPUT IS INCREASED 


PRODUCTION IS NEAR NORMAL 


Automobile Manufacturers Marketing 
Cars Rapidly—Marked Increases 
Reflected in Dealers’ Policies 


DETROIT, MICH., June 11.—Auto- 
mobile manufacturing conditions are 
much improved and most of the large 
factories are operating on an almost 
normal basis. There seems to be a 
heavy demand for the models selling 
from $1,200 to $1,800. The manufac- 
turers of all makes are several months 
behind in their orders and many feel 
that at present there is no need of 
creating a market, but that all energy 
should be devoted to producing as 
many cars as possible. Transporta- 
tion facilities have become more favor- 


able. Railway terminals are less con- 
gested. Quicker shipments are pos- 
sible. Cars are being distributed to all 


parts of the country with a minimum 
of delay. In many respects, war condi- 
tions so far as the automobile industry 
is concerned, are no longer present. 

This condition is being reflected in 
the figures of the automobile insurance 
companies. Particularly is this the case 
with companies writing dealers’ busi- 
ness. Those who have compiled 
comparative figures say that the low 
point, so far as dealers’ business is 
concerned, was reached in November. 
Since that time the number of cars 
insured under dealers’ policies has risen 
steadily until there are about three 
times as many passenger automobiles 
insured under dealers’ policies as were 
covered last November. This indicates 
that dealers are getting new cars on 
their floors. In reality the dealers’ 
policy is an excellent barometer of 
automobile manufacturing conditions. 
Last year approximately 1,800,000 pas- 
senger automobiles were manufactured 
and it is no longer beside the mark to 
predict that this year 2,500,000 passen- 
ger automobiles will be manufactured 
and sold in this country. 





Some succeed in their insistency that 
the world owes them a living by getting 
it in a penitentiary. 


PECULIARITY IS SEEN 


FIELD WORK IN MARYLAND 


Some Distinctive Features of Insur- 
ance Operations in Territory That 
Has Many Charms 


BY FRANK W. BLAND 


BALTIMORE, MD., June 9.—Field 
men maintaining headquarters in Bal- 
timore and having supervision over 
Maryland, Delaware and the District of 
Columbia, about 25 in number, have 
supervision over a territory that is actu- 
aily more southern than it is eastern. 
About 75 percent of the income of this 
entire territory comes from Baltimore 
and the immediate vicinity. There are 
practically no manufacturing risks in 
Washington. The only large proper- 
ties outside of Baltimore are located at 
Wilmington, Dela., these being the big 
DuPont powder interests and the Mo- 
rocco plants. This whole territory is 
not similar to Pennsylvania or the 
other eastern states further north, but 
more closely resembles Virginia and 
other of the southern states. 


Handling Farm Business 


The manner in which farm business is 
handled in this territory, and, for that 
matter, in many other sections of the 
east, is of decided interest to western 
insurance men. There is no survey farm 
business written in the east. Competition 
is entirely too keen to permit of the 
writing of application farm risks. There- 
fore, the agents write and sign their own 
farm policies in the same manner that 
any other business is handled. They are 
required to submit with the business a 
diagram of the risk, a standard flue 
warranty, a statement as to whether or 
not the property has been personally in- 
spected by the agent and when, and write 
three-fourths of insurance value. 


Local Agent Is Underwriter 


So far as results are concerned, how- 
ever, the local agent in this section of 
the country is practically his own farm 
underwriter. There are about twelve 
companies writing farm business in 
Maryland, and this class is a rather im- 
portant part of the total premium income 
of the state. The eastern shore section 
of Maryland is devoted almost entirely 
to agriculture. This section of the state 
is very inaccessible, so far as transpor- 
tation facilities are concerned. It is 
populated by a rather wealthy class of 
people, who have established fine homes, 
own big farms and are rather detached 
from the remainder of the state. Many 
are influential citizens, controlling a fair 
sized portion of other business, so that 
agents must show much consideration in 
the writing of farm risks in the eastern 
shore district. The Chesapeake Bay sepa- 
rates the eastern and western sections of 
Maryland, but permits of fine transporta- 
tion facilities between the eastern shore 
of Maryland and Delware, which ac- 
counts for the Maryland field man also 
handling the state of Delaware. 


Rent Insurance a Factor 


One of the decidedly unusual features 
of this section of the country is the big 
volume of rent insurance written each 
year. The Safe Deposit & Trust Com- 
pany of Baltimore handles more proper- 
ties and does the largest trustee business 
of any similar concern in the district. 
This company has been converted to the 
idea of rent insurance. Therefore, upon 
all of the properties under its control, 
rent insurance is carried, and in advising 
its clients the organization always advo- 
eates the carrying of rent insurance. 
This has a very decided effect upon the 
writing of this class of business, as the 
properties under the control or even ad- 
vice of the Safe Deposit & Trust Com- 
pany are large and of the finest type. 





New Chief Examiner 


T. W. Kirby of Columbus has been ap- 
pointed examiner of the Ohio department 
to fill the vacancy caused by the death 
of J. W. Harsha of Columbus. Mr. Kirby 
has been an examiner in the department 
and moves up a step, Mr. Harsha having 
been chief examiner at the time of his 





death. 
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| AS.SEEN FROM CHICAGO 














SPRINKLERED PAINT WORKS BURNS 


Fire destroyed the paint factory of 
the Armstrong Paint & Varnish Com- 
pany on Paulina street, Chicago, last 
week. This was a sprinklered risk. 
President E. Royce Armstrong tells 
THe NatIoNAL UNDERWRITER the fire 
originated in the back of the combus- 
tion chamber of the boiler, breaking out 
evidently through some defect in the 
chamber covering. It shot up with a 
lot of excess gas through an open 
ventilator. The sprinkler heads opened 
over the boiler room sending down the 
water on the boiler and the combustion 
chamber evidently causing a fresh gust 
of flame to sweep through the factory. 
The combination of conditions were 
right for a fierce fire. President Arm- 
strong stated that no insurance inspec- 
tor had ever urged the ventilator shaft 
to be closed. It could have been done 
in a day’s time by bricklayers. The 
open shaft carried the flame upward 
and resulted in the severe loss. The 
fire department was late in arriving and 
the water was not sufficient. 


* * 





DUST EXPLOSIONS © 

One of the insurance experts who 
has given much attention to dust ex- 
plosion calls attention to the fact that | 
many insurance men feel that an ex- | 
plosion can take place without some | 
form of ignition. He states that igni- | 
tion of some kind is always pre- 
requisite to an explosion. This ignition 
may come in many ways. It may be 
due to static electricity. It may be due 
to friction. It has been known to come 
from electricity passing from _ the 
clouds to a building without being per- 
ceptible to human senses. He brings 
out the point that dust in itself mixed | 


~-- ekeennaR 


with air is not explosive until it has 
been ignited in some form or other. 
ne ae 
PUBLIC AFFAIRS COMMITTEE 


At the last meeting of the Western 
Insurance Bureau, provision was made 
for the appointment of a public affairs 
committee that will keep in touch with 
activities outside of insurance and see 
to it that fire insurance gets in step 
with these activities and renders as 
large a service as possible. Charles E. 
Sheldon of the American, is made 
chairman of the committee. The other 
members are: Neal Bassett of the Fire- 
man’s, W. H. Stevens, Agricultural, C. 
H. Coates, National Liberty and W. D. 
Williams, Security of Connecticut. 

ie 
NATHAN & CO. GET CAPITAL FIRE 


Arthur S. Nathan & Co. have been 


‘appointed Cook county managers for 


the Capital Fire of California. Presi- 
dent H. C. Muddox and Underwriting 
Manager H. M. Schmidt made the ap- 
pointment this week. They have been 
on an eastern trip visiting the various 
agencies of the company. L. A. Burnet 
of Pittsburgh represents the company 
for Pennsylvania and Ohio and Bierce 
& Sage are general agents for Michi- 


| gan. 


Nathan & Co. now represent the 


Cleveland National, Orient, London & 
Lancashire for fire and the American 
Bonding for casualty lines, and are do- 
ing a rapidly growing business and 
felt the need of additional facilities. 

* * * 

Western Manager Thomas E. Gallager 
left for Hartford last week, making the 
trip in his automobile. He will be present 
at the celebration of the hundredth anni- 
versary of the company at the home office 
Thursday. Assistant Secretary Ralph B. 
Ives left early this week for Hartford to 
be present at the same event. 


* *k * 

Assistant Secretary Joseph A. Mavon, 
of the Glens Falls, was in Chicago last 
Thursday and Friday, having been called 
to St. Louis on account of the death of 
his sister, 

* * * 

About 25 employes of the Chicago of- 
fice of the North British, Commonwealth 
and Mercantile attended a picnic at La 
Grange, Ill., given by Nelson E. Briggs, 
the veteran adjuster of the company. 
This event has not been held while the 
war was on, but in former years was an 
annual affair. 

+ s = 

H. C. Muddox, president of the Capitai 
Fire of California, and H. M. Schmidt, 
the managing underwriter, have been on 
a trip through the east and were in Chi- 
eago this week. Mr. Muddox is a lead- 
ing business man at Sacramento. 

* * * 

President Otho E. Lane and Vice-Presi- 
dent W. L. Steele, of the Niagara Fire, 
were in Chicago this week. Mr. Steele 
has been on a trip to Arkansas and Okla- 
homa. 

* * * 
President Henry Evans, of the Conti- 





nental, is in Chicago. 











THE REISCH INDEMNITY COMPANY. 


OF SPRINGFIELD, ILLINOIS 
Resources Exceed $4,000,000 
Chicago Office, 1560-1564 Insurance Exchange 


(A PARTNERSHIP) 


Dram-Shop Indemnity 











| NIAGARA 


Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 








J. G. HUBBELL, Mgr. 


ECONOMIZE 


HEAVY RISKS BY USING THE 


NATIONAL INSPECTION COMPANY 


108 So. La Salle St., CHICAGO 














FIRE, TORNADO, HAI 


HAWKEYE SECURITIES FIRE 
<n 





L AND AUTOMOBILE 


Applicants for agencies address Home Office, Masonic Temple, Des Moines, Ia. 








Inspections 


tntelligen 





ali those who formulate insurance laws designed for 

20 yearsin this field —Dixit et Fecit— 
Offices with Joseph C. Knight & Co. 

| Room 1568 Ins. Exchange, CHICAGO,ILL. Phone Wabash 3033 





in Chicago, Cook County and the Greater Metropolitan District. 
GThis oe pine very properly gauges the expectancy of fire risks and 
y anticipates events before they occur. 

: - this talent to companies, agents, brokers arid the business public, 
herewith tendering counsel to all State Insurance Officials, Legislative and Municipal Committees and 


QThe undersigned sells 





“C.W. PIERCE 
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Small Town Agent 
Gives Observation 








THE AUTOMOBILE== 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL ‘ 


$2,000, 
ASSETS 
$9,216, 
LIABILITIES, EXCEPT CAPITAL 
$5,382, 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 


REGISTERED MAIL 


Affiliated with 


ETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


—J 

It’s remarkable how many peop 
think of taking some insurance pr. ; 
the first of each year. I wonder jf ra 
calendars have anything to do with 
their calling at my office. 

Bill Hawkins, our station maste 
kept a new insurance agent in Suspense 
for a week by promising him a fire Dol 
icy on the depot. t 

Bill is laying low since the a 
found out who really owns it. = 

Unlike most agents, I never consider 
the special agents a necessary evil] 
leave off the “necessary.” 

I explained the 90 percent coingyp. 
ance clause to Abe Levinstein, the sec. 
ond-hand dealer, the other day. He 
immediately wanted 200 percent jp. 
surance, at the same ratio of decrease 
in rate. 

Si Hawkins rushed in the other da 
with a claim for tornado insurance i 
seems his wife sneezed and blew a 
two dollar vase off the table. 

Jonas Eggett mailed a letter to his 
hardware jobber the other day and en. 
closed a ten dollar bill by mistake, He 
thinks the accident insurance company 
ought to pay this, for he says it cer. 
tainly is an accident when he sends 
anyone money.—The Accelerator, 


Commissioners in Session 


NEW YORK, June 11.—Committees of 
the National Convention of Insurance 
Commissioners, in executive session yes- 
terday, considered among other matters 
annual statement blanks, agreeing to 
recommend certain modifications in pres- 
ent form tending to greater simplicity 
and clarity. The capital increase of the 
Union Central Life was interestingly dis. 
cussed, as was also the proposed new 
standard automobile form of policy. 
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EMPIRE STATE RALLY 


CONVENTION PROVES SUCCESS 





New York State Association Has 
Enthusiastic Meeting at Syracuse 
—Strong Program Given 





OFFICERS ELECTED 
president—Frederick Bruns, Syracuse. 
First Vice-President—S. Carlisle, New- 


ae Vice-President—Buell P. Mills, 


Rochester. 

Third Vice-President—James D. Ker- 
nan, Utica. 

Fourth Vice-President—E. S. Hawley, 
Buffalo. 

Fifth Vice-President—W. W. Heppell, 
Dunkirk. 

Sixth Vice-President—Warren M. Gil- 
dersleeve, Central Valley. 

Seventh Vice-President—E. C. Cooper, 
Watkins. 

Eighth Vice-President—R. W. Wads- 
worth, Binghamton. 

Treasurer—W. Maxwell Fiere, Middle- 


town. 

Secretary—Harry C. Webb, Fulton. 

Executive Committee: Fire: A. C. Ed- 
ward, Sayville; R. F. Gilmour, Schenec- 
tady; William H. Hecox, Binghamton; C. 
R. Johnson, Suracuse; John L. Tiernon, 
Jr, Buffalo; L. W. Pellett, Newburg; L. 
M. Irving, Malone; W. L. Pelton, Olean; 
0, A. Porth, Albany. Casualty and Surety: 
E. H. Warner, Buffalo; Willett R. Bowen, 
Syracuse; G. T. Amsden, Rochester; F. M. 
Chandler, Troy; F. L. Gardner, Pough- 
keepsie; John Kavanaugh, Rochester; C. 
C. MeNitt, Norwich; A. T. Mathews, Wa- 
tertown; W. H. Murray, Hornell. 


BY FRANK W. BLAND 

SYRACUSE, N. Y., June 10.—The 
thirty-seventh annual convention of 
the New York State Association of 
Local Insurance Agents held here to- 
day. The executive meeting was held 
at 11 a. m. and proper convention con- 
vened at 2 p. m., with one hundred and 
fifty present. 

Following the business service, re- 
ports of committees, etc., President 
John L. Tiernon, Jr., made his annual 
address, which received hearty ap- 
plause. He spoke of the great work of 
the organization the benefits received 
from affiliation. 

Progress of Association 


In the past year, 221 new members 
joined, due to the untiring efforts of 
President Tiernon and Karl Rieke of 
the National association, who visited 
eighteen towns in the state. Today the 
New York state membership totals 596 
active members. This is made up of 
the most important agencies in the 
state. The increase in membership 
over last year is 156. It was decided 
that a permanent membership commit- 
tee be appointed to increase member- 
ship, also. that literature be distributed 
for securing new members. 

Address of James S. Case 


The association plans to increase the 
membership to 1,500. James S. Case 
gave a talk in which he endorsed the 
attendance at the state and national 
meetings and explained the good work 
done by the National association in the 
Past. Mr. Case was very enthusiastic 
and was interrupted many times in 
the course of his talk by applause. He 
read a letter of greeting from Connec- 
ticut agents. Mr. Case went into detail 
on the work of the National associa- 
tion, such as preventing war tax stamps 
on Policies, etc. He spoke about gov- 
¢rnment insurance, the present social- 
istic tendency and urged that agents 
do not go back to the before the war 
conditions, but keep step with times. 
-© recommended that the state asso- 
Ciation send their president and secre-4 
tary to the national meetings, paying 
their expenses, : 

Annual Banquet 
ant the banquet in the evening enter- 

Inment was enjoyed in the form of 
professional cabaret. After the banquet, 
a. Tiernon who, acted as toast- 
pend agree the speakers for the 
paso mal - vi being _ Edmond Dwight, 
Sak tans, mployers Liability, and F. W. 

’ ager Royal Fire. 
Dwight on Competition 

Mr. Dwight spoke on 

Past and Present.” 


“Competition, 








VISUALIZING INSURANCE IN SHOW WINDOW 











He compared the 
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RITCHELL, MILLER, WHIT- 

NEY & BARBOUR, the Chicago 
local agents, adopted a new advertis- 
ing plan the other day and tried it out 
in the show window of a bank outside 
the downtown district. It created wide 
attention and attracted large crowds. 

















The scenery was painted in a spectacu- 
lar way and spectators looking in the 
window really saw a scene on a the- 
atrical stage. It is a new idea in in- 
surance advertising. In the scenery 
one can see the lightning, the broken 
plate glass, the fire, the demolished 


automobile and the painter falling from 
his scaffold. In this window scene are 
brought to light several kinds of in- 
surance. Increased values are shown 
on a printed card and some of the in- 
surance functions are pointed out in a 
similar manne ron the opposite side. 








PROPER USE OF RODS 
INSTALLATION IS IMPORTANT 


Lightning Rod Manufacturers Giving 
More Attention to Care and 
Upkeep of Equipment 


Insurance agents because of their 
close connection with fire fighting de- 
vices know that they must be carefully 








present with the old days. He has had 
forty-three years’ experience. He showed 
that in those days speculation played 
a big part in business and made a com- 
parison of today’s competition on com- 
pensation business, which consists of 
mutuals, self-insurers and state funds. 
Mr. Dwight’s address proved interesting 
and was much appreciated. 

F. W. Day, who forty-four years ago 
started in the business as a fire solicitor, 
used the remainder of the evening in 
interesting talk entitled “Four Years’ 
Changes.” 

He explained that there has been a 
gradual leveling of rates on preferred 
business, any reduction of rates on such 
business must necessitate an increase on 
hazardous classes. Agent must cooperate 
with companies. The cooperation of the 
agent with those controlling large lines 
has worked toward the disappearance of 
overhead writing, which at one time was 
the great menace of the American 
agency system. Sidelines have increased 
in the last four years. Automobile 
business is no longer a side line. To- 
day the successful agent must be a man 
of affairs, keeping abreast of the times. 
The local agent moulds public opinion. 





installed if they are to do the work for 
which they are designed. For instance, 
a hole the size of a walnut in a parti- 
tion is large enough to spread a fire to 
combustible material if fire occurs on 
either side of it. A fire door must, 
therefore, fit without any open space 
whatever. Those manufacturers of fire 
fighting devices who are interested in 
the performance of their product in 
event of fire insist on supervising its 
installation. 
This is true of the best lightning rod 
manufacturers. 
Ira Woolsen’s Views 
Ira H. Woolson, consulting engineer 
of the National Board of Fire Under- 
writers, in a recent address said: “The 
manufacturers of sprinkler heads insist 
that every sprinkler equipment shall be 
erected under their direction to avoid, 
as far as possible, amy failure of the 
device to perform its function due to 
improper installation. Many other manu- 
facturers are jealous of their products’ 
reputation, and where not practical to 
personally supervise the use they issue 
detailed specifications to control same.” 
Two Sales Methods 
In selling lightning rods there are 
practically two methods only of mer- 
chandising. One way is to sell metal by 
mail and trust that the dealer will han- 
dle it properly. The other way is to 
maintain a field organization which sells 
the rod and then assists the dealer in 
installation and maintenance, insisting 
that the material be used correctly. 
Care in Installation 
Those lightning rod manufacturers 
who are particularly jealous of the repu- 
tation of their own manufactured prod- 
ucts, as well as the reputation of the 





lightning rod itself, are extremely care- 
ful to make sure that the rods are used 
in a way to bring the greatest service 
tc purchasers. These manufacturers, like 
those in the automatic sprinkler field, do 
not want the high efficiency record of 
their products lowered by failure to use 
the product properly. The lightning rod 
companies that are most keen to give 
the best service possible establish set- 
tled sales agents and give field super- 
vision by company representatives, elimi- 
nating from their list of representatives 
any who do not desire to follow the com- 
pany practices, rules and regulations. 
Use Own Men 

No manufacturer of high quality ma- 
terial can be sure that his material has 
been placed on any building in a way 
which will harmonize with the quality 
of the material itself unless men of his 
own company come into contact with the 
local representatives. This is the only 
way to be sure of the latter’s character 
and teach him the correct method of 
lightning rod installation. It is clear that 
nothing less than a sales force could 
earry out this work successfully. Any 
cther plan of the manufacturer or of 
any other agency would be prohibitive in 
cost. 

There are still some local dealers of 
rods who say that they do not need or 
eare for supervision. Without doubt most 
of these men are honest, but it is always 
safest to deal with a representative of a 
well-established manufacturer who wants 
his name to stand behind his goods and 
insists upon supervising the work of the 
dealer. 


Is your bookkeeping system satisfac- 
tory? Send for free booklet, “Local 
Agency Bookkeeping.” The National 
Underwriter, 1362 Insurance, Exchange, 
Chicago. 
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Loss Largest 
Ratio Amount 
Year Prems. Losses % Any Co. 


1918 << $8,213,013 58 $2,845,646 


1917 654,738 4,984,932 52 2,456,604 
1916 10,045,390 9,754,427 97 1,651,399 
1915 7,917,609 9,728,244 123 1,133,065 
1914 3,581,147 1,803,836 50 672,135 
1913 1,800,607 703,945 39 343,773 


HAIL insurance showed a 50 percent 
increase in 1918 over 1917. The 
total premiums last year were $14,- 
554,091. 

The loss ratio was not as good as 
in 1917, being 58 percent as compared 
to 52 percent the previous year. It 
does not, however, show the disastrous 
experience of years 1916 and 1915. 

The Home agains leads on volume 
with $2,845,646 of premiums and shows 
losses of $1,407,618. The Hartford 
again stands second on volume with 
$2,818,785. Its losses were $1,619,183. 

The Great American shows pre- 
miums of $1,520,888 and the St. Paul 
Fire & Marine $1,327,842. 








Hail Premiums and Losses in 1918 





Prems. Lasses 
DE So obec sce oe> einen —15 
a eee 1,327,842 693,615 
Salamandra ........ 74,982 37,676 
Scottish Union .... BO, hostels ave 
BOCRTICY,. AB... eccee | ee 
Second Russia ..... 14,975 7,5 
ee) >, ae 400,430 254,616 
Security Mut., Minn 195,604 148,601 
Skandinavia ....... 10,16 11,475 
i! Se 376,400 311,258 
Westchester ....... 487,387 268,820 
UNS. 65k chasse 14,554,091 8,413,013 





Wants Observation Made 


Otto L. Klauss, Indiana state auditor, 
through a letter sent by J. S. McMurray, 
Jr., fire insurance rate expert, has com- 
municated with the county auditors of 
the state asking them to keep the state 
department posted on any changes made 
in fire insurance rates. The letter says 
in part: 

“The law regulating the rates of fire 
insurance companies doing business in 
Indiana, passed by the last legislature, 
has been published and is now in effect, 
































Steubenville, O., June 8.—Fire starting 
in the engine room of the Hartje Paper 
Co. destroyed the plant early today, 
eausing a.loss of $100,000. The engine 
room and pulp storage rooms were 
destroyed. . 

*x 4 


* 

Minot, N. D., June 1.—The Knights of 
Pythias lodge of this city sustained a 
loss of about $7, oy in a fire on June 1. 

* * 


Norfolk, Va., dain 2.—Insurance on the 
stock of cotton linters of the du Pont 
Company stored in g warehouse in Nor- 
folk damaged by fire the night of June 
2 was not placed locally, so far as could 
be ascertained. The loss was_ boiled 
down to $20,000, despite press dispatch 
reports that it was fully $200,000. The 
damage resulted principally from smoke 
and water. Damage to the building was 


nominal. Spontaneous combustion is 
supposed to have been responsible for 
the blaze. 


* * * 
Chieage, Ill, June 4.—There is a 33 
percent loss to the building at 1635-37 
Fulton street, owned and occupied by 
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LOSSES OF THE WEEK 





stroyed by fire here this qnoralg 
$30,000; insurance, $5,000 8. Loss, 
= 


East Liverpool, O., June 7—There is 
$3,500 loss to the St. Anne’s Roman . 


Catholic Church, located on lot 1357 
Insurance: 
Frmns. Fd...$1,500 rapa $1,500 
Nat'l THe 1,500 Ho 7 . 1500 
Nat’l Liberty. 2,500 | 

Marinette, Wis., May 30.—There ig a 


$41,500 loss to the Girard Lumber Com. 
pany under general form. Insurance, 
$178,000 general form and $11,009 spe 
cific. ee é 


Longview, Tex., Jume 5.—There js a 
60 percent loss to the mercantile stock 
of the Castleberry-Flewellen Company, 


Niantic, IIL, Sills 10.—There is q to- 
tal loss to the buildings and equipment 
of the Niantic Coal Company. 

* 


Detroit, Mich., oa 31.—There is a to. 
tal loss to the Arctic Ice Cream Com. 
pany under general | form. 










































and we desire to call your attention to or ie Sotidtnan’ picture frames. insur- on — 
Prems. Losses | section 9 of the act, which reads: Fi = anton, O., June 10.—There is a 10 
Agricultural ....... 50,069 28,191 | ‘‘All rates, subject to the provisions Fue kate. Stee UY. tea. ..; aes cninery of the Canton, Perlite @ ten 
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are tee tomes Bein are “There are a number of risks in the | street is a total loss. Location of risk, Merchants .. . 15,000 Urbaine - 71.00 
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oa ILLINOIS MISSOURI IOWA\| MINNESOTA AND TRIBUTARY STATES 
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C7 QUINCY ADJUSTMENT J. F. MAIN & COMPANY 
& SERVICE BUREAU General Adjusters 14 years experience. 
Well’s Building, Quincy GEORGE C.GILL, Mgr. 506 Palace Bldg., Minneapolis, Mian. 
ee Me. So ILL, WIS. IND KANSAS 
SEeuEES Po . TAYLOR JOHN M. KINKEL W. P, KINKEL 
ag S a “Se —— ad 1865 ine aia F xchange, Chicago KINEKEL.APJUSTMENT 
as i eK. ey Phone Webash 066 . FIRE, TORN and A 
NATIONALUNION : eek rete: ADJUSTER OF FIRE LOSSES JUSTED 
: A Fire InsuRANcE Co. HUTCHINSON : ° KANBAS 
“ striae P ILLINOIS . AND EASTERN IOWA 
aeqys . WESTE. KANSAS 





| facilities. 
adjusiments. 
' $1,824,414. 
| Riot ahd Civil Commotion, Rent, 


Cash Capital, 


service that more than satisfies. 
joying these advantages. 
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VALUABLE TO ANY AGENCY = & 
‘WHY? : | = 


| No overhead writing. Attractive advertising matter for agents. | 
| Helpful suggestions from Field Force and Home Office. Up-to-date 

supplies, excellent in quality aud appearance. 
Safe and dependable protection. 
$1,000,000. 
Assets, $5,274,000. Writes Fire, Windstorm, Explosion, 


pancy, Sprinkler Leakage and Marine Insurance. Displays a sincere 
spirit of co-operation and renders real support. { 


‘WHY NOT YOU? 
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Satisfactory -line | 
Prompt and equitable 
Policy Holders’ Surplus, | 
Profits, Leasehold, Use and Occu- 


Extends a general 
Several. thousand agents are. ¢A- 














EEC a 








PESESUTE s 








ILLINOIS ADJUSTMENT 
62 S. Ch ry St alesburg Til. 
le a. 
P.R.H W.A 





.P. Arnold A. Bartlett 
Fire uae coma 
ILLINOIS INDIANA 


ELDRIDGE H. SPERRY 
506 & 7 Robeson Bldg., ‘ hampaizn, Ill. 
Western Union or Long Dist. Phone (Office 147, 
Res. 458) facilitates promnt service 


ILLINOIS 


THOMAS A. PETTIGREW 
: Eades Building, Streator, Illinois 
Fire loss adjuster for the companies. Building Losses 








a specialty. 
North & Central Southern Eastern Western 
ILLINOIS WISCONSI2? IOWA INDIANA 


BEN C. COOPER 
Central Life Bldg., Ottawa, Illinois 
ADJUSTER UF FIRE LOSSES FOR 1H& COMPANIES 
34 years in insurance work 


IND. ILL. KY. 
H. N. ODELL 
110 Upper Second Second St., Evansville, Ind. 
Adjusters of Fire, Tornado, Automobile and Inland 
arine Losses 


Kansas Oklahoma Eastern Colorado 
a ADJUSTMENT BUREAU 
R. B. WARREN, Manager. 
Fire Loss Adjustments for the Companies Only 











B. R. BOLINGER 





Fire, Tornado, Hail and Automobile 
Losses Adjusted 
Bucklin Kansat 
NEBRASKA WESTERN I0WA 


CONFIDENTIAL ADVICE & ADJUSTMENT BUREAU 


cease reports. 
all classes of claims. Cases ha if 
essary. 1418 First National Bank Building, OMAHA OMAHA 


NEBRASKA, WESTERN IOWA "A AND 
NORF RN KANSAS 
ABEL J. BALDWIN 
Adjuster of Fire Insurance Losses 
808 Bee Bidg. Phone Red 5848 
OHIO—WESTERN PENNSYLVANIA 
FRANK A. DUNNING CO. 


Claims & Adjustments 
Ohio Bldg., Akron, O. Main 50, O. C. 2667 


OHIVO 
JOHN M. SEYMOUR 


363 Main Street Ashtabula, Ohie 
17 years experience as an insurance agent 
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and builder. 
WISCONSIN AND MICHIGAN 
Fire ‘Wiscansin and No. Michiga? 











No. 229 Beacon Building Wichita, Kansas ‘and Long Distance Te 788 
| NORTHERN MICHIGAN AD. 
JUSTMENT COMPAN CIALISTS GATHER THE IN 
Adiusters of Fire Losses 20 orn TION THAT APPEARS IY 
206 Schirmer Bide %01 Federal Ave. Saginaw, Mic Fe RATIONAL UNDERWR 











who work systematically and successfully. 





| PROSPECT CARDS for the accident andi 


Send ior samples and description of cabinet and pocket case. 


| THE NATIONAL UNDERWRITER, 1362 Insurance Exchange, 
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GEO. W. DORNIN, Manager 


Tornado , 
Insurance 


Tornado insurance was authorized in the original charter 


of the Springfield Fire & Marine Insurance Company. Insur- 
ance men who formerly paid little attention to this branch of 
insurance are apt to think of it as a new line. Its appearance 
in this old charter shows its early origin and long history. 


When this charter was granted, in 1849, the great sections 
which now produce the bulk of the tornado premiums were 
still undeveloped. The sturdy pioneers who brought our vast 
prairies under the plow were just beginning to reclaim those 
immense regions. They lived in log houses, or in sod houses 
that were not much different from the “cyclone cellars” that 
were expressly constructed as a refuge from tornadoes. 


Now our farming states are not only thickly dotted with 
substantial farm buildings, but studded with cities and towns. 
Buildings cannot be taken into a cyclone cellar. We have 
learned that tornadoes are not confined to the windy prairies. 
Paths are torn through our cities, and solid factories are de- 
molished as thoroughly as flimsy shacks. 


The protection against tornado loss which the Springfield 
has provided for years is now more needed than ever. Progress 
does not tame the winds, but it heaps up property exposed to 
their destruction. East St. Louis, Omaha, Cincinnati—and 
scores of towns every year—show the wisdom of indemnity 
against tornado loss. 


SPRINGFIELD 


Fire and Marine Insurance Company 
Home Office: Springfield, Massachusetts 


A. W. DAMON, President G. G. BULKLEY, Vice President F. H. WILLIAMS, Treasurer E. H. HILDRETH, Secretary 


Western Department, Chicago, Illinois 


A. F. DEAN, Manager J. C. HARDING, Assistant Manager E.G.CARLISLE, 2nd Assistant Manager W.H.LININGER, Assistant Manager 


Pacific Coast Department, San Francisco, Cal. 


Agencies in All Prominent Localities Throughout the United States and Canada 


General Marine Managers 


TALBOT, BIRD © CO., Inc. 


63-65 Beaver Street, New York 


The Springfield Writes Tornado Insurance 
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JOHN C. DORNIN, Assistant Manager 
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Value of Good Housekeeping 


x 


In his talk before the EXAMINERS 
Cus of Chicago last week, F. M. Gris- 
WOLD, general inspector of the Home, a 
man with 54 years experience in inspec- 
tion work, said that underwriters do 
not give sufficient attention in deter- 
mining lines to the matter of good 
housekeeping. Mr. Griswo tp said that 
the big starch explosion at Cedar 
Rapids, Ia., recently, furnished a good 
example. A risk may be sprinkled, of 
modern fireproof construction, and 
from a physical standpoint a desirable 
piece of business but if employees are 
careless about cleaning up, if they have 
not been trained to keep floors, tables, 
counters and rafters clean, a hazard is 


present that must be given considera- 
tion in passing upon the risk. 

For instance, in plants where there 
is a dust explosion hazard even though 
the air is kept clear or practically so 
through the use of vacuum and suction 
systems if the floors, tables, window 
sills, rafters and the like are not cleaned 
regularly, a sudden jar or unexpected 
gust of wind may blow accumulated 
dust into the air and cause an explo- 
sion. It is up to the inspector in re- 
porting on the risk to give full details 
as to whether or not the place is kept 
clean, and what attitude employees as- 
sume toward keeping things in good 
order. 


Honest Adjustments Wanted 


Tue tricky adjuster who has “just 
put one over” on an uninformed claim- 
ant has decidedly lost cast among the 
fire insurance fraternity. It is no 
longer considered clever to “save” 
money for one’s company through tak- 
ing advantage of some claimant’s ig- 
norance of his rights or through his 
credulity. The special agent who ar- 
rives on the scene of a loss and finds 
that another interested special who has 
been there first has made a settlement 
on a basis not strictly in accord with 
the rights of the assured is put in an 
embarrasing situation and is justified in 
exposing the bad work of his prede- 
cessor. Few companies will now counte- 
nance the taking advantage of an assured 
in an adjustment. They insist upon 
square dealing with their patrons. A 
recent case in point is reported by a 
middle west state agent. “I came in- 


to the loss only to find that the adjuster 
of one of the other companies had al- 
ready been on the scene,” he said, “and 
had made a settlement on about 60 per- 
cent of the right basis. I told the 
claimant frankly that such was the case, 
but that I could not do otherwise than 
accept the conditions as laid down by 
the first adjuster and settle on the same 
basis unless the assured was willing to 
reopen his settlement with my prede- 
cessor. If he does I shall be able to 
make payment on this claim along the 
line that my company expects and re- 
quires. I shall use my influence, too, 
to help this claimant get what is due 
him. Men who misrepresent our busi- 
ness are a real handicap and detriment 
to the work of those who want to deal 
fairly and they throw a shadow over 
the general business of fire insurance 
under which all must suffer.” 


Local Agency Advertising 


Tue HartForp Frere in discussing with 
its agents the necessity of keeping con- 
stantly before the public says that there 
must be something at work at all times 
to make insurance men known to possi- 
ble customers. It declares that the agent 
is the visible human unit in his territory. 
He may know every man, woman and 
child in the community, may be a well 
known figure going up and down the 
chief streets, but he can cover but a 
small field personally by his own un- 
aided efforts. It is so easy, observes the 
Hartrorp, to multiply himself by means 
of efficient advertising. It is so easy to 
have the advertising talking to the other 
99 while the agent is personally talking 
to one. 

The Hartrorp says that the right kind 
of advertising allows an agent to talk 


with prospects in his own office instead 
of in the stores, shops, and back yards 
of prospective clients. The man who ad- 
vertises and advertises right does busi- 
ness on his own terms and on his own 
territory. The insurance agent, accord- 
ing to the Hartrorp Fire, should become 
in the real sense of the word an adver- 
tiser just as his neighbor, the depart- 
ment store, is an advertiser, regularly 
and relentlessly in whatever form or me- 
dium his means and judgment select. The 
public is vitally interested in what any 
one has to sell. It is only necessary that 
the seller should preseent it interestingly. 
The Hartrorp says that the words “fire 
insurance” have been used until they have 
worn channels in the mind. They have 
become almost meaningless. They must 
be given a fresh meaning. 








Passing Comment 








What They Are Talking About 
In Office and Field 




















SE and occupancy insurance can 
U be presented to property owners 

in an interesting manner. It is 
to most prospects a new form of in- 
demnity and should always be ex- 
plained in an attractive style. Fire 
insurance, for example, is a rather dry 
subject. The company covers the risk 
and if it burns, pays the loss. It is a 
cut and dried proposition. Not so with 
use and occupancy insurance. There 
are many angles to explain and a re- 
sourceful salesman can make the sub- 
ject appear very attractive. 

One of the younger and more ag- 
gressive field men in Iowa has hit upon 
a feature of use and occupancy in- 
surance that always interests property 
holders. He is using the argument 
more particularly where concerns are 
turning out a rather unusual product, 
requiring employees whom it would be 
difficult to replace. The point is first 
made that in the event of a fire putting 
the plant out of commission for a time 
use and occupancy insurance provides 
the money with which to keep valued 
employees on the pay roll. Ifa factory 
owner would have difficulty in securing 
new trained hands after an idleness of 
three or four months, he is always in- 
terested in use and occupancy protec- 
tion. He can figure out just about 
how many employees would be neces- 
sary in the conduct of the business, take 
out a use and occupancy insurance 
policy and know that if a fire occurs, 
he need not lose his employees, nor 
go into debt to retain their services. 

But a point that has been usually 
overlooked is the value of this sort of 
protection to the employees. That is, 
the employer can, after taking out use 
and occupancy insurance, go to his de 
partment heads and other valuable men 
that would be retained in the event of 
a fire and explain to them that in 
taking out use and occupancy insur- 
ance he has, in effect, insured their 
jobs. In other words, he can explain 
to them that they are to be paid their 
salaries and kept on the pay roll even 
though fire or explosion should dam- 
age the plant and place it out of com- 
mission temporarily. They need not 
worry about where their salary is com- 
ing from. They will be kept on in 
spite of disaster. Such information is 
well received by employees. It creates 
a better condition ina plant. It makes 
plain to the employees that the owner 
is looking after their interests, and is 
protecting them as well as_ himself 
against the unexpected. It has much 
the same effect on employees, as to 
taking out group life insurance by an 
employer has. It is a good selling 
point to make use of in presenting use 
and occupancy insurance. 

* *K * 
TURNING TO REINSURANCE 


NUMBER of the companies organ- 
ized within the last five or ten'years 

are now giving considerable attention to 
the reinsurance business. When these 
companies first commenced business they 
operated on an agency basis, established 








PERSONAL SIDE OF Tyg 
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jJ. A. Giberson, the well kn 
agent at Alton, IIl., always 
good cleanup of the golf players ; 
his vicinity each spring. He makes 4 
drive for golf liability policies which 
cover against loss or expense arisin 
or resulting from claims on the assured 
for damage on account of bodily in 
jury or death accidentally suffered of 
alleged to have been suffered by ap 
person or persons, including the ag. 
sured’s caddy, club members em- 
ployees, fellow-players and the gen. 
eral public by reason of the assured’s 
playing golf anywhere in the United 
States. In other words there haye 
been many serious accidents where 
persons have been hit by golf balls 
and large claims have been made. This 
policy protects the golf player to limits 
of $5,000 and $10,000 for a period of 
three years at a premium of $7.70, 


Own local 
makes 4 


William T. Benallack of Detroit, gen- 
eral agent of the Michigan Fire & Ma- 
rine, 1s in attendance at the Shriners’ 
national meeting in Indianapolis this 
week. Mr. Benallack has taken an 
active part in this branch of Masonic 
work and values highly the friendships 
that this association has developed, 
Among the thousands of fez-wearing 
visitors that are crowding the streets 
of Indianapolis, he has encountered 
many friends from various parts of the 
country. His work with the Michigan 
F. & M. involves considerable traveling 
and he is steadily widening his circle 
of acquaintance. Last year Mr. Ben- 
allack visited agencies of the company 
in 26 states and has already been in 
20 states thus far this year. The com- 
pany is making good progress and Mr. 
Benallack says the outlook for the 
smaller American companies is excel- 
lent. Agents, he believes, recognize the 
value to the agency system of a good 
supply of underwriting capacity on the 
part a sufficient number of smaller 
companies. Mr. Benallack fairly radi- 
ates enthusiasm and is qualified by tem- 
perament and experience to inspire a 
company’s agency representation to 
believe in and to support loyally the 
institution with which he is identified. 

A. R. Monroe, assistant manager of 
the western department of the Queen, 
is also in Indianapolis and is finding 
many friends among the visiting Shrin- 
ers. George Lyons of Hillsdale, Ill; 
Joseph W. Goodrich of Detroit, and 
Emil Schwan of Saginaw, Mich., are 
local agents that have been noted 
among the pilgrims enjoying them- 
selves in the Indianapolis oasis. 


Miss Katherine Blossom, daughter 
of George W. Blossom of Fred Ss 
James & Co., will be married on the 
afternoon of June 28 to William S. Ba- 
con, son of Dr. and Mrs. Joseph B. 
Bacon of Macomb, Ill. The ceremony 
will take place in Christ’s church, 
Winnetka, IIL, 








a fairly good organization in two or 
three states and went along in much the 
same manner that the older and larger 
companies did. It would seem, however, 
that with the majority this has proven 
unprofitable and as the demand for rein- 
surance facilities has become greater the 
smaller and newer companies have been 
giving more attention to reinsursets 
contracts and less to the extension 0 
an agency plant. Reinsurance business 
can be acquired with a minimum expense, 
and where favorable relations are ot 
lished the loss ratio is lower than = 
an agency business. In addition, pecs 
moderate sized company has found bor: 
competition very keen, and while pe 
is still room and always will be for a 
moderate sized company there seems ju 

at present to be a tendency on the - 
of small company officials to get a 
the reinsurance business, apparently 10 
the purpose of holding down expenses. 
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WORTHERN OHIO CONDITIONS 





While There Are a Number of Unem- 
ployed Men the Industries Are 
Now Going Strong 





CLEVELAND, OHIO, June 11.— 
Conditions in the great industrial cen- 
ters of this state are now being read- 
justed satisfactorily. While there are 
men out of employment in some of 
these cities, yet the industries them- 
selves are changing over rapidly from 
a war basis to peace production. 
Youngstown, Akron, Toledo and Cleve- 
land, as well as other cities where there 
are numerous industries, have grown 
by leaps and bounds along manufac- 
turing lines. This has caused local 
agencies to expand as business has de- 
veloped materially. Aside from_ the 
regular demands for fire insurance local 
agents find this a rich field for casualty, 
surety and all lines of indemnity. 
There has been a decrease to some ex- 
tent in the use and occupancy pre- 
miums owing to the cessation of the 
war, but local agents have now been 
instrumental in inducing enterprises 
that were practically suspended during 
the war to take use and occupancy as 
they have now started running full 
blast. There has been some anxiety 
felt at Toledo because of the labor agi- 
tation. Ohio, however, has kept a 
pretty clear head on the labor situa- 
tion. 


Making an Investigation 


Owing to the exposure in the Fite & 
Fite Agency of Jackson, Ohio, where 
companies were gouged on account of 
fraudulent losses, some of the field men 





are going over their books very carefully 
to see whether suspicion directed in 
other Ohio towns is well founded. At gen- 
eral offices instructions have been given 
to the loss departments to tighten up 
and scrutinize very carefully agencies 
where a number of small losses are com- 
ing through: The revelations at Decatur, 
Ill., and Jackson, Ohio, have opened the 
eyes of companies to the possibilities of 
fraud where agents are allowed to pay 
losses with their own checks and the 
companies remit to the agents instead 
of to the assured. 


Big Hail Losses 


DAYTON, O., June 10.—Thousands of 
dollars in damage was done in the Whit- 
field neighborhood, six miles southwest 
of Dayton, June 7, when a terrific hail- 
storm lasting 20 minutes burst over the 
community. Estimates of farmers indi- 
cate that tobacco, wheat and other ad- 
vanced crops, it is feared, were damaged 
fully 75 percent. Hail lay on the ground 
for two hours. 


Will Improve School Risks 


COLUMBUS, O., June 10.—Fifteen in- 
surance experts Wednesday began the 
inspection of Columbus school properties 
under the direction of Fire Marshal 
Fleming. The object is to see if any 
Columbus schools are firetraps and to 
“uncover” existing fire hazards. 

These experts have been loaned to 
Fleming by fire insurance companies to 
make a thorough survey of the schodis. 





All of them were engaged in the inspec- 
tion of munition plants during the war. 
Using the report of Fleming’s inspec- 
tors as a basis, the school board will in- 
clude in its request for a bond issue this 
fall an amount believed to be sufficient 
to remove all fire hazards from schools. 


West Virginia Leaders 


The loss ratio in West Virginia last 
year was 49 percent, about 19% percent 
less than in 1917. The company leaders 
so far as premiums are concerned in 
West Virginia last year are as follows: 


Name Prems. Losses 
UNE oi6s Soc cnaacked ad $259,481 $175,398 
Great American........ 187,658 135,349 
WEBPUROEG © 66 6 Kc sd ck cies 335,885 183,598 
jo ere re rere re 246,387 176,599 
North America......... 117,850 171,186 
Bo) Rt eee 263,051 138,275 
SOPINSNSIG «2... cccesce 112,597 59,175 
Globe & Rutgers....... 132,999 87,226 
Continental <2... cscs 122,436 74,855 





Report on Clarksburg, W. Va. 


The gross fire loss of Clarksburg, W. 
Va., for the three years from 1916 to 
1918, inclusive, as given in the fire de- 
partment records, amounted to $44,870. 
The annual loss ranged between $9,220 
in 1917 and $24,010 in 1916. The average 
annual number of actual fires was 16, 


and the average loss per capita was 
$0.83, a low figure. ¢ 

In summarizing the fire fighting fa- 
cilities, the National Board says: 

“Water supply from source of ques- 
tionable adequacy and only fairly relia- 
ble; fair supply at good pressure avail- 
able in principal mercantile district; 
generally inadequate elsewhere. Fire de- 
partment weak in men, apparatus and 
equipment. No fire alarm telegraph sys- 
tem; telephones used.” 

As to the conflagration hazard, the 
engineers say: 

“Owing to the weak construction, nu- 
merous large areas, weak fire depart- 
ment and lack of a modern fire alarm 
system, the probability of spreading fires 
is high in the principal mercantile dis- 
trict under adverse conditions. In other 
districts the hazard is moderate.” 





West Virginia Record 


The following gives the premiums and 
losses in West Virginia during the last 
ten years: 





with a loss per fire of $955, a high figure. 
Based on an average population of 18,000, 
the average annual number of fires per 
1,000 population was 0.9, a low number, 








DETROIT - 


PHILIP BREITMEYER, Pres. 





DETROIT NATIONAL FIRE 


Insurance Company 
41-43 John R.., Street 


MICHIGAN 


GEORGE K. MARCH, Sec. & Gen. Mgr. 

















Year Premiums Losses 

BRO okc Mar Seeuwes $2,311,133 $1,109,250 
BGO ri eins cecea one 2,386,587 1,287,264 
BORO Chass ce sccnse 2,496,777 1,465,452 
>? ae are ee 2,656,871 1,711,808 
BOG e as Se homnee ae 2,798,361 1,471,471 
OOO a deh céeknswun 2,888,838 1,606,984 
BU CCA yh Wawanaens 3,014,499 1,254,303 
RONUL. 3's, 4 w.cviecea ou 3,141,793 1,354,515 
DOUG tc os Ok dee uuat 4,217,650 2,157,053 
Cad ccdews scams 5,339,688 3,199,988 





, Preston Y. Wright, well known in in- 
|}surance circles, having returned from 
; Service over-seas, has become connected 
with the Earls-Blain Co., at Cincinnati, 
}and will give his attention to general 
insurance, specializing on the automobile 
lines. Mr. Wright is a young man of 
promise in the insurance field, and since 
leaving insurance journalism, has been 
making good in agency work. 





Major C, R. Morgan, formerly with the 
| West Virginia department has returned 
|from army service and becomes actuary 
| and examiner in the department. 


The Hardware Dealers Mutual Fire of 
'Stephens Point, Wis., has been admitted 
to West Virginia. 
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Merchants National 
Five Jusurance Co. 


wants Good Agents m 
Michigan, Indiana 
Illinois and Wisconsin 
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INCORPORATED 1876 


ILLINOIS FIRE 


INSURANCE COMPANY OF PEORIA 


CAPITAL - 


Total losses paid since organization - - 


Reliable Agents Wanted in Illinois, Indiana, Wisconsin and Penn- 
sylvania. For Particulars Address Home Office 


M, S. CREMER, President 


- $200,000.00 
$6,618, 180.00 


HENRY F. TUERK, Secretary 





= r 














oo 
qpusce B. FEENBY, President 
ARD T. LYONS, Secretary-Treasuret 


Assets « . * e ° 


The Securities of this 
Depertment for the 
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Surplus to Pelicyhol 





A. M. WAGNER, Supt. of Agencies 


Che Columbian Insurance Co. 


430 N. Pennsylvania St., Indianapolis, Ind. f 


$529,005.00 
344,529.00 


deposited with the Indiana Insurance 


dave ‘a 


aS SA a 


tion of Policyholders and Creditors 
Agents Wanted in indiana, Hlinois, Ohio, Michigan, Wisconsin and Minnesota 








Assets $700,000.00 












The Indemnity Co. of America 


St. Louis, Mo. 
AUTOMOBILE. INSURANCE In All Its Branches 





LIABILITY 
PROPERTY DAMAGE 
COLLISION 





ROLLINS BURDICK HUNTER CO., General Agents, Chicago 
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WISCONSIN AGENTS TO MEET 





Annual Convention at Delavan Lake 
at Same Time as the Field 
Men’s Convention 





The annual meeting of the Wiscon- 
sin Association of Insurance Agents 
will be held June 26-27 at Highland 
Park Hotel, Delavan, Wis. The pro- 
gram is an interesting one this year 
and is particularly pleasing. The Wis- 
consin field men will be holding their 
annual meeting at Delavan at the same 
time, so the combined attraction will 
draw a large attendance. The presi- 
dent of the Wisconsin Association is 
Frank Hoffman of Manitowoc. Pres- 
ident Hoffman is extending through 
THE NATIONAL UNDERWRITER a very cor- 
dial invitation to the managerial talent 


to be present at the meeting. The 
program is as follows: 
THURSDAY, JUNE 26 
11:00 a. m.—Assemble at Highland 
Park Hotel. 


Address of Welcome, Joseph Koffend, 
Appleton. 

Reports and appointment of commit- 
tees. 

12:30 p. m.—Luncheon. 

2:30 p. m.—Address, Eugene J. Walsh, 
vice-president National Association of 
Insurance Agents, “Insurance Today and 
Tomorrow.” 

3:30 p. m.—Discussion, J. K. Walker, 
superintendent of agencies, North 
America, “Strike and Riot Insurance.” 

5 p. m.—Adjournment to enjoy your 
favorite sport—golf, bathing, fishing, 
swimming or baseball. 

6:30 p. m.—Good-fellowship dinner, lo- 








cal agents, field men and company offi- 
cials. Speakers: Charles E. Sheldon, 
manager American; Platt Whitman, com- 
missioner of insurance; George E. Nich- 
ols, manager Suspection Bureau; D. O. 
Stine, J. N. Hobbins. 

FRIDAY, JUNE 27 

10:00 a. m.—Discussion, “Uniform 
Forms,” John F. Stafford, chairman uni- 
form forms committee. 

10:45 a. m.—“Betterment of Conditions: 
Suggestions,” George E. Nichols, man- 
ager rating bureau; Platt Whitman, 
commissioner of insurance. 

11:30 a. m.—Report of committee on 
resolutions. 

Discussion. 

2:00 p. m.—Election of officers. 


WANT TO GET INVESTIGATION 








Resolution Introduced in Illinois Legis- 
lature to Probe Action of the 
Fire Companies 





SPRINGFIELD, ILL., June 11.— 
Fire companies are very much inter- 
ested in the resolution introduced in 
the House last week and adopted by 
the General Assembly advocating an 
investigation of fire insurance com- 
panies to see whether the injunction 
issued at Belleville in the anti-trust 
case by the circuit court a number of 
years ago is being violated. This mo- 
tion was reconsidered later and re- 
ferred to the committee on insurance. 
The resolution dealt with two sub- 
jects. In the first place it charged the 
fire insurance companies with being in 
combination to maintain rates and it 
was held in the resolution that this was 
in violation of the famous injunction. 
The second allegation in the resolution 
held that the companies had unlaw- 
fully made a 10 percent increase in the 





rates known as a surcharge tax in 
violation of the law. The resolution 
further requested that the attorney- 
general make an investigation and if 
found advisable to proceed against the 
companies for contempt of court in 
violating the injunction and also to re- 
quire the companies to pay back to the 
policyholders the 10 percent surcharge 
that has been collected. 


WANT AGENCY RESTRICTION 








Considerable Uproar Has Been Caused 
at Evansville, Ind., by Attempts 
to Limit Representation 





At Evansville, Ind., there exists at 
present a situation which one state 
agent describes as a “tempest in a tea- 
pot with possibilities of developing 
into a national problem.” Following 
the visit of a representative of the 
National Association of Insurance 
Agents some weeks ago, the Evans- 
ville Insurance Club decided to cut 
down company representation there to 
single agencies and classing ‘“under- 
writers” as second agencies. 

This meant a number of upheavals in 
the local situation and one or two com- 
mittees of field men were dispatched to 
reason with the revolutionists. One con- 
cession was gained to the effect that an 
“underwriter agency” would be permit- 
ted in the same agency with the parent 
company. However, as the Hartford and 
New York Underwriters, both in the 
Bennett, Hutchinson & Co. agency, were 
about the only ones relieved by this 
modification, there are still a number of 
strong underwriter agencies which are 
yet much concerned at the prospect. 

The Evansville Insurance Club has set 





FIRE CLERK WANTED 
Girl capable of handling growing fire 


business in town near Detroit. Only 
experienced girls apply. Applications con- 
fidentia. Address 61-Y¥, The National 
Underwriter. 








Capital Fire Insurance 


Prompt Service 





Agents wishing to represent a high class progressive company, apply to 


BIERCE & SAGE Co., Michigan State Agents 
219-220-221 Hammond Blidg., Detroit 
Correspondence solicited for direct lines or re-insurance on mercantiles and special hazards where not represented 


Company of California 


Telephone, Cherry 5154 





== 
July 1 as the date in which the 
rule is to become effective. There hay 
been celegates of Evansville agents on 
ferring with the agents of Indianapolis 
within the past few days, and it is ho 
by some of the field men concerneg 
Evansville may be persuaded to ad 
the plan that was followed by Indiana; 
olis at the time it went ona restricted 
agency basis, that of permitting condi. 
tions that existed at the time the rul 
went into effect to remain as they gt : 
making the new rule applicable to new 
agency appointments. In the Meantime 
it is recognized that there are PoOssibjli- 
ties for considerable trouble before the 
differences are threshed out. 


—, 


CONDITION IN _ DISTILLERigg 





Many Companies Are Cancelling Of or 
Greatly Reducing Their Lines 
on Peoria Houses 





Insurance men are investigatin the 
distillery situation at Peoria and Pekin 
Ill., resulting in a number of cancella. 
tions on distillery property. Companies 
as a rule are holding on to the whiskey 
in barrels, not believing that there jg 
any special moral hazard on this stock 
because it can be shipped abroad with. 
out having to stand the revenue tax 
There has been more apprehension re- 
garding the distillery houses. The 
United States Industrial Alcohol Com. 





SPECIAL AGENT—INSPECTOR— 
ENGINEER 


Wanted by a prominent 





American firecompany com- 
petent man for Special Risk 
Department—one qualified 
to handle Sprinklered Risks 
and supervise Western busi- 
ness. Address 60-X, care 
The National Underwriter. 




















H. C. WHALEN, Pres. 





THE CENTRAL STATES FIRE 
INSURANCE COMPANY 


A. S. BUZZE, Secy. 








NATIONAL SECURITY FIRE 
INSURANCE COMPANY 


(STOCK COMPANY) 




















ASSETS ~ 








FIRE INSURANCE COMPANY 
DETROIT, MICH. 


SURPLUS TO POLICYHOLDERS - - - 


Michigan, Ohio, Pennsylvania, New Jersey, Illinois, Indiana, 
Wisconsin, Iowa, Minnesota, New York, Massachusetts, 
Rhode Island, Louisiana, California, 

Tennessee and Kansas 


A Reliable, Progressive Agency Company 


~ $1,765,472.60 
1,096,744.07 


LICENSED IN 


Representatives solicited 











Wichita, Kansas 
we AGENTS WANTED IN 
Writing NEBRASKA—IOWA—KANSAS—COLORADO 
FIRE :: TORNADO :: — 23 “pages il :: MARINE WRITING FIRE, TORNADO, AUTOMOBILE 
ntere 
KANSAS OKLAHOMA TEXAS Home Office: 1406 FARNAM ST. OMAHA, NEBRASKA + 
———! 
ANTHONY MATRE HENRY REIS, M. D. JOSEPH BERNING NAPOLEON PICARD 
The COLUMBIAN NATIONAL aa as gtkertens oO 






THOMAS E. GALLAGHER HENRY REIS, M. D. NAPOLEON PICARD 
JAMES F. HOULEHAN JOSEPH BERNING ANTHONY MATRE 
DR. FELIX GAUDIN . HUGH O'NEILL FRANCIS J. MATRE 


A good company for good agents 


MARQUETTE NATIONAL 


FIRE INSURANCE COMPANY 


ASSETS OVER ONE MILLION 


INSURANCE EXCHANGE 
CHICAGO, 














H. M. BARFIELD 
President 


H. S. BASSETT 
Secretary 


Buckeye National Fire 


Insurance Co. 
Surplus to Policyholders........ $149,508.34 


CHARLES H. HARRADEN 
Managing Underwriter 





ECO} 


LeSNSMic MANA MAKING SPLENDID PROGRES 


Ohio Agents ative Underwritin: 











OHIO AGENTS WANTED! 











|| GEO. A. MOWRY 
P President 


W. A. GORDON 
Secretary 


WM. WALSH 
Ass’t Secretary 





. Twin City Fire Ins. Co. 


MINNEAPOLIS 
Capital $500,000 











C.A. PALMER, President Cc. 
S. D. ANDRUS, V.-Pres. & Man’g Uniererie 


Capital fully paid $259,150.00 





O. DAVIS, Vice-Pres. 
F.H.AL 


HENNES; Treasurer 


THE INTER-STATE FIRE INSURANCE CO. 


OF DETROIT, MICHIGAN (Organized 1913) 


Assets $591,109.81 
406-412 DIME BANK BUILDING 


W. A. ELDRIDGE, Secy: 
DRICH, Counsel H. R.VERNOR, Asst-Sey- 


Surplus to policy holders $310,064.33 
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y house known as the old Clark 
ouse is now idle. It is owned by the 
Standard Oil Company people, and will 
be used as a reserve house. There are 
three “trust” houses in Peoria, owned 
by the Kentucky Distillery & Ware- 
house Company, they being the Wool- 
ner, Atlas and Great Western. 

The Woolner house is being used to 
some extent in making corn oil and 
syrup. It is also using the refuse for 
stock foods. 

If the Woolner house makes a success 
of this industry it is stated the Atlas and 
Great Western will be converted to sim- 
jlar use. The Atlas is making alcohol 
to some extent and also potash. The 
Great Western is idle. This is a frame 
parn-like structure that is sprinklered. 
The Corning house is owned by the 
Washburn-Crosby people, it being the 
pest risk of the Peoria distilleries. It is 
shut down entirely. 

The owners of all the distilleries are 
guarding their properties carefully by 
having watchmen on duty at all times. 
They are regarded as higher class risks 
than the Kentucky distilleries, for ex- 
ample. Seemingly the distillery people 
are at a loss to know just what to do 
with their properties, hoping that there 
may be a turn in the tide so that they 
will be allowed to continue. Some think 
that the prohibition amendment may be 
found unconstitutional. Evidently they 
are in a state of doubt as to their future, 
not knowing just what industry will be 
the most profitable for them to follow 
if they are no longer to distill whiskey. 
It is stated that these properties could 
be converted to other uses without such 
heavy expense, but it remains to be 
ascertained what activities will be best 
adapted to these plants. 

Insurance men have found that the 
breweries which were forced to shut 
down acknowledge that their property 
is not nearly so valuable at present and 
hence are cutting down their insurance 
and values about one-half. The whiskey 
people, however, still declare that their 
values shall be maintained. <A large 
number of companies feel that the un- 
certainty makes it desirable to cancel 
off or at least greatly reduce their lines, 
although most of them are holding to 
whiskey stocks. 

The Pekin distilleries are shut down, 
but are being carefully guarded. 


Michigan Conference 
The Michigan field men have been 





called into Chicago for a general meet- 
ing next Monday. The field men will 
gather in the auditorium of the Chicago 
Board. The object is to talk over the 
situation in the state and better condi- 
tions if possible. 


Investigate Explosion 


Federal authorities are making an in- 
vestigation of the explosion and fire 
which on May 20 caused an estimated 
loss of $120,000 or more in the feed 
mill and elevator plant of Smith, Parry 

Co., at Thirty-sixth and Lincoln 
avenues, Milwaukee, Wis. Three men 
were killed, and after a_ hearing, 
Coroner S. N. Franklin of Milwaukee 
county requested George Witmer, Chi- 
cago, chief inspector of explosives for 
this district, to take over the case. 
The inquest was adjourned pending the 
decision of the government inves- 
tigators. 


Milwaukee Losses Big 


Milwaukee’s fire loss in 1918 
amounted to $1,126,133.74, according to 
annual report of the fire department 
being prepared by William E. Hanra- 
han, secretary. The loss shows an in- 
crease of $348,546.50 over that of 1917, 
and was the largest since 1911. It was 
the fourth time since 1900 that the an- 
nual fire loss crossed the $1,000,000 
mark. An informal report on fire’ loss 
for the first five months of 1919, made 
by Chief Thomas A. Clancy shows that 
there were 202 more fires in Milwau- 
kee in this period than in 1918. This 
year the total number is 1,381, while 
last year it was 1,179. The increase is 
attributed largely to the widespread use 





of bituminous coal for domestic heat- 
ing during the past winter. 


Gustin Goes to Milwaukee 


L. R. Gustin, manager of the branch 
office of the Wisconsin Inspection Bu- 
reau at Oshkosh, Wis., has been ap- 
pointed by Manager George R. Nichols 
to succeed T. Sears Moss as superinten- 
dent of rating at the Milwaukee office 
of the bureau. Mr. Gustin entered the 
bureau under former Manager H. C. Grif- 
fing as a rater in the state department, 
and became manager of the Eau Claire 
branch office in January, 1915. About a 
year ago the Eau Claire office was closed 
to enable Mr. Gustin to succeed Mr. 
Ackley as manager of the Oshkosh office. 
He is thoroughly acquainted with the 
larger risks throughout the state and 
fully capable of filling the position to 
which he has succeeded. 


Michigan’s Annual Outing 


The Michigan field men will hold their 
annual outing at the Grand Hotel at 
Mackinaw Island July 9-10. 


Indiana Field Meetings 


INDIANAPOLIS, IND., June 10—A 
number of important meetings of In- 
diana field men are scheduled for In- 
dianapolis next Tuesday. At 9:30 in the 
morning will be held the monthly meet- 
ing of the Indiana Association of Un- 
derwriters. At 10:00 o’clock this asso- 
ciation will meet with the Field Club in 
the quarterly joint meeting. st i 
planned that members will take lunch- 
eon together at which time there will 
be an address by some one qualified to 
discuss and explain the new insurance 
laws passed by the recent legislature. 
At 2:00 p. m. will be the annual meeting 
of the State Fire Preventtion Associa- 





It ie the Age of the Specialist. 





The Security Automobile Mutual Ins. Co. 


YOUNGSTOWN, OHIO 
Our Specialty is Automobile Insuranes. 
Organized under and supervised by the Ohio Insurance Departmeat 
To Ohio Agents: Give us your Automobile business! 
Agents wanted where not represented 











tion, and at 3:00 the annual meeting of 
the Indiana Field Men’s Relief Fund 
Association. At each of these two meet- 
ings there will be election of officers. 


Fire Marshal’s Achievements 


SPRINGFIELD, ILL., June 11.—Because 
they had been caught stealing apples and 
had been scolded and chased away, three 
East St. Louis boys, ranging in age from 
nine to twelve years, set fire to the 
Sussman Brothers’ store in that city, 
endangering a building worth $40,000 
and stock valued at $72,000. Fire Mar- 
shal John G. Gamber, who secured their 
confessions, is advising with the county 
judge as to the disposition of their cases. 

Mr. Gamber believes that Illinois has 
been freed from a dangerous pyromaniac 
in the commitment to the Lineoln state 
school and colony of Harry Buckheim, 
18, of Highland. Following a series of 
mysterious barn fires, suspicion defi- 
nitely attached to Buckheim in connec- 
tion with the Emma Bellm residence fire. 

John Garvin, Jr., of Mt. Olive has been 
sentenced to the Illinois state reforma- 
tory, after pleading guilty to burning 
a hay stack and schoolhouse. 

Other results reported by Mr. Gamber 
are: 

Indictments — William Ratchner, Ke- 
wanee, setting fire to his grocery store; 
Charles Guthrie (colored), Kewanee, 
burning an automobile. 

Arrests—Vinie White (colored), Alton, 
ecnfessed to setting fire to John Lucas’ 
home for revenge, held to grand jury; 
Sam Greco, Chicago Heights, setting fire 
to his grocery store. 


Subjects for Agents’ Gathering 


Subjects to be discussed at the annual 
meeting of the Michigan Association of 
Insurance Agents at Sault Ste. Marie, in 
addition to those already announced, in- 
clude “Self-Graded Dues,” “Salaried Sec- 
retary” and the question of “Zone Meet- 
ings Throughout the Year.” Insurance 
Commissioner Ellsworth has accepted an 
invitation to be present and speak at the 
meeting. 


Illinois Legislation 

SPRINGFIELD, ILL., June 11.—House 
bill 537 (committee on municipalities) 
passed by that body amends section 1 
of the act to enable cities, towns and 
villages to collect a tax or license fee 
from foreign fire insurance companies for 
the benefit of their fire departments. 





TODAY 


LIVE AGENTS WANTED | 

TO WRITE HAIL AND CYCLONE INSURANGE, | 
TERRITORY OPEN IN ALL NORTHWEST STATES. | 
TWENTY PER CENT COMMISSION. | 


WRITE ST. PAUL MUFWAL HAIL & CYCLONE INS. CO. 
805-6 Pioneer Bldg., St. Paul, Minn. 





F. J. MARTIN, Pres. 


The Leading Mutual Fire Insurance Company on the Pacific Coast 


Northwestern Mutual 
Fire Association 


H. K. DENT, V. Pres. 
Chicago Representative, JAMES S. KEMPER, Lumber Exchange Building 


M. D. L. RHODES, Secy. 











MAIN OFFICES, CENTRAL BUILDING, SEATTLE, WASH. 
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Our Policy Holders Know Why 





F. B. BLACK, Pres. 


& The Great American 


has grown so rapidly. We give them the kind 
of insurance they want and can afford to have. 
Full protection at cost. Agents find it easy to 
write our 


Automobile and Health 
and Accident Insurance 
Write us for terms 


H. R. ENDLY, Sec’y. 


SCOTT RUTLEDGE, President 
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-~oFARMERS MUTUAL 






‘THE LARGEST AND LO 
HOME OFFICE - - 


~_ HAL [ NSLRANCE/ 


WEST PRICED HAIL INSURANCE ASSOCIATIO 
IN THE WORLD. INSURES GROWING CROPS , 


W. A. RUTLEDGE, Secretary 


Tome ARS 


SSO0C 


- DES MOINES, IOWA 














ANTHONY KLAASEN, Pres. 


GRAND RAPIDS MERCHANTS MUTUAL FIRE INSURANCE COMPANY 


325-28 HOUSEMAN BUILDING, GRAND RAPIDS, MICH. 
A Clean Company Operating in Michigan Only 
WM. A. HAAN, Secy. 


PAUL HOEKSTRA, Treas. 


—The Original Druggists’ Fire Insurance Company— 
ncorporated 1890 


THE RETAIL DRUGGISTS’ MUTUAL FIRE INSURANCE COMPANY 
Cincinnati, Ohio, 81 Atlas Bank Bidg. 
Total Assets $282,855.70. Operating only in Ohio and Indiana 


P LEHR, P ROBT. GROENLAND, T C. L. McINTIRE, Secy. 
or R. Pree. special Meont: CC FELTS. Ft. Wayne, Ind. . 














AMERICAN MUTUAL INSURANCE COMPANY 
Agents Wanted in Ohio, Indiana and Illinois 
FIRE, TORNADO, AUTOMOBILE and MARINE 
J. W. McGINETY, Secretary. 


Indiana Pythian Bldg., Indianapelis 
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Indiana Mutual Automobile Insurance Company 
-LA PORTE, INDIANA. 
We specialize on Automobile Insurance (full coverage). It means service to our 
agents. If you are not getting this Home Office service let us tell you more. 


F. C. BREWER, Sec. and Treas. 
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Provides that the payment shall be made 
to the treasurer of the municipality in 
which the property insured is situate. 
Fixes tax at 2 percent of premiums col- 
lected. Makes setting aside of fees col- 
lected in municipalities of 200,000 popu- 
lation or less wherein a firemen’s pension 
fund is established for the pension of 
firemen, their widows and orphans com- 
pulsory. Fixes method of payment. Sub- 
stitute for house bill 135 and house bill 
189. 

House bill 582 (Scanlan) relates to the 
promotion and organization of insurance 
corporations. Provides for examinations 
by the department of trade and com- 
merce into the affairs of insurance cor- 
porations in the process of organization. 
Makes provision as to contracts of sub- 
scription. Fixes time or organization. 
Prohibits misrepresentation. ‘ 

The senate committee on judiciary re- 
ported out with a recommendation it do 
pass: House bill 663 (committee on ap- 
propriations), in relation to the taxation 
of nonresident corporations, companies 
and associations for the privilege of do- 
ing an insurance business in this state. 
Imposes an annual tax of 2 percent on 
the gross amount of premiums received 
during the preceding year on contracts 
covering risks in this state; which tax 
would be in lieu of all license fees, or 
privilege or occupation taxes levied or 
assessed by any municipality in the state. 
Taxes paid to cities and villages on pre- 
miums received in such cities and vil- 
lages for the benefit of organised fire 
department, would be deducted. Requires 
reports to the department of trade and 
commerce. 





Indiana Notes 
T. E. Perry, Mid-Western Real Estate 
Co., Servia, Gary, Ind., was in Chicago 
last week looking for a company con- 
nection. 
The Fireman & Mechanics Insurance 





Company has outgrown its home office 
quarters in the Baldwin block and has 
moved to the City Trust building, taking 
the entire tenth floor. 

Stanley D. Turner, Indiana state agent 
of the Granite State Fire, is spending 
a week at the home office of the com- 
pany in Portsmouth, N. 

George W. Lewis has resigned as man- 
ager of the insurance department of the 
First Trust & Savings Bank at East 
Chicago, Ind. He will devote all his time 
to real estate business with the firm of 
Smith, Bader, Davidson & Co., of which 
he is vice president. 





Illinois Notes 
Joseph C. Robertson is opening up an 
agency at Harrisburg, Ill 


The Marquette National has withdrawn 
from the Ferguson agency at Pana, II. 





Wisconsin Notes 


Green Bay, Wis., is taking bids for 
furnishing 1,000 feet of 2%-inch fire 
hose, with couplings. 

E. J. Jacquot, local agent at Horton- 
ville, Wis., died June 3, at the age of 
55 years, after a month’s illness. 

Cudahy, Wis., an industrial city just 
south of Milwaukee, has called for bids 
for a motor-propelled fire truck to re- 
place the present horse-drawn apparatus. 

West Bend, Wis., has contracted for 
a two-stage centrifugal deep well pump, 
with motor and automatic control. The 
new supply will be ready within ninety 
days. : 

Albert A. Rheins, a pioneer local agent 
of Milwaukee, died June 2, at the age 
of 57 years. He gained his first experi- 
ence as an agent under the tutelage of 
the late Christian Preusser, president of 
the Milwaukee Mechanics, thirty-eight 
years ago. 

Eau Claire, Wis., is contemplating im- 
provements estimated to cost $100,000 in 
its municipal water works system. The 
proposed work includes a new artesian 
well, with a complete centrifugal pump- 
ing outfit; a water wheel and generator 
at the hydro-electric pumping station, 





and a concrete flume feeding the gen- 
erator from the municipal power dam. 





Oslund Brothers, 500 Lake Street, 
Muskegon, Mich., who are engaged in 
contracting and real estate, are opening 
an agency. 








NORTHWESTERN STATES 


























NEW COMPANY IS TO START 





Western National Fire of Fargo Has 
Elected C. R. Daggett as General 
Manager and Underwriter 





FARGO, N. D., June 10.—C. R. Dag- 
gett has resigned as superintendent of 
agents of the Hedwall-Sundberg Com- 
pany of Minneapolis to become gen- 
eral manager of the Western National 
Fire, which is being organized at 
Fargo, N. D. This company was in- 
corporated under the name of the 
American National, but inasmuch as it 
conflicts with the name of the Amer- 
ican National of Columbus, O., its 
name is to be changed. The Western 
National has a proposed capital of 
$500,000 and will confine its operations 
for the time-being at least to North 
Dakota. It now has over 200 banker 
agents in the state who are stockhold- 
ers. \Mr. Daggett has made a most ex- 
cellent record and is an experienced 
underwriter. The Western National will 
be affiliated with the Western Union. 
Dr. A. H. Movius, the president, is a 
physician of Jamestown, N. D. A. C. 
Shively, the first vice-president, is a 
Fargo man. P. M. Casey, the second 
vice-president, is the president of the 





Equity C ive Packing Compan 
quity Cooperative Packing Com 
of Fargo. N. G. Eggen, the treasune 
is vice-president of the Scandinavian’ 
American Bank of Fargo. H, Ef, we 
the secretary, is a Fargo man, Al 
these are directors, as are Wilfia. 
Maas of Mandan, N. D., who is ro 
dent of the Farmers Equity State 
Bank, A. F. Lehr of Gackle, Np 
president of the Logan County State 
Bank. Judge S. L. Nuchols, ‘genera 
counsel, lives at Mandan. Mr, aggett 
at one time traveled for the Security 
of Connecticut. 





EFFECT OF NEW HAIL Laws 





Unfavorable Experience for State Fund 
Predicted — Comment by North 
Dakota Local Agent 





FARGO, N. D., June 10.—It is now 
possible to form some conclusions as 
to just how the state hail law in North 
Dakota is to affect both the companies 
and the assured. Under the law, every 
farmer is faced by a three-cent-an-acre 
tax, whether he wants hail insurance or 
not. If the farmer does not signify his 
intention of withdrawing from the state 
hail plan before June 1, he automatically 
becomes insured in the state fund. This 
has resulted in a number of farmers go- 
ing to local agents and signing dis- 
claimers, but neglecting to get stock 
company insurance. Also in the dis- 
tricts where hail has been light or non- 
existant, the farmers have almost uni- 
formly withdrawn from the state plan, 
On the other hand, in the sections 
where hail storms have been severe, 
they have taken the limit of the state 








TOTAL ASSETS - - 
L A. C. CUMMINS, President 


Richland Mutual Insurance Company 
MANSFIELD, OHIO 
Incorporated 1850 


BUSINESS CONFINED TO OHIO 





$2,486,445.48 
R. SMITH, Secretary | 





INSURANCE CO. Inc. 
J. B. RATERMAN, President 





MINSTER MUTUAL FIRE 


VERNON B. ARNOLD, 


1849 MINSTER, OHIO 


JOS. E. SCHMIEDER, Secretary 
Special Agent, Lima, Ohio 








Organized 1903 
Conservatively Managed 


OHIO UNDERWRITERS MUTUAL FIRE INS. CO. 


Cash Surplus Over $50,000.00 


VAN WERT 
OHIO 


C. M. PURMORT, Secretary 


KNOX MUTUAL INSURANCE CO. 





Incorporated 1838 





B. M. ALLEN, President 


SURPLUS OVER $200,000.00 


Business Confined to Ohio 


MT. VERNON, OHIO 


H. S. JENNINGS, Secretary 








** Fire Insurance as You Would Write It”* 
The Merchants ey oon Co. of Indiana 
The Indiana Retail Merchants Mutual Fire Ins. Co. 


(A Mutual Company) 
Both Companies under same management in the same office. 











Total Cash Assets $300,319.63 





Nearly Fifty Years of success under same managemen} 


INCORPORATED 1876 


THE OHIO MUTUAL FIRE INSURANCE CO. 


SALEM, OHIO 


Net Cash Surplus $221,123.76 
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MID-WEST winter 


Home Offices Suite 804 Merchants Bank Ralph B. Clark, Losses Paid Since Organization, $1,252,848.24 
Indianwpolis Secretary & Mgr. J.R. VERNON, President J. AMBLER, Secretary 
Dayton Matual Fire Retail Merchants Association Mutual Fire Insurance Co, | | Columbiana County 
secant Secnngedened 001 FARGO, N. D. Mutual Fire Ins. Co. 
Ineurance Co., “o:o J. T. NELSON, President W. D. AUSTIN, Secretary — 
= eats Wm, Hostetter, Sec. and Treas. 
Sicenaunnins 
general business. 
AGENYS WANTED THE AGENT WANTS THE SAME KIND erannainteen seni 
three fourths of a century and are 


ASSOCIATION 
J. & EENDERSON, Secretary 
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Low Rates on Automobile Insurance 


While Manufacturers of Automobiles are increasing 
their prices, our rates remain the same. 


Standard fire and theft floaters 
Libeval 


Broad Policy and 


Camemziccions 
An Attractive Proposition for Indiana and Ohio Agents 


UNION MUTUAL INSURANCE COMPANY 


Rentseleler Batilding 


HAMILTON, OMIO 





Manefield Mutual 
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Stop The Automobile Thief! 


se Lor 





There is just one way to effectively stop for all time 
Y PROTECTION the established business of stealing automobiles: Make it 
‘ impossible for the thief to dispose of the stolen car! A thief 
steals to sell a car—not to use it for his pleasure. Deprive 
him of a market and you reduce theft. This is the idea 
and plan conceived by the Automobile Abstract & Title 
Company. The sale of an automobile often involves as 
much money as a sale of real estate. The abstract of title 
is always an important consideration in the transfer of real 
estate. Why shouldn’t it be just as important in the transfer 
of an automobile? Land abstracts give the history of titles 
to property and its location. Automobile abstracts will 


DEMAND AN ABSTRACT give the history of titles to the automobile and its description. 
HAVE YOUR CAR PROTECTED The abstract system will make it impossible to disfigure the 


car, alter and change the original car numbers without 
detection, and this, you know, is now being done every day 





Make application now. Blanks furnished upon request 


ot ly ay Neay- Pde. in the disposing of stolen automobiles. Certain precautions 

have been taken in perfecting our system so that it is 

The abstract is fully protected by the United States absolutely impossible for the thief to forge an abstract or 
copyright and patent laws. evade the provisions of our plan in any way. 


It is a guarantee and proof of title with the automobile and upon demand. 
It will prevent anyone from selling or purchasing a stolen car. 
It will be a protection and important in obtaining loans and loaning money on automobiles. 


It will prevent many court suits that do otherwise follow sales transactions and it will be 
eventually demanded in and by the courts. 


F A C T S \ It will be an aid to the insurance companies and prevent the automobile thief or dishonest 
policyholder from making fraudulent claims. 
It will reduce the theft hazard for the insurance companies, thus reducing insurance rates. 
It will be an aid to the State’s license bureaus. 
It will be an aid to the Police departments. 


Automobile Abstract of Title 





Plan—Under our plan the Abstract will be issued in book duplicate bill of sale and mail same to our office. We 
form to the owner and used for the life of the car. There will then forward this duplicate bill of sale to the Secretary 
is provided in the Abstract bills of sale in consecutive order of State or State Motor Vehicle Department. We will 


then mail to the purchaser of the automobile his guarantee 
of title which is to be attached to the Abstract by the 
purchaser. The transfer fee for each and every transfer 
shall not exceed two dollars; of this amount the Notary 
of used or second-hand automobile from an owner the shall deduct his fee, which shall not exceed fifty cents, and 
bill of sale will be made out by a notary public and mail to us the difference. The abstract system will apply 
sworn to before him. The Notary will then detach the to all makes and types of motor vehicles. 


Automobile Abstract & Title Company 


and attached to each bill of sale is a duplicate in the same 
| consecutive manner. Upon the purchase of a new automobile 


from the manufacturer’s distributor or upon the purchase 





EXECUTIVE OFFICES Address All Communications to 
BOOK BUILDING, DETROIT GENERAL AGENCY OFFICES 
CHERRY 3360 CHICAGO, ILL. 


[Copyright 1919] 
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FIELD MEN 


Insurance Company 


PED oa ao 250-0 Seemere $2,047, 
1,254, 
500 


Net Surplus . 
Surplus to Policyholders age. ee 


, 1918 
694.68 
334.58 
080.00 
360.10 
360.10 
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of the 


New York 
For 


CANADA 


Manager 


UGO E. GUERRINI 
Asst. Mgr. 


Underwriters Department 


Westchester Fire Insurance Co. 


The UNITED STATES and 


THEO L. WILSON 


Third and Walnut Sts., Philadelphia, Pa. 















































FIRE 


Limited 


of Liverpool, England 





CHARLES E. DOX, Manager 
Western Department 





Hartford, Conn. 





SAM B. STOY, Manager 
San Francisco 


London & Lancashire 


Insurance Company 


39 S. La Salle St., Chicago, Illinois 


A. G. McILWAINE, JR., Manager 




























of Milwaukee, Wis. 


Total Assets, 

Jan. 1, 1919... 
Capital Stock .... 
MOUETVE . . ices 


Surplus to Policy- 
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The Concordia Fire 
Insurance Company 


. $3,404,843.08 
750,000.00 
1,904,913.89 


+ + «+ + 1,253,367.64 
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| fund and all of the stock company in- 
surance they could get. 

In view of this condition, local agents 
are pointing out that the state is very 
likely to sustain a heavy loss on its 
hail business. Farmers who are out of 
sympathy with the hail fund idea point 
out that the stock companies never de- 
manded the payment of $4.80 on a quar- 
ter section of land for the payment of 
current expenses, whether insurance 
was carried or not. 

Some local agents in North Dakota 
whose offices have written a consider- 
able volume of business are inclined to 
criticise the action of the companies in 
establishing a flat 10 percent rate for 
hail insurance in the state. A _ local 
agent who has for the past several 
years written a heavy volume of busi- 
ness says, concerning this action, “It 
will result in almost no business in the 
Red River Valley district or in the 
northwestern section of the state, but it 
will result in a large volume of busi- 
ness in the Dickinson and Beach coun- 
ties territory, and the counties north of 
Williston, N. D., across to the wheat line 
and up to the Canadian boundary, as 
this country has always had a number 
of disastrous hail storms and it is al- 
most an assured fact that before this 
season opens, hail companies are faced 
with a loss ratio of from 80 to 120 per- 
cent. Any insurance man who has had 
a number of years experience in hail 
adjusting could pick out by a study of 
the map at least 80 percent of the land 
which is going to be hailed on this year. 

“I believe that knowing these facts, 
the companies should have diagrammed 
North Dakota accordingly and in the 
favorable territory made a rate of about 
544 percent; in the less favorable terri- 
tories a rate of 8 or 8 and 10 percent 
and in the territory which has always 
lost money, put it up to 15 or 20 per- 
cent. As it now stands, the whole state 
is asked to pay for almost known losses 
and this does not set well with those 
who know anything about conditions.” 


SAY LEAGUE IS ON DECLINE 


Political Observers in North Dakota 
Declare Townley’s Strength 
Has Been Broken 


FARGO, N. D. , June 11.—Those who 
are in touch with the political situation 
in North Dakota say that there is no 
possibility of a further increase in polit- 
ical strength of the Nonpartisan league. 
The secret caucus idea combined with 
the undue amount of force and intimida- 
tion which was used by Townley, the 
head of the league, in furthering his 
measures, discredited him with some of 
the most influential of his political aids. 
A number of his lieutenants stand high 
in the state and the split between them 
and Townley has hurt the Nonpartisan 
league movement. 

Those taking a broad view of the 
situation contend that there is no rea- 
son why the farmer should not have his 
organization, and that the whole fight 
in the state has not been against the 
Nonpartisan league, but rather against 
Townley and his political adherents. 
The farmer in North Dakota has had 
some poor treatment by the line banks, 
lumber yards, elevators and machinery 
houses, and this was originally respon- 
sible for the originating of the League 
or was, to say the least, one of the chief 
reasons for its rapid growth. Townley, 
according to close observers, has made 
the mistake of pushing beyond the safe 
point and in defying not only public 
sentiment, but the sentiment of his own 
officers. 





Assistant Superintendent Appointed 


TOPEKA,, KAN., June 10.—Capt. W. R. 
Baker of Rosedale is the new assistant 
superintendent of insurance in Kansas. 
Captain Baker was formerly a fire insur- 
ance agent and adjuster and studied law 
*between times. He has been a practicing 
attorney in Rosedale for some years pre- 
vious to the outbreak of the war. He 
then organized one of the companies in 
the 117th ammunition train of the 42d 
division. Commissioner Travis was the 
lieutenant-colonel in command of this 
train. Captain Baker was the adjutant of 
the train during the time Colonel Travis 
was at its head in France. 
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TRIMMING ON POTASH PLANTS 





Companies Find that Conditions Are 
Not Satisfactory in the Fields 
in Nebraska 





OMAHA, NEB., June 10.—Many 
companies have cancelled off their 
potash risks in Nebraska in view of the 
unsettled conditions in that industry. 
Others have trimmed down their lines 
materially as all companies feel that 
it is necessary for the time being to 
pursue a more conservative course, es- 
pecially as to the inland risks. Many 
of the smaller operators erected their 
plants in the potash fields and hauled 
coal and material.from the railroad to 
the field. The larger operators erected 
their plants near the railroad and pipe 
the brine from the lakes. This is a 
more expensive process in the begin- 
ning, but in the long run it pays. For 
a long time potash was imported from 
Germany at a lower price than the Ne- 
braska potash was being’ sold. It is 
said that the fertilizer trust has a large 
financial interest in the German potash 
fields. It is now stated that, there is 
quite a supply of potash in the eastern 
warehouses. There is no demand for 
it and will not be for some time. Many 
people here feel that the fertilizer trust 
is lined up against the Nebraska oper- 
ators and that it is seeking potash from 
other localities. Just at present, there- 
fore, the industry in Nebraska is in 
rather a precarious condition, especially 
the small inland plants. 





Agency Expanded 


KANSAS CITY, MO., June 10.—The re- 
turn of soldiers is enabling the R. B. 
Jones & Sons at Kansas City to expand 
its organization and develop its various 
departments, The following appointments 
have been made recently: Major Morton 
Jones, two years overseas, office man- 
ager; Lieutenant John C. Johnson, two 
years overseas, head of live stock and 
farm department; Private A. L. Lincoln, 
in tank service, assistant manager cattle 
department; Lieutenant Sam Ewing, two 
years overseas, assistant treasurer; Cap- 
tain C. E. Mariner, two years overseas, 
fire insurance adjustment department; 
James A. Railey, seven months in navy 
service, grain insurance department. Of 
these men returned from service, all but 
Captain Mariner were formerly with the 
Jones firm; he was with the Western Ad- 
justment Company ten years. 

Other men added to the organization, 
or given larger responsibilities, are Ray 
Adams, in charge of the claim depart- 
ment for casualty business; T. S. Den- 
man and W. E, Nelson, adjustment de- 
partment; Kenneth Ogilvie, who has 
been developed for the position of as- 
sistant to Howard Campbell, engineer; 
Everett Keller, seven years farm agent 
for the Hartford at Odessa, Mo., who has 
recently been successful in live stock 
insurance at Miami, Okla., associated 
with Lieutenant Johnson in the live stock 
department. 





Distributes Relief Fund 


Commissioner Travis is completing the 
annual distribution of the Firemen’s Re- 
lief fund in the state. The fund is made 
up of a tax collected from the insurance 
companies on the premiums collected on 
fire business in all towns which have paid 
fire departments. The total collections 
this year were $69,376.06. Last year the 
amount was $63,631.33. The collections 
this year are the largest ever reported 
to the department. The money is sent to 
the relief funds of the various towns in 
proportion to the business written in 
each town. 





Prohibits Fireworks 


TOPEKA, KAN., June 10.—L. T. Hus- 
sey, Kansas fire marshal, has renewed his 
order of a year ago that no fireworks 
may be stored or shot within 1,000 feet 
of any building, barn, storehouse or stack 
of grain or feed. The first order of this 
kind ever issued in the state was pro- 
mulgated a year ago and was for the 
“period of the war.” The war being over 
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NORTH BRANCH FIRE: company” SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 
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Incorporated 1870 Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 
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Incorporated 1851 Capital $200,000 Net Surplus $116,057.35 Assets $644,677.62 
(Established in 1782) Head Office: 
100 William St., New York 
PHOENIX ASSURANCE COMPANY, Ltd. «22-=- 
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and this is not based upon any war ne- 
cessity, but simply upon the fact that it 
is good business to prevent fires and that 
the end justifies the order. 

In 1917 there were 13 fires caused by 
fireworks, which caused a damage of 
$4,699. 





Liberty Fire Changes 


OMAHA, NEB., June 11.—Amended ar- 
ticles of incorporation have been filed 
for the Liberty Fire of Omaha, Neb., 
changing the company from a mutual to 
a stock basis. The company has de- 
posited $100,000 in Liberty bonds with 
the Nebraska insurance department, as 
required by law. 

The company was licensed on March 
20, and up to date has written $60,000 in 
premiums. An agency plant is being 
built up through the force of the Ne- 
braska National, P. F. Zimmer being 
secretary of both companies. It is ex- 
pected that by the close of the year the 
company will have at least $1,000,000 in 
capital and surplus. 
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SURCHARGE NOW IN EFFECT 





Start Collecting 10 Percent Surcharge 
in Oklahoma June 2—Board 
Decides in Favor 





OKLAHOMA CITY, OKLA., June 
10.—The state insurance board has 
allowed fire companies to charge a sur- 
tax in Oklahoma, it becoming effective 
June 2. Several months ago fire com- 
panies, through local representatives, 
applied to the board for permission to 
make such a charge. Hearings were 
had before the board on several occa- 
sions and evidence presented by the 
insurance companies contending they 
were justified in asking for the extra 
compensation. 

The board of three members was 
somewhat unsettled as to whether or 
not the surcharge should be allowed, 
but on final hearing and action two 
members voted for it and one against. 
Commissioner Welch gave it as his 
opinion that the tax would be lifted by 
all states by fall, thus giving the com- 
panies only a few months the benefit 
of it in Oklahoma. 





London’s Appointments 


Thomas C. Little of Dallas, state agent 
of the London in Texas, is making some 
splendid appointments. Among the agents 
licensed since the company entered the 
state are: 

Dallas—I. Reinhardt & Son. 

Fort Worth—H. W. Hollingsworth. 
Sherman—Copley & Mills. 
Galveston—Rice & Arnold. 
Houston—Young & Anderson. 
Austin—Paul O. Simms & Co. 
Beaumont—Roberts, Cartwright & 
Todd. 

Port Arthur—Home Ins. Agency. 

El Paso—Broaddus & Le Baron. 
Abilene—Compere & Compere. 

San Angelo—Hal I. Brandt. 
Coleman—George G. Murray. 
Lancaster—C,. R. Rea. 
Waxahachie—Mizell, Peters & Co. 





Company Changes Name 


The Retailers National Fire of Kansas 
City, Mo., has changed its name to the 
American Merchants Fire. The company 
has a capital of $200,000 and a surplus 
of $50,000, and is controlled by interests 
connected with the Western Reciprocal 





Underwriters and the Bankers Recipro- 








CASH CAPITAL $839,580.00 
E. KIMBALL 


CLEVELAND NATIONAL cms re 


FIRE INSURANCE COMPANY =a 
CLEVELAND, OHIO sea 





ASSETS 
$1,662,212.57 








eal Alliance. The company will not do 
an agency business except in Kansas 
City, but will conduct principally a re- 
insurance business, accepting excess 
lines from the two reciprocals. 





Political Appointee Is Chief 


HOUSTON, TEX., June 6.—Fred C. Sei- 
bert, who has been chief of the Houston 
fire department for the last six years, 
and a member of the department for 21 
years, failed of reappointment at a meet- 
ing of the city council Monday, June 2. 
His successor is William P. Wells, an 
operator in the fire alarm bureau for 
seven years. 

Business and insurance interests are 


























APPLICATIONS FOR AGENCIES DESIRED 





in an uproar over the change, which is 
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ELPHIA, PA. 


GUSTAVUS REMAK, Jr., Pres. 
WAITE BLIVEN, Vice-Pres. 
H, W. STEPHENSON, Vice-Pres, 


JOHN 5. P. RODGERS, Sec’y and Treas, 
SAM'L P, RODGERS, Asst. Sec’y 
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said to be due to politics. “It was a case 
of politics against efficiency, and politics 
won out,” H. A. Halverton, former fire 
commissioner, declared when the result 
was made known to him. 

The change was made despite petitions 
from citizens and appeals by insurance 
and business men. Great strides had been 
made by former Chief Seibert in depart- 
ment efficiency in the six years he held 
that office. The insurance commission re- 
duced the Houston key rate from 18 to 
15 cents, the lowest enjoyed by any city 
in Texas. 





’ Will Attend Convention 


HOUSTON, TEX., June 10.—Franklin 
H. Wentworth of Boston, secretary-treas- 
urer of the National Fire Protection As- 
sociation, has notified Craig Belk of 
Houston, president of the Texas Asso- 
ciation of Insurance Agents, that he will 
attend the annual convention of the asso- 
ciation at San Antonio, June 27-28. Mr. 
Wentworth will be accompanied by Jay 
W. Stevens, manager of the Fire Preven- 
tion Bureau of the Pacific Coast. Both 
will speak at the convention. 

Another prominent insurance official, 
H. B. Zevely, vice-president of the Ameri- 
can Surety Company of New York, will 
attend and speak on surety subjects. 





Gives Credit to Association 


OKLAHOMA CITY, OKLA., June 10.— 
“Fire prevention in times of peace, as 
well as war times, is a necessity, and the 
results accomplished in Oklahoma during 
the past two years, while we were bur- 
dened with extra war taxes, leaves no 
doubt in our minds,” says A. L. Welch, 
insurance commissioner, in his annual re- 
port on insurance conditions in the state. 

“The reduction of fire and marine losses 
in 1918 was evidently caused by the con- 
tinued efforts of the Conservation Asso- 
ciation of Oklahoma, a body of state 
and special agents representing fire and 
marine companies, who made numerous 
inspections of risks in the state, and 
through cooperation with the office of 
the state fire marshal rendered the un- 
necessary destruction of property a dan- 
gerous occupation. 

“The report of the fire marshal shows 
482 less fires in 1918 than the previous 
year, and the fire loss was less by $1,267,- 
919 than in 1917, when it reached the 
high-water mark of $5,555,656. We also 
find that in 11 years the fire loss ratio 
has never dropped below 50 percent, ex- 
cept in 1917, when it was 48.67 percent, 
and the improvement during 1918, when 
it was 46 percent.” 





Have Inspected Actuarial Bureau 


LITTLE ROCK, ARK., June 11.—An 
inspection of the Actuarial Bureau, of 
which J. S. Speed is manager, has just 
been completed by the state insurance 
department. The actuary highly com- 
mended the business conduct of the office, 
but has declined to give out any state- 
ments as to the findings in other respects, 
as this will be fully covered in the an- 
nual report of insurance commissioner. 





Texas Notes 


Lubbock & Yanch, of Houston, Tex., 
have been appointed agents for the 
Northern Assured, Ltd., of London. 

The Royal has transferred its Waco, 
Texas, agency to the firm of Moore & 
Moore. The same firm now represents 
the Fidelity-Phenix. 

Robert B. Price, special agent of the 
American Alliance, after spending two 
months in the New York office, is again 
at work in the Texas field. 
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WHISKY SUIT FOR = $2,541,851 





Green River Distilling Co. Names 65 
Companies in Suit—Dispute on 
Value of Liquor 





LOUISVILLE, KY., June 10.—For 
several months underwriters have been 
in an argument with the Green River 
Distilling Co., relative to loss payment 
on whisky destroyed in the big fire at 
that plant in Owensbora, Ky., a few 
months ago. The underwriters- were 
willing to pay on the basis of $1.25 per 
gallon, while the distilling concern 
wanted a price ranging from $1.25 to 





SS 
$3.25. Suit was threatened Several 
times. 
June 7, J. W. McCulloch, head of th 
company, and trustee for the ~ 


Cla : : Ne. Concern 
filed suit in which sixty-five of the 
largest underwriting concerns were 


named defendants, in which judg 
totaling $2,541,851 are asked. 

Various efforts have been made to 
get together on the matter, but the 
distillery people were unable to see 
anything but their side of the matter 
and the underwriters felt that the 
would rather fight the matter through 
the courts than pay any such price 
According to rumor some of the early 
ages were of such poor grade that the 
were practically unsaleable, while at 
the time of the fire prices were off 
considerably on the open markets, and 
this whisky did not. equal in quality 
some whiskies priced at much less, 

It is held that the only really fair 
method of appraising the loss value js 
on the basis of original cost of many. 
facture, plus insurance, carrying char- 
ges, and reasonable profit. Apparently 
the insurance people were willing to 
take all of these matters into consider- 
ation, but the distilling interests wanted 
the top price paid for the best whis- 
kies on the market at the peak period, 


ments 





Insurance Ruling Valid 


FRANKFORT, KY., June 10.—The 
court of appeals today decided that the 
act of the 1918 legislature abolishing 
the state insurance board, the offices of 
secretary of the board and attorney for 
the board, is valid. The court held fur- 
ther that the provision of the act creat- 
ing the office of superintendent of insur- 
ance rating is valid, and that N. O. Gray, 
the superintendent of insurance rating, 
is holding his office legally. 





Are Cancelling Expirations 


LOUISVILLE, KY., June 10—If 
prohibition becomes effective on July 
1, with millions of gallons of whisky 
in bond in warehouses of Kentucky, 
the question as to just what will be- 
come of the liquor is one of great in- 
terest. While the liquor may eventu- 
ally be exported without any tax being 
paid and finally disposed of, it is held 
that the moral risk will increase ma- 
terially without a domestic market for 
the merchandise. Some underwriters 
have been cancelling all expirations. 
No one appears to want to take chances 
on a line that is a dead one, but there 
are many concerns which are renewing. 





Lightning Sets Off Sprinkler 


Lightning is said to have been re- 
sponsible for the setting off of a 
sprinkler in the printing establishment 
of the George G. Fetter Co., of Louis- 
ville, during a shower last week. An 
alarm was sounded, and rapid work 
resulted in the water damage being 
held to about $1,100. 





Sues to Keep License 


LOUISVILLE, KY., June 10. — 
Judge Stout of the Circuit Court, 
Frankfort, Ky., June 4 denied an intro- 
ductory injunction to Adolph Reut- 
linger, insurance agent of Louisville, 
which would have forced Commissioner 
C. F. Thomas to grant him a license 
pending proceedings on the merit 0 
the case, in which Thomas refused to 
renew a license held by Reutlinger, 
holding that he was guilty of selling 
insurance in companies not licensed to 





LOST POLICY 
CERTIFICATES 


Save work of cancelling and sowsttiua tos pal 
ioles, and. touble of catcuinsing 


thiums. Wo ¢ bt Signaiece © 
obtained, “safer than past meen 

agents at hehe ti, Rosas 
have been used. 

32 =5@_ 100 200 500 1000 2900 MO 
$75 $1.80 $8 $4.50 $7.25 $e GD 9 
— Sold by — 

THE NATIONAL UNDERWRITER 
Rough Motes 


Chicago  Indianepafis «NewYork 4Ganhaall 
























































June 12 1919 THE NATIONAL UNDERWRITER 19 
— do_ business in Kentucky. An effort - 


THE COMPANY WITH THE PYRAMID) 











2 zea, sr * 


NEW HAMPSHIRE j 

















3.877.646 70 


3.779, 569 67 T154,810 10 
Il |} ” 1.193 346 08 





FIREINSURANCE Co 





: 
3.39) MANC 
25 


3.533470 70 


1576.330 82 
1 


HESTER.N.H Yes 








728.7 78 








-006.944 79 





KE 969. ae 4 


100.428 4 4 








["_7.383.89 





[8.011, 409. 82 


$12,189 
37.302. “08 \ 




















TOTAL LIABILITIES $4,374,107.74 
pOLfcy HOLDERS SURPLUS $5,637, 302.08 














Exee- 
Haute, Ind.: ae Riel, 


ECIAL_ AGENTS—M. 8. 
WESTERN — 
Sloata, “ind: 


ua 
, Hi*Wy. Jones, Columbus, Ohio: 


Bloomington, Ill; J. * 


ay 
ee 


Chase, 
Gosnell, 1126 McKnight Bldg., 
D. Yeaton, 217 West Water 


lows; W. G. Shipe, Sharp Bidg., Kansts City, Me. 


C. Stire, State Agent, Gas and Electric Bidg., Den- 














General Offices: 1648 


Prevents 
Lightning 
Losses 


Shinn-Flat is the only 
Lightning Conductor 
made in the form of a 
woven flat cable, which 
electrical authorities say 
is more efficient. 


Shinn-Flat has 36 per- 
cent more conducting 
surface than any round 
rod or cable containing 
the same amount of 
material, and it is con- 
sequently more_ effec- 
tive in controlling an 
electrical discharge. 


Shinn-Felt is woven 
in a continuous ribhon- 
like form without joints, 
and the machines used in 
its construction are pat- 
ented. 


Ask for agency infor- 
mation. 


W. C. SHINN MFG. CO. 
W. C. SHINN, President 
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Cincinnati 


Capital - 


121 East 3rd St., CINCINNATI, O. 
Bureka F. & M. Ins. Ca, Security Ins. Co. 
Organized 1864 ye 1 





COMBINED STATEMENT 


Underwriters 


Organized 188 


will now be made to secure action be- 
fore an appellate judge, and if that does 
not prevail it will be necessary to pro- 
ceed against the commissioner by man- 
damus, which will result in the hearing 
being held up until September, which 
would leave him without license in the 
meantime. 

However, Judge Stout refused to dis- 
solve the temporary restraining order 
on motion of C. F. Thomas, and Reut- 
linger for the time being is enabled to 
go ahead with his business without 
interference. 





Kentucky Notes 


The Louisville Fire Department is now 
50 percent motorized and expects event- 
ually to get away from horse drawn 
vehicles. 


Miss Lilly Otis, of the agency of J. C. 
Rudd & Son Co., Owensboro, Ky., has 
withdrawn, and opened a new agency. 
The Rudd organization will be reor- 
ganized. 


An ordinance has been introduced in 
Louisville to increase the personnel of 
the fire department from 265 to 295 men. 
It is planned to do away with the three 
days off per month plan, and arrange 
for twenty-four hours at the fire house, 
and twelve hours off duty out of every 
thirty-six. The plan has been success- 
fully tried out for six weeks at Central 
station. 





Harris and Dechert, general agents at 
Richmond, Va., will be state representa- 
tives for the Union Fire of Canton, 
China, which is planning to enter that 
state. 
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MERRYWEATHER IS PRESIDENT 





Annual Meeting of the Washington 
Association of Insurance Agents 
Was Held in Seattle 





SEATTLE, WASH., June 6.—At the 
annual meeting of the Washington As- 
sociation Insurance Agents there were 
126 delegates in attendance. Secretary 
C. S. S. Miller of the National associa- 
tion and Insurance Commissioner Fish- 
back of Washington were guests of 
honor. President Lyon of Tacoma was 
in the chair and presided at the meet- 
ing. A banquet was held in the evening 
in honor of Secretary Miller. There 
was considerable enthusiasm. Secre- 
tary Miller told the local agents some 
facts regarding present conditions of 
the business and the danger confront- 
ing insurance unless all stand firmly 
in defense of the present private con- 
trol. New officers elected were: 

President, Walter Merryweather, Spo- 
kane; vice-president, A. W. Calder, Van- 
couver; secretary-treasurer, J. C. Rey- 
nolds, Spokane. 

Executive committee: John Coart, 
chairman, Seattle; Roland Gamwell, Bel- 
lingham; J. M. Jones, Puyallup; John Ly- 
ons, Tacoma; W. F. Bridgford, Yakima. 





Urges New Branch 


SPOKANE, WASH., June 10.—In honor 
ef C. S. S. Miller, secretary of the Na- 
tional Association of Insurance Agents, 
who spent June 3 in Spokane en route 
from New York City to a convention of 
the western Washington insurance men, 
a luncheon was given by members of 





New Jersey Insurance Company 


CAPITAL ONE MILLION DOLLARS 
Head Office: 
40 Clinton Street, 
Newark, N. J. 


C. P. Stewart, President. 
F. L. Brokaw, Treasurer. 


Gresham Ennis, Vice-President. 
J. B. Guthrie, Secretary 





WESTERN DEPARTMENT: 
Insurance Exchange Bldg., Chicago, Ill. 
H. H_ Ingalls, Manager. 


PACIFIC COAST DEPARTMENT: 
140 Sansome St., San Francisco, Cal. 
Seeley & Co., Managers. 











L. M. STEPHENS, Asst. 


GEO. R. DAVIES, Manager 





PITTSBURG UNDERWRITERS 


Commonwealth Bldg., Pittsburgh, Pa. 


UNDERWRITTEN BY 


Allemannia Fire Insurance Company 
National-Ben Franklin Insurance Company 
ALL OF PITTSBURGH, PA. 


Combined Capital, $1,800,000 
Surplus to Policyholders, $3,899,135 


FRANK D. YOUNG, Columbus, Ohio, State Agent for Ohio 
H. C. UPHAM, Msgr., Indianapolis, Ind. 
ELIEL & LOEB COMPANY, General Agents for Illinois and Indiana 
FISH & SCHULKAMP, Madison, Wis., General Agents for Wisconsin 


NEW AGENTS SOLICITED 





Superior Fire Insurance Company 
Republic Fire Insurance Company 


Assets, $9,911,358 








$9,609,646.00 Net Surplus = - 


Nationa! Diberty 


Susurance Gompany 
of Amerira. 


INCORPORATED UNDER THE LAWS OF \WS OF THE STATE OF NEW YORK IN 1859 
STATEMENT JANUARY 1, 1919 
Cash Capital 
Assets . . 
Liabilities, including Capital - 
HEAD OFFICE: ‘62 WILLIAM STREET, NEW YORK 


. $1,000,000.00 
$2,395,417.89 


Surplus to Policy Holders -  3,395,417.89 
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INCORPORATED 1720 


RovaL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


UnutTEeD STATES BRANCH 
92 Wisiam Srrexr, New YORK 


RICHARD D. HARVEY 
Untrep STATES MANAGER 








*S EC URIT Yr 


Fise Insurance Company, of Davenport, Ia. 
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a a $250,000.00 the insurance federation of this city. Mr. d 
Assets =~ - - 959,818.90 Miller urged that an eastern Washington CASH CAPITAL cosas coral 
Surplus to Policy Holders 631,728.12 


branch of the association be formed. min, Guo ont yearns of successful 


. one Iticsa ie good company for tha agent dy tens ot 








P A. ROTHIER, P A. P. Lange Resigns ——- im the cm enang states, and would 
—s BENUS, Sey. SAN FRANCISCO, CAL., June 11.—A. P. oy Salas a we Sa oe 


Lange has resigned as assistant secre- 
tary for the Pacific Coast department of 
the American Eagle, Continental and 
Fidelity-Phenix. The San Francisco of- 
fice of the three companies remains for 
the present in charge of Assistant Secre- 
tary Paul L. Haid of the New York 
office. Mr. Lange has gone on a trip east, 
an@ is in Chicago this week. 


R. B. HEATON, ute Agt. J4MRBRS W. BOLLINGER, Pres. E. B. SOBNER, Secy. 














e FIRE, MARINE, WINDSTORM, 


AUTOMOBILE, SPRINKLER 
fp Wanton Be 


ROSSIA INSURANCE CO. 


HARTFORD, CONN. 


LEAKAGE, RIOT AND 
EXPLOSION INSURANCE 

















STUART MORGAN, State Agent, Michigan, East Lansing 
Seek Referendum Vote CASHMA N & 2 EVANS, General neral Agente, {Golerado, oars 
FIRE and MARINE INSURANCE SAN FRANCISCO, CAL, June 11.—Sen- 4; Te Iz, State Agent, Ohio an: Bad See ng A 
ate bill 708, the antibank agency bill RAS Lg a y rate t, Illinois a Teconsin. .O. Bos 235. Cal c 
passed by the California legislature this » Te . issouri, Kansas homa, ° \e 
year and approved by Governor Steph- B.S. FREEMAN, Gnas deus, toon, Nebraska and Sebrasica 




















ens, is to be subjected to a referendum 
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Automobile Insurance 





INDEMNITY MUTUAL MARINE AS- THE ROYAL EXCHANGE ASSURANCE 


SURANCE CO., LTD., OF LONDON, (Marine Dept.) OF LONDON, ENG, 
ENGLAND Surplus - - - - - «© - $1,348,075 
Surplus United States Statement,$ 461,101 THE TOKIO MARINE AND FIRE 
Surplus Home Office Statement, 11,727,022 INSURANCE CO., LTD., 
UNITED STATES LLOYDS, Inc., of pt rn 
. inc., Marine Department 
NEW YORK, N. Y. ( ) 
Surplus United States Statement, $ 562,916 
Surplus - oe - $830,150 Surplus Home Office Statement, 7,433,611 


APPLETON & COX, Attorneys 
3 South William St. NEW YORK 
AN ATTRACTIVE PROPOSITION 
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WRITE HAIL*INSURANCE 


Establish your connections now for 1919 with 


A. J. Shaw General ency 


HAIL INSURANCE BUILDING, McPHERSON KANS. 


Five high class stock companies covering the states of 
Kansas, Oklahoma, Nebraska, Colorado, New 
Mexico and Wyoming. 


Many of our agents made from $1000 to $2000 in issions in 45 days in 


Seeseenen _ 
seen ne annem 








1918 

















THE LIVERPOOL & LONDON & GLOBE 
Insurance Company, Limited 


Its United States assets are $17,083,985.30, every 
dollar representing UNITED STATES INVEST- 
MENTS, which are held in trust for sole protection 
of American policyholders and subject to strict 
supervision of State Insurance Department. 





“Girdle Globe” 
WESTERN DEPARTMENT, 1144 Insurance Exchange, CHICAGO 
CINCINNATI DEPT., 401 Fourth Nat. Bank Bldg., Cincinnati, O. 








It does one thing and does it well. 
It furnishes only automobile indemnity: 
LIABILITY FOR PERSONAL INJURY, 
PROPERTY DAMAGE, 
FIRE, THEFT and COLLISION. 
It sells it at a reasonable price. 
It backs up ‘ts policies with all reserves required by law, and a substantial surplus besides. 


It pays cepecial attention to the matter of giving real service in all cases involving liability of 
its policyholder. 


Prompt settlement and adjustment of fire, theft and collision elaims. 


THE WESTERN AUTOMOBILE INDEMNITY ASSOCIATION 


FORT SCOTT OSCAR RICE, Sec'y and Gen'l Mgr. KANSAS 








AUTO-OWNERS INSURANCE COMPANY 
LANSING - - MICHIGAN 


Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 


V.V. MOULTON, Sec’y., F. P. WRIGHT and F. A. WALL, Field Supt's. 


SURPLUS 
LINES anp 
FLOATERS 








Exceptional facilities for handling Surplus and difficult 
lines and unusual forms of insurance in best erican 
and Foreign companies and at Lloyds, London. 
RE-INSURANCE CONTRACTS DRAWN AND PLACED. 
YOUR BUSINESS SOLICITED; 
PROMPT ATTENTION 


F. R. THOMPSON 





by the Stockholders Auxiliary Corpora- 
tion of the Bank of Italy, against which 
the measure is directed. The Stockhold- 
ers Auxiliary is general agent in Cali- 
fernia for the Nevada Fire and would be 
forced out of the general agency business 
if the law becomes effective July 22, the 
legal date. The Stockholders Auxiliary 
is now securing signatures to petition 
to put the measure on the ballot for 
action by the voters at the election in 
November, 1920. 


Pacific Coast Notes 


SPOKANE, Wash., June 4.—A plan to 
open a downtown insurance office for 
the army insurance was proposed at a 
meeting of the military affairs committee 
of the chamber of commerce. 

A banquet was held at Salt Lake City, 
Wednesday noon, for Chauncey S. S. 
Miller, secretary of the National Asso- 





ciation of Insurance Agents, who arrived 





in Salt Lake Tuesday. A spe 

ing of oe — en follower et: 
anquet. © special progra 

pared. Sram was pre. 





Colorado Notes 


Vossbeck & Dunlay, who have do 
general insurance business in Trinids i 
Colo., for some time, have sold to Le 
Stonebraker. L 

William H. Stewart, a pion i 
ance man, of this city, died recent 
his home here following a short illn se 
He was 58 years old and has beans 
resident of Denver for 40 years, His f 
connection was with the firm of Cobb, 
McMann, Wilson & Co. In 188] he Pe, 
came associated with Louis Anfenge, 
and continued the partnership a 
1901, when he formed a company vin 
the iate David S. Lehman. This pare 
ship continued until 1906, when he estab. 
lished a firm of his own under the nam, 
of the Stewart Agency company, dealine 
only in fire insurance. ng 
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LIQUIDATION OF COMPANIES 


Satisfactory Progress Made by the 
Alien Property Custodian in Wind- 
ing Up Enemy Institutions 


NEW YORK, June 10.—Satisfactory 
progress in the liquidation of the af- 
fairs of the United States branches of 
enemy or allied enemy companies, 
taken over by the alien property cus- 
todian, is being made by William C. 
Scheide, chief of the division of insur- 
ance and in charge of its New York 
City office. 

In all, twenty-one insurance compan- 
ies transacting for the most part a re- 
insurance business here, passed under 
the control of the alien property cus- 
todian, upon revocation of the licenses 
granted by the secretary of the treas- 
ury in November, 1917, which revoca- 
tion occurred in November, 1918, and 
January, 1919. It is anticipated their 
affairs, with the possible exception of 
two or three of the marine offices, will 
be entirely wound up by the end of 
September, and the residue of their as- 
sets paid over to the alien property 
custodian. The further disposition of 
the funds will depend upon congres- 
sional action. 

The situation with respect to each 
of the companies taken over by the 
government representatives is as here 
noted: 

Aachen & Munich: Entire business 
reinsured in the Tokio Marine & Fire, 
which transacts a general agency busi- 
ness in the United States. 

Allianz of Berlin: Practically wound 
up; only a few marine losses outstand- 
ing. 

Balkan National of Sofia: All treaty 
contracts and the risks thereunder long 
since cancelled, and its affairs virtually 
liquidated. 

Cologne: All risks cancelled, return 
premiums paid, and very few losses still 
unsettled. 

First Bulgarian: All outstanding busi- 
ress cancelled. 

Frankfort General: Annual business 
expired and term policies cancelled. 

Frankona of Frankfort: All contracts 
eancelled and the great bulk of claims 
settled. 

General of Berlin: Completely wound 
up, every claim having been adjusted. 

Hamburg-Bremen: Unexpired business 
reinsured some months ago in the Home 
of New York, but several litigated losses 
still awaiting settlement. 

International Reassurance, Vienna: All 
business wound up. 

Mannheim: Policies all cancelled. This 
company transacted a marine business 
entirely, and the liquidators have experi- 
enced great difficulty in obtaining proofs 
of loss and other essential data neces- 
sary to the payment of claims; hence, the 
company still has a large number of out- 
standing obligations. 

Mercury of Cologne: Transacted a life 
reinsurance business exclusively. All 
risks taken over by the Metropolitan 
Life and company wound up. 

Minerva of Cologne: Liabilities en- 
tirely disposed of. 

Munich Reinsurance: Far and away 








Insurance Exchange, Chicago, Il. 

















the largest of the reinsurance companies 


operating in the United States prior to 
the war, was the Munich, of which Cay 
Schreiner was manager here. All of its 
treaties and other risks have been cap. 
celled. Losses of approximately $250,099 
remain in process’ of adjustment, some 
of which are dependent upon litigation 
under the original policies. 

Nord-Deutsche of Hamburg: The fire 
business was reinsured in the Automobile 
Insurance Company of Hartford, and the 
affairs of the branch finally disposed of 
over a year ago, excepting four losses 
which are still unsettled. Its marine 
department transacted an extensive bugi- 
ness, and has numerous losses still to 
be disposed of. 

Prussian Life: Business entirely reip. 
sured in the Metropolitan Life and has 
but few outstanding liabilities. 

Prussian National: Transacted a direct 
business in this country, and about three 
months ago its unexpired risks were re- 
insured in the American Merchant Ma- 
rine of New York. The company has still 
some outstanding losses. 

South German of Munich: All con- 
tracts cancelled, claims paid and final 
settlement reported. 

Swiss National of Basle: Save two con- 
tracts, which will not expire until July 
1, 1919, all. treaties have been abrogated, 
and the affairs of the company partly 
liquidated. It still has a number of out- 
standing losses. 


Marine Companies 


While the claims against the fire and 
the life companies were comparatively 
easy of adjustment, those had against 
direct writing marine offices presented 
difficulties which made impossible thus 
far their settlement, and will delay final 
action for some time yet. A number of 
these claims occurred prior to 1914, 
though, of course, the great bulk hap- 
pened between 1915 and 1917. Many of 
the claims are highly complicated, and 
may have to be referred to the courts 
for review, involving, as they do, ques- 
tions of international law or procedure. 

All funds received by the manager of 
enemy insurance companies are deposited 
with the New York Trust Company, 
which has been designated by the alien 
property custodian as the official recipi- 
ent of moneys for the liquidation of 
these institutions. 

Mr. Scheide, who is now in charge of 
the New York office, will probably be 
able to dispose of all business in hand by 
Nov. 1, when he hopes to be able to 
return to Hartford and resume his busi- 
ness as a reinsurance company managéel. 


May Enter Canada 


HARTFORD, CONN., June 11.—Accord- 
ing to the ruling of Attorney-General 
Frank E. Healy, the Hartford Fire may 
now write business in Canada. The ques 
tion was raised by the Ottawa govern- 
ment, which informed the Hartford that 
if the attorney-general of Connecticut 
decided that the company had the right 
to operate in Canada, it would accept 
the decision as establishing the com 
pany’s rights. 


Crum & Forster Projects 


NEW YORK, June 9.—The Crum & 
Forster interests, controlling the 110 
William Street Corporation, will at ont 
begin the completion of the twenty-stol? 
building upon the northeast corner 
William and John streets, in the vey 








center of the insurance district. Whe 
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=— 
finished, six stories of the structure will 
be used to accommodate the various com- 
pany connections of Crum & Forster. 


Stock Oversubscribed 


PHILADELPHIA, PA., June 10.—Presi- 
dent B. C. Irvin, of the Fire Association, 
states that the capital stock of the Vic- 
tory Fire has been considerably over- 
subscribed by outside interests, but the 
offers cannot be accepted, as the manage- 
ment voluntarily gave the stockholders 
of the Fire Association the option of 
purchasing Victory stock equal to their 
present investment up to June 15. If all 
ef the stock of the new company is not 
absorbed in this way, it is proposed to 
accommodate the anxiety of field men 
and local agents to become investors. All 
statutory preliminaries possible prior to 
payments being made on stock have been 
perfected toward obtaining the charter. 

President Irvin says the Fire Associa- 
tion has yearly been giving away over 
$2,000,000 in premiums, being unable to 
write the volume of business offered. 
This excess of business will now go to 
the Victory Fire, giving the $500,000 
capitalized company an unexampled 
sendoff at the outset. 





Society Elects Officers 


BOSTON, June 10.—The Insurance So- 
ciety of Massachusetts held its annual 
meeting, with a special entertainment 
program and cabaret last Thursday. 
Frederick M. Salles, Jr., of O’Brien, Rus- 
sell & Co., was elected president; Charles 
E. Benton, of John C. Paige & Co., first 
vice-president; L. C. Lunstead, second 
vice-president, and J. Paulding Meade, 
third vice-president, with Wayne J. Wor- 
cester, secretary-treasurer. The society 
will observe ladies’ night next week Fri- 
day evening, at which time the entire 
floor at the Pops has been engaged. 





Eastern Notes 


The Billings and Spencer Company of 
Hartford, Conn., took a group policy 
with the Travelers for over a thousand 
employees. 

John W. Lill & Co., of New York, an- 
nounce their association with the well- 
known office of the Detroit Insurance 
Agency for the transaction of marine 
insurance which branch will be in charge 
of Mr. R. D. MacDiarmid, formerly of 
the office of the Overseas Underwriting 
Agency of New York. 


The Eastern Inspection Force of the 
Aetna Companies held a conference in 
Hartford the week of June 4th. This 
gathering represented the special _ in- 
spectors from New England and New 
York State who convened to study the 
new methods and inspection service de- 
sired by the company. Several of the 
meetings were held at the City Club. 





Massachusetts Notes 


Negotiations have been completed 
whereby Kaler, Carney, Liffler & Co., 
will represent the Ohio Farmers for 
Boston and the Metropolitan District. 

The Hartford Accident & Indemnity 
States it will not establish a branch 
office in Boston to do its surety business 
at the present time, as has been re- 
ported. 

Jacob Podoloff, for some time an in- 
spector with the Underwriters Bureau 
of New England, has resigned and will 
enter the insurance and real estate office 
of his father at New Haven. 





Pennsylvania Notes 


Heymann, Arnold & Co have been ap- 
4 ’ . ha 

Pointed Philadelphia agents for he 
American, of Newark. , . 


B. D. Prince has succeeded the Inter- 
gy as Philadelphia representative of 
the Allied Fire of Pittsburgh. 





Can Insure Strike Loss in Canada 


An opinion sent by Attorney-General 
— E. Healy of Connecticut to 
aan Burton Mansfield set- 
<i the right of the Hartford Fire 
; Ssue in Canada policies against 
osses resulting from riots, strikes 
and similar disturbances. The de- 
= was the outcome of a statement 
wea Canadian government that it 
pte accept an opinion by the Connecti- 
ut attorney-general as establishing the 


right of the com 
r pany to conduct such 
business in the dominion. 


-_—_————___, 
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HOME OFFICE, PIERCE, BUILDING 


Str.LoOu1s 


CHAS. W. DISBROW, PRESIDENT 





“All Kinds of Insurance on Automobiles” 
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Automobile 





Agents, 





Attention ! 





THE GENERAL AGENCY OF 


NEARE, GIBBS & LENT 


CINCINNATI 


“The Office with the Quick Service™ 

Handles eight companies for automobile, fire, theft and transportation 
insurance and has an agency organization, with first class special 
agents and adjusters’ service, in fourteen states. 

Prompt correspondence with agents, quick adjustments and settlements. Only 
high grade companies handled. 


Write Us for an Agency 


We also handle river hull, yacht, river cargo, ocean cargo, parcel post, registratered mail, tourist 
floater, transportation floater and traveling salesmen floater insurance. 








‘COMFORT A. TYLER, Vice-President 


Peninsular Fire Insurance Company 


HOME OFFICE EXECUTIVE OFFICE 
SAGINAW, MICHIGAN GRAND RAPIDS, MICHIGAN 
Will write general classification with special service and something new for farm insurance. 
« + «+ « Salesmen who oan present a high grade proposition convincingly will be inter- 


ested. . ..A Michigan company—organized, owned and managed by Michigan men. 


COLON C. LILLIE, President 
J. FLOYD IRISH, Managing Underwriter 











Its Name Indicates Its Character. 
Operating Along Sound Lines. 


American National Fire Insurance 


Company ““outo ” 


Capital $500,000 


JOHN W. ZUBER, President 


Progressive, Yet Conservative. 


JOHN A. DODD, Secretary 











TRACTOR 


INSURANCE 


SPECIAL 
POLICY 


LIGHTNING 
EXPLOSION 
SELF-IGNITION 
TORNADO 


AUTOMOBILE DEPT. 


HANOVER FIRE 


INSURANCE CO. ‘ 
NEWYORK CHICAGO SAN FRANC SCO 














1841 


Asurance (. 
OF NEw HAVEN. CONNECTICUT. 


CASH CAPITAL, $ 1,000,000 
Western Department, 
WALTER D. WILLIAMS, Mgr. 


Roc «ford, Illinois 
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HOPING TO REDUCE THEFTS 





Steps Taken at Boston by Insurance 
Men and City Authorities to 
bias, Improve Conditions 





NEW YORK, June 11.—The regu- 
lar meeting of the executive committee 
of the New England Conference was 
held in Boston Tuesday. Special order 
of business before the meeting was 
the discussion of theft conditions in 
the Metropolitan district. These con- 
ditions are admittedly bad and steadily 
getting worse. The meeting was 
jargely attended, both by members of 
the committee, and also by several 
prominent state and city officials who 
pledged hearty support to the efforts 
of the conference in cutting down the 
theft loss. Important Massachusetts 
legislation is in process of passage, 
which, it is hoped and expected, will 
materially assist in running down and 
convicting those who are engaged in 
the business of stealing and converting 
automobiles. One result of the meet- 
ing is that the Automobile Underwrit- 
ers Executive Bureau has been asked 
to put an additional investigator into 
Boston, and this request the bureau 
has practically decided to comply with. 

The bureau committee of five of the 
National Automobile Detective Bureau 
met in New York primarily to elect a 
chairman. N. S. Bartow, of the Queen, 
was elected to act as temporary chair- 
man; Douglas F. Cox was elected treas- 
urer, and W. F. Feil was elected assist- 
ant secretary. It was unanimously agreed 
that the work of the bureau be extended 
and such additional assistance be em- 
ployed as is necessary. The policy of the 
bureau in the future will be a prodgres- 


sive one, with the aim to more thor- 
oughly cover the field. 
The executive committee of the East- 


ern Conference had its meeting on Wed- 
nesday. S. G. Wright, formerly manager 
of the automobile department of the H. 





K. Fowler Agency, who is now manager 
of that agency’s marine department. re- 
signed from the committee, as his pres- 
ent duties are more concerned with ma- 
rine,than automobile underwriting. 

a. ae 

An invitation has been extended to the 
National Automobile Conference to join 
the United States Chamber of Commerce, 
through its insurance division. The ques- 
tion will be put to a vote in the near 
future, and delegates elected in due 

" course. 
x * * 

The question of closer cooperation be- 
tween the various local conferences and 
the National Conference on the theft 
question is progressing satisfactorily. A 
committee to be composed of the best 
qualified members of each conference is 
in process of organization, which, when 
completed and cooperating with the na- 
tional body, will prove of material assist- 
ance in improving theft loss conditions. 

- k « 
The Philadelphia situation is still un- 


| 
| 





settled, considerable differences still ex- 
isting between the views held by the 
companies and the agents. Negotiations 
are going on with a view to clarifying 
the situation, which it is hoped will be 
successful in the near future. 


DISCUSS AIRPLANE COVERAGE 


Chicago Automobile Men Are Receiv- 
ing Inquiries Concerning This 
Form of Protection 


At the monthly meeting of Chicago 
automobile insurance superintendents 
and department managers the subject 
of airplane insurance was discussed. 
James Gavin of the National Liberty 
was chairman of the meeting. Auto- 
mobile men in the west are receiving 
a number of inquiries from manufac- 
turers, shippers and others who are 
using airplanes for delivery and trans- 
port purposes and the opinion exists 
that airplane insurance will soon be- 


:come a fairly important branch of the 


business. It is regarded as having 
passed the experimental stage. 

Some of the companies are writing 
the class at a rate of 5 percent for fire 
and an additional 5 percent for col- 
lision. Values on the machines for 
which coverage has been applied run 
from $2,500 to $5,000. The business is 
written chiefly with the 10 percent de- 
ductible clause. The majority of the 
requests for airplane insurance come 
from those using machines for exhibi- 
tion or “stunt” purposes. This business 


found that a number of aviators who 
served in the army are making exhi- 
bition flights at various points. 

At the next meeting the proposition 
of forming a permanent organization 
among Chicago superintendents will be 
discussed and voted upon. There are 
many who feel that if a permanent 
‘body were created the interest in the 
‘meetings would be greater and the at- 
tendance larger. James Flaws of the 
Hanover will act as chairman at the 
next meeting. 


Will Take on Automobile 


Automobile insurance in addition to fire 
and marine will be written by the Im- 
porters & Exporters of New York on and 
after June 15. As manager of the new 
branch, the company has appointed A. 
Whelply, a well-known automobile un- 
derwriter, who until recently handled the 
branch for the Connecticut Fire in the 
metropolitan field. 


Confiscated Cars Are Problem 


TOPEKA, KAN., June 3.—Motor car in- 
surance men have a new problem to 
figure on in Kansas just now. It is the 
rights of the insurance companies to cars 
whieh are taken by officials while car- 
rying intoxicating liquors. Kansas has 
a law that puts the motor car into the 
same classification as a keg, beer pump 
and other apparatus used in the handling 
of liquors in this state. Bottles and cases 
are also listed as nuisances. But the law 
requires that all of the apparatus of a 
liquor vendor be destroyed. It cannot be 
sold. But motor cars were made a spe- 
cial exception of the law and these are 
to be sold at public auction and the 
money goes into the school fund after 
the costs of the case are paid. 

The insurance companies have sought 
information from the attorney-general 
on two proposals. One is what interest 
the companies might have in a car taken 
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re 
insurance, and the other is the right of 
the insurance companies to claim 
ship of a car which had been stolen and 
used for the transportation of liquor 
In this case the companies would have 
had to pay the insurance to the original 
owner. 


Owner. 
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SOME LIVE STOCK ARGUMENTs 


Points to Emphasize in Present; 
Subject to Unconvinced Farmer 
Carrying Own Risk 


Merchants insure the goods in their 
stores, and manufacturers insure the 
machinery in their plants as well as 
their factory buildings. The owner of 
horses and cattle should look upon 
them merely as a part of the machinery 
of his business. On them he depends 
for a portion of his income. There jg 
as much reason for insuring live stock 
against death by accident or disease as 
there is for insuring buildings against 
loss by fire. 

A farmer insures his _ buildings 
against fire, because they may burn and 
it would cost money to replace them, 
There is even a greater liability that 
a team of the best work horses may 
be fatally injured in an accident, or 
that an epidemic may break out among 
some valuable dairy cattle. Such a 
misfortune would mean a considerable 
loss of money if the animals were un- 
insured. 

Sometimes a farmer will tell an 
agent that he prefers to “carry his own 
insurance.” His argument is_ that 
since a livestock insurance company 
is in the business for profit, he might 
as well save that profit for himself, by 
assuming his own risk. In reality there 
is no such thing, as a man carrying 
his own insurance. He may do with- 
out protection; he may take chances; 
but in so doing, he simply has no in- 
surance at all. 

The man putting forth this argu- 
ment may be made to see the fallacy 
of his position by the agent who will 
ask him to imagine for a moment, that 
he is a small insurance company and 
that he has the opportunity of carrying 
the risk on one large dairy herd for 
the full amount of his capital stock. 
Sober second thought would remind 
him that -if a serious epidemic were to 
break out in the herd, the loss would 
cripple his company. A second reflec- 
tion would convince him that there 
would be much less danger of him 
losing his capital if he were to divide 
the risk among ten, twenty or fifty 
herds in different sections of the 
country. : 

This is exactly what livestock in 
surance companies are doing. They 
are widely distributing their risks 
They are scattering their liability, which 
is one of the reasons why they can 
carry each risk more safely than the 











individual can. 
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LITTLE PROFIT FOUND 
IN PLATE GLASS LINE 





Rate Making Has Been a Hit and 
Miss Proposition—Great In- 
crease in Cost of Glass 


LOSS RATIO KEPT AT 47.84 





Advance Made in 1918 Kept Loss 
Even—Average Premium Is Still 
Inadequate 





NEW YORK, JUNE 10—Up to 
quite recent times it may safely be 
said that the making of rates for plate 
glass insurance was a hit and miss 
proposition—as regards any possible 
resulting profit for the companies it 
was decidedly a “miss.” For several 
years the premiums had not been suffi- 
cient to show a profit. This was due 
largely to competitive conditions and 
the absence of any adequate means for 
stabilizing rates. 

The unprecedented conditions that 
have existed during the war times— 
and which still prevail—both as re- 
gards price conditions in all commo- 
dities and the cost of labor have been 
such that every business has had to in- 
crease the cost to the consumer. Plate 
glass insurance has proved no exception 
to this rule, and it is not surprising 
that premiums have required amend- 
ment to bring them into conformity 
with the cost of loss payments. By 
its very nature, plate glass insurance 
is peculiarly subject to advancés in 
the plate glass market, because replace- 
ment of broken lights must be made 
at current market rates. What has 
happened to other commodities has 
happened to plate glass, and within 
the past three years, the cost of plate 
glass has risen between 200% to 250%. 
In the year 1918 alone the advance 
was 50%. With the price of the ar- 
ticle, which the insurance companies 
had contracted to replace, advancing 
thus by leaps and bounds, it is very 
evident that the premiums charged 
Prior to 1918 had to be increased 
sufficiently at least to meet the re- 
quirements of the added cost of re- 
placement—a factor over which the 
companies have practically no control. 


Losses Compared 


During the year 1918 there was com- 
Paratively little new construction, 
hence a very restricted field for the 
obtaining of new risks. Had there 
been no increase in rates, the premium 
income of the companies would have 
been practically that of 1917, when it 
totalled $5,696,995. Furthermore, 1918 
Was a war year, and in the matter of 
increased losses was no respecter of 
the plate glass insurance companies, 
whose losses for 1918 amounted to 
$3,417,705 or $693,306 more than in 1917. 
It is very evident, therefore, that if 
Premiums had not been increased the 
year 1918 would have been a disastrous 
One for the companies. Instead of a 
CONTINUED ON PAGE 26 
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OUTCOME OF BOOKKEEPER’S DREAM 














ACK in 1885, Kimball C. Atwood, 
B then a young bookkeeper in the 

employ of the old United States 
Mutual Accident of New York City, 
became obsessed with the idea that a 
fine field offered for an accident insur- 
ance company that would write select 
classes of risks only. That was 34 
years ago, and today the Preferred 
Accident of New York, with assets of 
$5,356,863, and a capital and surplus of 
$1,700,000 is the tangible outcome of 
the bookkeeper’s dream, plus his abil- 
ity to put the idea into concrete form, 
and keep everlastingly driving it for- 
ward. 

* * * 


Starting as a mutual company late 
in 1885, the Preferred reincorporated 
upon stock basis eight years there- 
after, with a capital of $100,000 and a 
like amount of surplus. In 1897, the 
capital was increased to $200,000; sub- 
sequently being advanced to $350,000 
and still later to $700,000, its present 
figure. To offset the drain of rapidly 
advancing reserves, the stockholders 
voluntarily paid in a further $120,000 
of surplus in the early days; receiving 
the money back in a special stock 
dividend not long after.* The initial 
accident policies of the Preferred called 
for an annual premium of $12, payable 
in quarterly installments of $3 each, 
and granted $5,000 indemnity in the 
event of death, or $25 weekly for dis- 
ability. The rates upon these early 
contracts have never been changed, 
and many of the original policyholders 
still continue with the organization. 

Health insurance was taken up in ad- 
dition to personal accident about 1900, 
and subsequently automobile, employers’ 
liability, burglary, fidelity and surety 
lines were added, all of which branches, 
save employers’ liability, are still being 
successfully written by the office. 

The Preferred is now operating in 36 
states and has an annual premium in- 
come in excess of $3,000,000. Since its 
formation it has paid over $13,500,000 in 
losses. 

* a s 

Aside from his interest in the Pre- 
ferred, of which he is president and chief 
stock owner, Mr. Atwood is head of the 
Atwood Grapefruit Company of Florida, 





owner of the largest grapefruit planta- 
tion in the world; president of the At- 
wood Apple Company of Virginia, which 
plans shortly to market no less than 
100,000 barrels of choice apples each year; 
vice-president of the Atlantic National 
Bank; a director of the Central Trust 
Company, and an executive of the Pre- 
ferred Havana Company, plantation own- 
ers and cigar manufacturers of Cuba. 

Until recent years Mr. Atwood’s hobby, 
outside of business, was horses, and at 
his Oradell, N. J., estate he frequently 
had as many as fifty thoroughbreds, all 
finely trained and in demand by those 
seeking blooded stock. 


* . s 


Another early dream of Mr. Atwood’s 
that came true was the securing by 
purchase of a fine residence at Bucks- 
port, Me., which property, as a bare- 
footed lad trudging through the village 
streets he had intensely admired, and 
determined some day, if fortune favored 
him, to own. Mr. Atwood’s only child, 
Kimball C., Jr., inherits his father’s busi- 
ness ability, and as a director of the Pre- 
ferred and other corporations has given 
valuable counsel. At present young Mr. 
Atwood is serving Uncle Sam as a naval 
ensign. 

* = ad 


Shortly after the Preferred Accident 
was started, Wilfred C. Potter was in- 
duced to give up his local agency at 
Elmira, N. Y., and join the company as 
its agency superintendent. Through the 
intervening years Mr. Potter, although 
now secretary of the company, has con- 
tinued and still does handle the business 
producing staff, and to which profit the 
record of the company sufficiently at- 
tests. 

Another valued coworker in the Pre- 
ferred is George Ackerman, now its 
treasurer, who entered the company’s 
service in 1899, continuing steadily up to 
the present hour. 


Maryland Casualty at Louisville 


LOUISVILLE, KY., June 11.—Guy D. 
Attkisson has taken over the business of 
the Maryland Casualty in the Louisville 
district, succeeding C. W. Jefferson. He 
becomes the manager here for all lines. 
This includes the business of the Mary- 
land Assurance, which writes life, acci- 
dent and health. 
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Marked Reductions in Automobile Rates 
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SURETY APPLICATION Pi 
FULL‘ OFfPOINTERS 


Valuable Information That Leads 
to Production of Other Lines 
of Business 








HOW IT MAY BE USED 


Various Methods of Making Use of 
Facts Furnished Surety Com- 
panies—Important Data 


Very often the casualty special agent 
will come in contact with a general 
writing insurance man who objects to 
writing surety business on the ground 
that too much time is consumed in 
making out the application, preparing 
the financial statement, and accumulat- 
ing other information that the surety 
company demands before it will issue a 
bond. Such an agent argues that by 
expending the same amount of time in 
other branches of the business, he will 


be able to write a great deal more in 
lines that yield a greater profit. 


Pointers in Surety Application 


One of the special agents of a large 
casualty company has prepared a very 
good answer for such an argument. He 
points out that it is unfair for the 
agent to gauge the value of his surety 
business entirely by the amount. of 
commission that it brings to him. He 
says that a thoroughly experienced in- 
surance man can get enough leads and 
pointers from the information con- 
tained in a surety bond to keep him 
busy for some time. 


Information Invaluable 


Before a surety company will issue a 
bond, it requires detailed information 
about the concern making application 
for the bond. It must know the facts, 
and in the application requires the ap- 
plicant to get right down to bed rock. 
The application calls for the “name and 
title of officers duly authorized to sign 
contracts,” demands a detailed and 
clearly itemized financial statement, re- 
quires that the amount of employer’s 
liability, workmen’s compensation, and 
corporation life and fire insurance be 
shown. In other words, a business con- 
cern is required to “bare its soul” to 
the surety company issuing its bond. 
The application contains information 
that it would be absolutely impossible 
for the local agent to get in any other 
way. Having secured the information 
by means of the surety bond applica- 
tion, why not make use of it? What 
items in the surety bond application 
are of the most interest to the local 
agent and can be made to yield the 
most profit? 


As Life Insurance Prospect 
In the first place, the names of the 
principal officers of the company are 
given. The capital stock of the com- 
pany is also shown. The agent pos- 


sessed of this information can sit down 

and figure out a partnership corpora- 

tion life insurance proposition that will 
CONTINUED ON PAGE 25 
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NO NOTICE WAS GIVEN 
OHIO AUTOMOBILE DECISION 


Court of Appeals at Cincinnati Com- 
ments on Case Where Injury 
Came on Later 


The court of appeals for Hamilton 
county, Ohio, has reversed the lower 
court in an interesting automobile case, 
involving notice of accident, and the 
cause is remanded for further proceed- 
ings. It seems that the General Acci- 
dent had a liability policy covering the 
Fischer Auto & Service Company at 
Cincinnati. A truck owned by the auto 
company ran into Smith’s automobile, 
resulting in a broken lamp and wind 
shield, according to the report made 
by the driver. This was July 18, 1913. 
On Dec. 3, 1913, Smith’s attorney no- 
tified the automobile company of in- 
juries suffered by his client. The Gen- 
eral Accident notified the automobile 
company that it was not liable, as no 
notice had been furnished under the 
terms of the policy, which required that 
immediate written notice and fullest 
information obtainable be given. 


No Immediate Notice Given 


In this case it appears that Smith at 
the time of the accident left the scene 
without in any way having communi- 
cated to the driver of the truck the 
fact that he had been injured. In fact, 
it was not apparent to the driver that 
any bodily injury had been inflicted. 
It appears that Smith’s injury did not 
develop to be anything but a trifle 
until some time after the collision, 
when it was discovered that a piece of 
glass from a broken lamp or wind 
shield had worked its way into his 
knee and afterwards occasioned a se- 
rious injury. The court of appeals, in 
commenting on the case, says: 


Refers to Decisions 


In the opinion of the court this case is 
ruied by the principles laid down in 
Chapin v. Ocean Accident & Guarantee 
Corporation, 96 Neb., 213, the third syl- 
labus of which is as follows: 

“In a case where no bodily injury is 
apparent at the time of the accidental 
occurrence, and there is no reasonable 
ground for believing that a claim for 
damages against the owner of the auto- 
mobile may arise therefrom, he is not 
required to give the assurer notice until 
the subsequent facts as to injury would 
suggest to a person of ordinary and rea- 
sonable prudence that a liability to the 
injured person might arise. In such case 
the duty of the assured is performed if 
he gives notice within a reasonable time 
after the injury presents an aspect sug- 
gestive of a possible claim for damages.” 

To the same effect are: Lucas v. Am- 
sterdam Casualty Co., 162 N. Y. Supp., 
191; Schambelan v. Pref. Acc’d, 62 Pa. 
Superior Court, 445. 

It could well be claimed that if plain- 
tiff’s driver had known of even a slight 
injury to Smith, the stipulation of the 
policy would require notice of such in- 
jury even though plaintiff might deem 
it unnecessary. Such is the rule laid 
déwn in Travelers v. Meyers, 62 O. S., 
529. 

Trial Court Erred 


No doubt it is proper to submit to the 
jury the questions of fact whether the 
circumstances of the accident were such 
as would have made it apparent to the 
plaintiff that bodily injuries might result 
from the accident, and whether the terms 
of the policy as to notice had been com- 
plied with. Crane v. Standard Ins. Co., 
4N. P., 309 (affd. 59 O. S., 617). In this 
view of the law the trial court erred in 
refusing to give the two following special 
charges requested by plaintiff before ar- 
gument to the jury: 

“The provision in the policy sued upon, 
that the assured upon the occurrence of 
an accident shall give immediate written 
notice, with the fullest information ob- 
tainable at the time, to the corporation’s 
head office at New York City, or to its 
duly authorized agent, does not require 
a notice of all accidents, but only such 
accidents as result in bodily injuries. 

“If you find that neither the plaintiff 
nor the driver of its truck prior to the 
receipt of the letter from Carl Rankin, 
on Dec. 4, 1913, knew or had reasonable 
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RELIEF GIVEN CONTRACTORS 


New York State Will Relet Work on 
Road Building Because of 
Higher Prices 





BY GEORGE A. WATSON 

NEW YORK, June 11.—Special leg- 
islation enacted at the last session 
of the New York legislature relieved 
a number of contractors and their sure- 
ties from an embarrassing situation, 
and clarified a condition that otherwise 
would have led to general complica- 
tions and doubtless to considerable lit- 
igation. 
Just prior to the entry of this coun- 
try into the world war, the state let a 
large number of contracts for highway 
improvements. Before the work was 
well under way, and in some instances 
before it had been undertaken at all, 
the declaration of the war was made, 
and with it the serious unsettling of 
industrial conditions came about. 


New Conditions Created 


Many of the materials required by 
the contractors for the completion of 
their road work were either comman- 
dered for the use of the government, 
or the prices demanded therefore 


all sections of the country and from 
every class of institutions. The bank or 
financial firm that does not require a 
fidelity bond from its workers is a 
rara avis. In fact, one of the first in- 
quiries made of banking concerns by 
state examiners, is the name of the 
office in which the employees are in- 
sured. The individual surety has prac- 
tically ceased to exist, few banks being 
pow willing to accept such guarantee 
with all of its attendant bother in the 
event of claim making. What is true of 
financial concerns applies almost equally 
to important mercantile and industrial 
houses, all of which makes easy the path 
of the intelligent and energetic agent, 
alive to his opportunities and willing to 
eash in upon them. 


NO DIFFERENCE IN SEXES 


According to the experience of one of 
the prominent surety offices with a broad 
classification, there is little difference 
between the sexes in the matter of hon- 
esty. Prior to the war, the theory ob- 
tained that woman, even if so disposed, 
lacked the courage to steal, and though 
she did it would be less easy for her to 
conceal her guilt than it would be for 
men. The fallacy of this conception was 
demonstrated during the past two years, 
when women were employed in far 
larger number, and also in avenues 
never previously considered as being in 
their sphere. For example, among the 
industrial workers, women conductors 





jumped by leaps and bounds; wages of 
the laborers and engineers following 
sympathetically. The result, as was to 
be expected, was that contractors were 
unable to carry out their agreements. 
and the state fell back upon the 
sureties. Instead of recognizing the un- 
usual conditions, and making due al- 
lowance for them, the then commis- 
sioner of highways took a fling at the 
surety companies, and advocated that 
the state itself guarantee the fulfill- 
ment of all road contracts in the fu- 
ture, creating for such purpose a special 
sinking fund. 
Relief Was Given 

Instead of endorsing this suggestion, 
the legislature, upon recommendation 
of Governor Smith, wisely agreed to 
cancel the pre-war contracts, and will 
relet the work in the near future. Their 
experience in this connection has been 
such as to compel surety offices to scan 
with unusual care all road contract of- 
ferings, becoming indemnitors only for 
individuals or firms of such reputation 
and financial standing as will measur- 
ably insure their ability to successfully 
carry out assumed obligations. 


INCREASE IN BUSINESS 

Surety companies generally report a 
gratifying increase in business and their 
managers are decidedly optimistic as to 
the prospects for the balance of the year. 
States, counties and municipalities are 
planning many public improvements, 
some of which are already underway, 
while others simply await the comple- 
tion of plans preliminary to contract let- 
ting. Particularly is this true as regards 
road work, Pennsylvania notably con- 
templating heavy expenditures in such 
connection. Building construction too is 
moving, although not yet to anything 
like the extent confidently anticipated 
for later on. 

Fidelity Bonds 


So far as fidelity bonds are concerned, 
application for these are coming in from 








grounds to believe that Mr. Smith re- 
ceived a bodily injury in the collision on 
July 18, 1913, and that within a reason- 
able time thereafter communicated said 
written notice to the Heister Huntington 
Company, then I charge you that the giv- 
ing of that notice was a compliance with 
the provision of the policy requiring the 
insured to give immediate written notice 
of the accident.” 

And the court erred in its general 
charge in the use of language from which 
the jury might infer that a notice was 
necessary to be given the defendant com- 
pany under the policy on the occurrence 
of any accident whatever, even though 
bodily injury did not result therefrom. 
The judgment is therefore reversed and 
the cause remanded for further proceed- 





ings. 





did not hesitate to pocket a day’s re- 
ceipts, and sometimes even managed to 
decamp with two or three days’ accumu- 
lation, whereas men in the same position 
rarely got away with more than the re- 
turns of a single trip. It is not charged 
that women are more given to stealing 
than their brothers. Probably as a rule 
their standards of integrity are higher, 
but it is a fact that the experiences of 
the surety offices in the past 24 months 
attests that there is little choice between 
sexes in this respect. It may be, and 
undoubtedly is a fact that the consider- 
able amount of petty stealing that went 
on during the active war season was the 
result in part of laxity in checking re- 
turns by employers, the latter preferring 
to wink at minor deflections than stand 
the greater loss of labor shortage. 





Big Surety Business 


department of the company, 
promises to eclipse May. 


Say Broker Has Drag 


Some commotion has. been 


bonds will be approved at the city hall 


formation that if they would 


be all right. 





Writing Tax Abatement Bonds 


to file a claim with the government 
For instance, if the inventory of Dec. 31 


ever, this claim must be passed upon 


ment, thus saving considerable. 


Opens Kansas City Branch 


and in other civic organizations. 





rangement. 


The Southern Surety wrote net pre- 
miums of $120,000 in its surety depart- 
ment in May and total net premiums on 
all lines of $300,000. This shows an ex- 
cellent proportion of bonding business. 
May was the biggest month in the surety 
but June 


caused 
among surety men of Chicago, owing to 
the rumor that a certain broker in the 
city must be secured before any surety 


It is said that some of the companies 
that have filed bonds there direct have 
had them rejected with the pipe-line in- 
come 
through a certain medium they would 


Income tax abatement bonds are now 
being written by some surety companies. 
These are written to protect those whose 
values have depreciated and who desire 


1918, depreciates in value during 1919, 
a corresponding reduction in the income 
tax will be allowed under sections 214 
and 234 of the federal revenue law. How- 


The Southern Surety has gone on the 
branch office basis at Kansas City, with 
W. A. Osgood as manager, and with of- 
fices in the Lathrop building. Mr. Os- 
good has been with the Massachusetts 
Bonding there for the past seven years, 
and is active in the chamber of commerce 
The 
company expects a fine increase in busi- 
ness from the city under the new ar- 


COMPANY WILL EXPAND 


AMERICAN LIABILITY’S pray 





Will Increase Its Capital and Surplus 
and Start to Write Automobile 
Insurance 


On Tuesday of this week, the Amer. 
ican Liability of Cincinnati filed re-in- 
corporation papers at Columbus, Ohio 
providing for an increase in capital by 
$100,000 at two for one. This increase 
in capitalization will give the company 
$200,000 capital and about $115,000 sur. 
plus. To this date, the company has 
been operating under the Indiana laws. 


Admitted to Four States 


The American Liability is now doing 
business in Ohio, Indinia, Pennsyl- 
vania and Kentucky, writing accident 
and health insurance. It has estab. 
lished and builded a very Satisfactory 
business. Increase in capitalization js 
made for the purpose of entering the 
automobile field, which the company 
expects to follow in Indiana, Ohio and 
Pennsylvania. A competent automobile 
underwriter will be placed in charge of 





WwW. R. 
Secretary American Liability 


SANDERS 


the automobile department and the 
company expects to write a complete 
coverage policy which it will be per- 
mitted to do under the Ohio laws. 


Ohio a Favorable State 


Ohio is a particularly favorable field 
at this time for automobile liability in- 
-| surance. Next to New York, Ohio has 
/more automobiles than any other state 
in the Union. The figures for 1918 for 
‘the five leading states are as follows: 


Mew Work .c.ccccscccccs 462,389 
ee CER Te RTE 415,000 
ce en re a 407,761 
Pennsylvania .........+. 394,076 
P| Per eee ere 389,721 
As an indication that the field is 


growing better, it is interesting to know 
, that the increase in the number of auto- 
‘mobiles in Ohio in 1918 as compared with 
{1917 was 21 percent. When it is con- 
sidered that this was a war year and 
that no government cars were licensed, 
the record is remarkable. The Automo 
‘bile Club of Cincinnati estimates that 
25,000 licenses will be taken out in 1919 


’ 


which is a time process, and unless a] in Cincinnati alone. a 
bond is filed the reduction will not be 
allowed. If a bond is filed the deduction 
may be made from the income tax pay- 


Sanders’ Good Work 


When Secretary W. R. Sanders, a 
Jhad been with the General Accident 0 
Philadelphia, became manager of the 
American Liability in Cincinnati in 1910, 
it had been nearly wrecked by the pro- 
moters and was in very poor condition 
Since 1910, Secretary Sanders has ee 
i pletely straightened out the company’ 
laffairs, put it in good repute with 
‘insurance fraternity and the public 
‘has builded up a clean and profitall 
health and accident business. The — 
dation which he has laid will furnish 
good basis for the new and enl: nt 
jcompany and will enable it to take ro 
the additional line of automobile 
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rance at a very small increase in 
su 


expense. 

Will Strengthen Company 

ital and surplus of over $300,000 
im ive the company a very desirable 

e to represent. Many of the agents 

oi h the company now will find automo- 
ew agencies in all but the larger cities 
oe vapid as possible. The company 
pal peen located for the past ten years 
in the Second National Bank building 
+, Cincinnati but has just taken up 
ee er quarters in the Citizens National 
aoe building where fine offices have 
peen fitted up. 


SURETY APPICATION 
FULL OF POINTERS 


(CONTINUED FROM PAGE 23) 


interest the firm. He can assume, for 
instance, that if the company is capi- 
talized at $250,000, the president must 
own from $75,000 to $100,000 of the 
stock, and if his contact with the offi- 
cers has been of the right sort, he can 
figure out, approximately at least, what 
proportion of the stock the other offi- 
cers own, based on their importance to 
and authority with the company. 


Submitting Policy That Fits 





Thus equipped, he is enabled to 
broach the subject of business life in- 
surance with a degree of intelligence 
he would not be able to exercise if the 
surety bond application had not been 
at his disposal. Moreover the other 
information in the application shows 
him exactly how the concern stands 
financially. He is able to present him- 
self to the company as a business phy- 
sician. The surety application has per- 
mitted him to diagnose the case, and 
he knows exactly where the weak spots 
are, and how they can be bolstered up, 
and just what part business life insur- 
ance can play in the process. 


Aceident and Health Possibilities 


If corporation life insurance does not 
seem to make the appeal, after a few 
months, the officers of the concern may 
be solicited for accident and health in- 
surance. The surety application shows 
the concern to be carrying workmen’s 
compensation coverage, which protects 
the employes, but only during the work- 
ing hours. As one agent put it, “A con- 
cern like that has insured the kitchen, 
but left the parlor unprotected. It has 
taken out insurance for the employes, but 
the important men, the brains of the 
company, are not covered. If accident 
and health insurance is a good thing for 
the employes, why is it not a good thing 
for the employer?” 


Expiration Dates Available 


In filling out a surety application, the 
agent also gets the expiration date of 
the company’s workmen’s compensation, 
and fire insurance business. Knowing 
these dates, he has at least a fighting 
chance for the business when renewal 
time comes. At any rate, he is able to 
go about things much more intelligently 
and the hit or miss style of working is 
eliminated. 


Great Time Saver 


. No agent will question the value of the 
information that a surety bond applica- 
tion contains, but most of them do not 
take advantage of it. In brief, the ap- 
Plication sets forth in detailed style all 
of the information that an agent could 
possibly ask for concerning a business 
house. Without the surety bond applica- 
tion it would take a good deal of wire 
pulling and pussy footing to collect all 
of the necessary facts. The surety bond 
application does the work, and in quick 
time, and the agent earns a commission 
on the surety business. This view of the 
Surety bond business reveals it as not 
only a good income producer in itself, 
but the means by which a great deal of 
other business may be secured. 


New Department Created 


A rearrangement of departments has 
been made by the Royal Indemnity. The 
burglary and plate glass business of the 
company has hitherto been supervised 
by Superintendent J. v. Peters, but the 
8rowth of the business makes it neces- 
Sary for Mr. Peters to devote his entire 
y insurance and the plate 
nt will hereafter be under 
Richard F. Gibson, super- 


time to burglar 
glass departme 
the control of 
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ATTITUDE OF PUBLIC SHOWN 


State Insurance Department Official 
Says Some Small Companies At- 
tempt to Shave Too Closely 





Commenting on the attitude of the 
public toward insurance companies, an 
official of a western state insurance 
department says that there is gener- 
ally a disposition on the part of those 
who come to him with complaints to 
be reasonable and to recognize the 
rights of the companies when the con- 
ditions of the contracts are brought to 
their attention. “We occasionally en- 
counter a narrow-gage individual who 
cannot see a proposition other than 
from his point of view, but the general 
disposition seems to be reasonable. 
Our most frequent complaints come 
from claimants under policies of some 
accident and health companies. In my 
Opinion there are features in the con- 
tracts of these companies which might 
well be modified as the most of the 
difficulties arise through misunder- 
standings of the terms of the contracts. 

“Too often these companies, too, 
undertake to get started without 
enough capital and in their eagerness 
for business take on a lot of risks of 
inferior grade which the old line com- 
panies would not write. A grist of such 
business is bound to breed trouble. It 
seems to me that this is a branch of 
the business which needs consideration. 
The companies themselves could do 





much to improve conditions by taking 
up the points of common friction and 
smoothing them out.” 


Resolutions Are Approved 


NEW YORK, June 11.—At its regular 
meeting the Medical Society of the 
County of New York adopted a resolution 
approving the “instructions against com- 
pulsory health insurance given by the 
house of delegates of the Medical Society 
of the State of New York to its delegates 
to the house of delegates of the Ameri- 
can Medical Association, and that this 
society confirms these instructions to 
such of the members of the house of 
delegates of the American Medical Asso- 
ciation who are members of the Medical 
Society of the County of New York.” 





Health Rates Increased 


Gradually the companies are raising 
their health rates. The Fidelity & Cas- 
ualty announces that premiums have 
been increased on several of its dis- 
ability policies. The “Life Indemnity 
Disability” form is $65, it having been 


$60. The “Progressive Life Indemnity” 
disability policy is $90, it having been 
$75. The “Disability Policy” goes to 


$110, it having been $100. 





Breaks Two Records 


A. H. Knoll, general agent for the 
Aetna companies in Buffalo, broke all 
records for new business in a 17-day 
campaign for accident and health busi- 
ness in competition with Chicago and 
Albany branch. In these seventeen days 
he produced $17,650.29 worth of business. 
Albany came through with $4,614 and 
Chicago $3,900. According to population, 





this result established two new records: 
one for volume and another for indi- 
vidual production, Mr. Knoll personally 
securing $3,087. Isadore Lasser won the 
highest prizes and “Pop” Freeman next. 
Mr. Knoll, who is an enthusiastic aviator, 
expects eventually to make his home of- 
fice trips by airplane. 


Can Sue in Any County 


AUSTIN, TEX., June 10.—Involved in 
the case of the International Travelers 
Association against E. A. Powell et al., 
which was affirmed by the Texas supreme 
court, was the question whether an in- 
Surance company can enforce a provision 
of its policies and by-laws forbidding the 
maintenance of suits on its policies else- 
where than in the county of its domicile. 
The supreme court of Texas held that 
such a contract stipulation is contrary to 
public policy and that notwithstanding it 
the companies are subject to be sued ona 
pelicy in any county specified in subdi- 
visions 29 and 24 of Article 1830 of the 
Revised Statutes of Texas. 


Supreme Court for Company 


AUSTIN, TEX., June 10.—The supreme 
court of Texas reversed the lower courts 
and rendered judgment for the insurance 
company in the case of the International 


Travelers Association against Anna C. 
Branum. 
Mrs. Branum sued to recover $5,000, 


besides 12 percent penalty and $1,000 at- 
torneys’ fees, upon a policy insuring her 
husband, Calvin E. Branum, against acci- 
dental death in the sum of $5,000, she 
being the beneficiary in the policy. 

Mrs. Branum alleged that while the 
policy was in force her husband was an 
involuntary witness of an accidental fire 
at Hot Springs, Ark., on May 27, 1913, in 
which a helpless man was accidentally 
burned to death; that thereby her hus- 
band, who was of an excitable tempera- 
ment, was greatly shocked, excited and 
unnerved, so that a blood vessel in his 








A Progressive Surety and Casualty Company 











Assets, Over $4,200,000 


KIMBALL C. ATWOOD, President 





THAT’S WHY 


$12,000,000 Paid in Losses 


Preferred Accident Insurance Company of New York 


The only Company confining its Accident and Health Business exclusively to “preferred” (non-hazardous) risks 


. 


We offer larger benefits and better policies for the same premium than do companies insur- 
ing all occupations. If you write “preferred” business send for rates and sample policies. 


Get the Benefit Due Them as Superior Risks 


Net Surplus, $1,000,000 


80 Maiden Lane, New York 

















General Casualty & Surety Company 


114 WOODWARD AVENUE, DETROIT 


A Michigan Company for Michigan People 


Live Agents Can Secure 


Liberal Contracts 
WRITE US 


ELMER H. DEARTH ; : : 





Up-to-Date Policies 


President 
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CASUALTY REINSURANCE 


EMPLOYERS INDEMNITY 
CORPORATION 


35 Nassau St. KANSAS CITY insurance exchange 


NEW YORK Commerce Bldg. CHICAGO 











The Sign of Good Casualty Insurance 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORD’S 
TEAMS ELEVATOR 
COMPENSATION GEN’L LIABILITY 





ESTABLISHED 1865 


London Guarantee & Accident Company, Ltd. 


OF LONDON, ENGLAND 







Head Office, Chicago F. W. LAWSON, General Manager 
CONKLING, PRICE & WEBB............ Gen. Agts. Illinois, Mo., Ind., 1423 Insurance Exchange, Chicago 
FRED. L. GRAY COMPANY.... .-Northwestern Managers, 328-336 Security Bank Bldg., Minneapolis 
RAYMOND & RAYMOND.......,.....-0ess00 General Agents, Southern Michigan, Journal Bldg., Detroit 


LL & SON.. ...General Agents, West Virginia, Board of Trade Bldg., Wheeling 
Agts., Northeastern Ohio, 337 Superior Avenue, N. W., Cleveland 
>» C, ..Gen. Agts., So. Ohio, 1217-18 First Nat. Bank Bldg., Cincinnati 
HANSEN & ROWLAND, Inc., Gen. Agts., Wash., 214 Tacoma Bldg., Tacoma; 1708 L. C. Smith Bldg., Seattle 
THE MERRILL, DODGE & JACKSON CO........ Gen. Agts., Lucas Co., Produce Exch. Bldg., Toledo, Ohio 
O’CONNOB HROS.-McCUNE AGENCY. .......cccccccccccccsccccccs Dist. Agts., Savings Bldg., Lima, Ohio 

















HoTEL RONTENELLE 
OMAHA, NEB. 
H. EDGAR GREGORY, Manager 


330 Rooms—330 Baths 


RATES 


One person s ‘= i» «2. Re 











Two persons - - $3.50—$7.00 
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— Federal Savings and Insurance Co. § 


FOUNDED 1889 
INDIANAPOLIS 

Specializing on monthly Premium Health and Accident 

with non-classification of risks. Benefits paid weekly. 




















F Policy includes $100.00 funeral benefit. 1 

Representatives Wanted in Indiana and Illinois, Our Victory Policy Will Interest You. @ 

@ S820 an SF een amas 8 
Chas. L. Nicholson, President Harry R. Wood, Secretary 


THE INTER-STATE SURETY COMPANY 


REDFIELD, SOUTH DAKOTA 
WE}ISSUE 


DEPOSITORY, FIDELITY BONDS JUDICIAL, OFFICIAL and 
WAREHOUSE MISCELLANEOUS 


PLATE GEASS and BANK BURGLARY INSURANCE 














soup | LHE METROPOLITAN CASUALTY 


ENTERPRISING INSURANCE Co. OF NEW YORK 
LIBER AL Home Office: 47 CedarSt., New York City 


PROMPT PLATE GLASS, BURGLARY, ACCIDENT, 
HEALTH INSURANCE 




















head was ruptured and death ensued as 
the proximate result thereof. That at 
the time her husband witnessed the fire 
he was in or néar his room in a hotel 
and he accidentally fell, his body strik- 
ing the floor with great force, and 
whereby a blood vessel in his head was 
ruptured and as the direct result thereof 
he died three days later. It was alleged 
that death was the direct result of both 
the great excitement caused by the acci- 
dental fire and burning of the helpless 
man and his accidental fall 





Texas Accidents Number 30,604 


AUSTIN, TEX., June 10.—The report 
of the Texas Industrial Accident Board 
for the month of April shows that 3,574 
accidents were reported during the 
month, making a total of 30,604 acci- 
dents reported since the beginning of 
the fiscal year on Sept. 1, 1918. Fourteen 
fatal accidents were reported in April, a 
total of 129 since the beginning of the 
fiscal year. 

In April the number of claims filed 
was 874, a total of 6,194 for the fiscal 
year. The amount of compensation paid 
by insurance companies was $33,573 in 
April, a total of $404,325 for the fiscal 
year; amount of medical expenditures, 
doctors’ bills, medicines and hospital 
fees by insurance companies in April, 
$6,542, a total of $102,316 for the fiscal 
year. 


Change in Representation 


NEW YORK, June 11.—In the future 
all personal accident and health business 
written in eastern Massachusetts through 
Gilmoer, Rothery & Co. of Boston will 
be reported direct to the head offices of 
the Fidelity & Casualty instead of 
through the E. E. Clapp & Co. general 
agency of New York City as heretofore. 
Similarly, the Rhode Island business of 
the company controlled by the Goss 
agency of Providence will be sent to 
the home office direct. 

Southern New Jersey, part of the ter- 
ritory formerly under the jurisdiction of 
the Clapp agency, has been placed under 
the management of the Philadelphia 
branch, which now handles all of the 
company’s lines. 

A Harrisburg agency has recently been 
opened by the Fidelity & Casualty, re- 
porting to Philadelphia. Its immediate 
management will be in the hands of H. H. 
Campbell, who will divide his time be- 
tween Harrisburg and Altoona, in which 
latter town he has been working for 
some time. 


Business Men’s Celebrates 


On June 10, the Business Men’s Acci- 
dent of Kansas City, of which W. T. 
Grant is secretary, celebrated its tenth 
anniversary. Since organization, the as- 
sociation has benefited its members to 
the extent of more than $2,000,000 on ac- 
count of death or disability from sick- 
ness or injury and has more than 80,000 
policies in force on which the annual 
premium income is more than $1,000,000. 


| In celebration of its anniversary, the 


association is issuing its new full life 
indemnity combination policy. Under this 
contract, members will be paid indemnity 
for either sickness or injury as long as 
totally disabled, whether for one day or 
the remainder of their life. 





Casualty Notes 


Moore & Moore, of Waco, Texas, have 
recently taken over the agency of the 
Aetna casualty lines in that territory. 

L. W. Langlois, assistant manager of 
the Illinois branch of the National Work- 
men’s Compensation Bureau, has been 
transferred to the Rhode Island office as 
manager. 

A code of ethics governing the rela- 
tions of the membership companies with 
one another and with the general public 
has been adopted by the National Asso- 
ciation of Mutual Casualty Companies. 


Members of the advisory board of the 
Southern Surety of Des Moines met with 
the department heads and agents in Des 
Moines numbering 100 and planned for 
an extension of the agency work in Iowa. 
Iowa will have agencies in every section 
under the new _ system. Among the 
speakers were John L. Bleakly, president 
of the Towa National Fire: Attorney 
General H. M. Havner and officers of the 


| company. Cc. S. Cobb, presided. 


John A. Lapp, who conducted the 


| health and old age insuranec commis- 


| sion investigation in Ohio which made 


its report to the last legislature, has 
become managing editor of ‘Modern 
Medicine,” a new monthly magazine for 
those interested in administrative, indus- 
trial and social health problems, which 
will be published from 58 East Washing- 
ton street, Chicago. 
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LITTLE STUDIES 
Some Information Agents Can Use in Their 
Contact With the Public 
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OHN J. BODERICK, president of 
the Boderick & Bascom Ro . 
Company of St. Louis, manufacturers 
of wire rope and aerial tramways is 
one of the big factors in the St, Louis 
Chamber of Commerce. He took an 
active interest in workmen’s compen- 
sation legislation and gave the syb. 
ject much study. Mr. Broderick says 
to THe NATIONAL UNDERWRITER there 
is no real demand for state insurance 
in connection with workmen’s com. 
pensation from any standpoint. There 
is a fictitious demand which has been 
developed by a few labor leaders who 
wish to perpetuate their jobs, enlarge 
their spheres of influence by creating a 
new political machine in all the states 
where there is a real possibility of 
securing the funds, therefore, the work. 
men’s compensation act. 

Mr. Boderick feels that a state 
workmen’s compensation fund is dan- 
gerous from a political standpoint as 
well as a business one. He does not 
believe in mixing business with poli- 
tics. He declares that state insurance 
is not a local question but a national 
menace. He feels that a state monop- 
oly of workmen’s compensation js 
inimical to the workmen’s interests and 
in no way assists in giving better 
service. He declares that the opposi- 
tion of employers to monopolistic 
state insurance has no connection with 
the casualty companies nor any other 
form of insurance. He _ holds that 
there have been many perversions of 
facts in the arguments presented by 
the state advocates. Mr. Boderick 
takes the position that the workmen’s 
compensation issue should be decided 
on its merits as to what is best for 
employees, keeping in mind at the same 
time that the employer should be made 
to pay only what is fair. 


LITTLE PROFIT FOUND 
IN PLATE GLASS LINE 


(CONTINUED FROM PAGE 23) 


loss ratio of 47.84%, the companies 
would have had to face one of nearly 
60%. 
Rate Maker Has Problem 

Under the conditions that have pre- 
vailed the task of the official plate glass 
rate maker has not been an easy one. 
His first problem was to equalize the 
rates on the basis of the old prices of 
plate glass and then to adjust in ac- 
cordance with the increased cost of 
glass in any given locality. The difi- 
culties to be encountered in solving this 
problem have been @reatly increased 
in those localities where the previous 
rates had been cut down below the 
safety line. In such localities the re- 
quired rates under existing conditions 
may appear as almost a_prohibitory 
advance, while in reality, had adequate 
rates been in vogue at the time of the 
several increases in the price of glass, 
the advanced premium rate that was 
found necessary would only have been 
commensurate with price conditions 
as existing in the plate glass market. 

The advances in premium rates that 
have been made have, in fact, netted 
the companies just about enough to 
keep the loss ratio for 1918 down to 
that of 1917—the exact figures being 
47.84% for 1917 and 47.84% for 1918. 
This loss ratio is still considerably 
above normal, but it does show that 
in 1918 just about sufficient additional 
rate—and no more—was changed to 
keep pace with the rising price of glass. 

It is safe to say that the average 
premium rate to-day, throughout the 
country is still inadequate to produce 
a profit and that there must be either 
a further increase in rates or else a fe 
duction of expense if there is to be any 
expectation of profitable results. 






















/PPosi- 
olistic 
n with 

other 
that 
ons of 
ed by 
derick 
kmen’s 
lecided 
st for 
e same 
> made 


) 
LINE 


\panies 
nearly 


ye pre- 
e glass 
sy one. 
ize the 
ices of 
in ac- 
ost of 
ie diffi- 
ng this 
creased 
revious 
yw the 
the re- 
ditions 
ibitory 
lequate 
of the 
f glass, 
at was 
ve been 
iditions 
market. 
es that 

netted 
ugh to 
own to 
s being 
yr 1918. 
derably 
yw that 
ditional 
iged to 
of glass. 
average 
out the 
produce 
e either 
Ise a re- 
» be any 
s. 


~ June 12, 1919 








THE NATIONAL 





UNDERWRITER 


CASUALTY 27 











=a 





—— 








CASUALTY AND SURETY COMMENT 














a 








_ PERSONAL GLIMPSES OF CASUALTY MEN 





Adjusting Liquor Losses 


Waen the present burglary policy 
was framed, it was provided that in the 
event of a loss, the company carrying 
the risk should be held liable for the 
market value of the goods stolen, at 
the time of the loss. Until now, this 
has given the burglary companies the 
benefit of depreciation in the value of 
clothing, furs and all kinds of wearing 
apparel and ordinary jewelry. Since 
the war, however, the price of diamonds 
has advanced noticeably, and at the 
present time the burglary companies 
are puzzling over what shall be done 
in the adjustment of whiskey losses. 

All residence burglary policies cover 
stocks of whiskey stored in private 
houses, and until recently, there have 
been practically no losses upon liquor 
stocks in residences. Within the past 
six months these losses have become 
frequent, and in the adjustment it is 


dificult to establish a market value. 
For instance, where Scotch whiskey is 
stolen, the settlement of the claim is 
never satisfactory to the assured, be- 
cause the liquor is highly valued, and 
yet for some time it has been impos- 
sible to obtain Scotch whiskey #n the 
United States. The same is true of 
other well known brands of whiskey 
which have not been on the market 
for some time, and upon which it is 
difficult to establish a basis for adjust- 
ment. It is probable that companies 
will be forced to fix an arbitrary limit 
upon the amount of whiskey stored in 
residences for which they will be liable, 
and also to establish a market value 
for whiskey to be named in the policy 
in order to avoid confusion, and dis- 
satisfaction over the settlement of the 
claims. Unless something of this kind 
be done, friction will ensue. 


Danger of Personal Bonds 


PersoNAL surety is at all times a 
dangerous thing, but its weakness is 
very well illustrated in the case of ad- 
ministrator’s bonds. Upon the death 
of her husband, a woman ordinarily 
turns for assistance to the man who 
was his best friend and such a man is 
usually appointed administrator. His 
bond is signed by a personal friend and 
he proceeds to delve into the affairs of 
the estate. Under such circumstances, 
the administrator will not go about 
things in a strictly impersonal manner. 
He does not feel his obligations so 
keenly as a total stranger would. He is 
not inclined to observe so closely the 
exact letter of the law. He is very 
likely to exceed his authority in the 
exercising of what he believes to be his 
better judgment. If he happens to 
need some of the funds to which he has 
free access, he will take them, or as 
he will term it “borrow” them with no 
intention of course of defrauding, but 
simply with the idea of tiding himself 
over some financial stringency. 


Outlook Is 


Surety men are of the opinion that the 
conditions in the contract field are much 
more promising. Some companies have 
had a survey made of the whole country 
and the feeling exists that the wholesale 
dealers and factories feel that unless the 
Prices of material are lowered all sorts of 
work will be held back. From many quar- 
ters comes the information that the deal- 
ers are now going over the situation and 


If there is a growing business to be 
disposed of, it must be sold imme- 
diately and not tampered or experi- 
mented with. The wife is very likely 
to allow an administrator of this kind 
wide latitude, and the temptation to 
exceed the power fixed by law is great. 
It is possible for an estate to be 
seriously dissipated with this sort of 
handling. The personal friend who 
signs the administrator’s bond may 
find himself seriously embarrassed by 
reason of the administrator’s handling 
of the estate. 

If a corporate surety bond were car- 
ried in such a case, the widow would 
not only be entirely certain of being 
indemnified, but there would be an ad- 
ditional moral effect upon the ad- 
ministrator that would cause him to be 
more exacting in the discharge of his 
duties. A surety company, with its 
big organization and rigid require- 
ments always commands respect, and 
requires those bonded to more faith- 
fully carry out their prescribed duties. 


Promising 


that prices will be reduced to that extent 
where there will be activity in building, 
road making and various other lines call- 
ing for contract bonds. In some cases 
contracts have already been let if prices 
can be secured that are satisfactory. The 
architects seem busy getting out plans. 
Just as soon as prices are satisfactory, 
contracts will be let. Surety men find 
many estimates are now being made. 


Need for Better Laws 


A NuMBER of cases have arisen recently 
where a newly elected public official pur- 
chased a corporate surety bond, the pre- 
mium being paid by the bank to which the 
depositing of the city or county funds was 
Promised. As the public official became 
aware of the fact that he was liable for 
the funds, even though the bank failed, 
the full importance of being thoroughly 
safeguarded was understood and a de- 
Pository bond required, from the bank. 
The bank having paid the premium on 
the public official bond declined to ad- 


vance any further money to pay for a 
depository bond, and in order to meet the 
issue, presented the public official with a 
personal surety bond. 

Cases like this, of course, come up in 
states not having laws providing the pay- 
ment of the premium for a public official 
bond out of the public funds. There is 
still much personal surety given in the 
southern and New England states. In 
these communities it seems impossible to 
pass a law eliminating personal surety on 
public officials. 


Captain David H. Keller, who left a 
large medical claim practice with com- 
panies to enter the service, is now con- 
fined to the base hospital at Camp 
Grant, Rockford, Ill. He is suffering 
from a breakdown caused by overwork 
and will probably be transferred to a 
Chicago hospital. He expects to be 
discharged in about a month or six 
weeks and will then resume his practice 
at his old headquarters in Chicago. 


Vernor Martin Ray, son of C. W. 
Ray, secretary of the Hoosier Casualty 
of Indianapolis, was married last week 
to Miss Ruth Schrader of Indianapolis. 
Vernor Ray is auditor of the Hoosier 
Casualty and one of its directors. He 
was in the army, having been dis- 
charged last December. He has made 
good and is one of the coming men in 
the business. 





Wm. T. Haynes has become asso- 
ciated with the Alford & Blaker Com- 
pany of Chicago, general insurance 
men and managers of the Maryland 
Casualty. Mr. Haynes will take charge 
of the casualty department of the 
office. He is an experienced casualty 
man, having been schooled in home 
office, field and managerial duties. His 
last position was resident manager of 
the Maryland Casualty at Denver. 


Mrs. Roscoe R. Gilkey, wife of the 
secretary of the Surety Association of 
America, was accidentally killed by a 
suburban express train at Kenilworth, 








prior to 1912, Chicago manager of the 
American Surety and upon his removal 
to New York continued to maintain 
his home in Kenilworth. Mr. and Mrs, 
Gilkey spent a part of each year in 
Kenilworth. Before joining the Surety 
Association, Mr. Gilkey was connected 
with the American Surety for over 20 
years. 

Edward E. Gould of Des Moines, 
Iowa, has been elected by the work- 
men’s compensation governing board 
of Tennessee as manager of the Ten- 
nessee Compensation Rating and In- 
spection Bureau, and will open offices 
in Nashville, Tenn., this week. The 
governing board, which chose Mr. 
Gould for this important position, is 
composed of representatives of six in- 
surance companies and Leslie K. Ar- 
rington, commissioner, who is chair- 
man of the board. 

Mr. Gould has served in a similar 
capacity in Iowa and in Nebraska. Ac- 
cording to Mr. Arrington, Mr. Gould 
was selected on account of his experi- 
ence and efficiency, no other feature 
being considered in making the choice. 


M. R. Johnson, resident secretary for 
Frankfort General at San Francisco for 
the past three years and with that com- 
pany since 1912, has been appointed 
resident manager for Ocean Accident 
& Guarantee there, succeeding his 
brother, H. B. Johnson, Jr., who re- 
signed to become casualty manager for 














| Move on Foot to Apply Clause to Mer- 
cantile Stocks in New York 
City 


NEW YORK, June 10.—The special 
committee of the Burglary Insurance 
Underwriters Association considering 
the application of the coinsurance 
clause to certain classes of risks, is 
prepared to report, and it is probable 
a special meeting of the organization 
will be called at an early date to hear 
its findings and recommendations. 

The plan, tentatively agreed upon by 
the committee, provides for use of 
the 80 percent clause upon all policies 
covering risks in Group 5 of the manual, 
located in New York City. The list of 
materials in the group, includes: silks, 
furs, linen laces, silk laces, hand em- 
broideries, feathers, velours, veilings, 
silk braids, silk velvets, plushes, or 
articles completely made from any of 
the foregoing. 


To Specify the Material 


So far as experience records, no single 
loss upon any of the above has ever ex- 
ceeded $25,000. Hence, underwriters feel 
that if a policy for that amount be taken 
out the assured will have secured full 
coverage, although the total value of 
the stock may be greatly in excess of 
the sum. Use of the coinsurance clause 
will only be mandatory where the values 
are below $25,000. 

It is further recommended that policies 
be written to cover specified materials. 
Thus, if silks are insured, the policy must 
not be extended to indemnify for loss of 
plushes or feathers, which latter will 
have to be insured separately. 

Losses upon bulk silks continue to be 
excessive, the police seemingly being un- 
able to check the activity of the thieves, 
despite the prodding to which they are 
subjected by the suffering merchants and 
manufacturers. 

Providing the recommendation of the 
special committee meets with the favor 
of company managers generally, use of 
the coinsurance clause will be restricted 
to the metropolitan district, where re- 





Ill., a suburb of Chicago, this week.| the Marsh & McLennan General 
Mr. Gilkey was for a number of years | Agency of San Francisco. 

| WITH BURGLARY UNDERWRITERS 

MAY TRY COINSURANCE PLAN | sults can be closely watched. Should 


these prove satisfactory, its use eise- 
where would undoubtedly follow. 

Not a few underwriters would like to 
see the coinsurance clause applied to 
residence as well as mercantile business, 
holding that the percentage of under- 
insurance in the former case is greater 
than in the latter. 





Daring Bank Holdup 


A wire from New Orleans announces 
the loss, through a daylight holdup, of 
$15,000 by the Algiers branch of the 
Interstate Trust & Banking Company. At 
midday a lone highwayman held a pistol 
at the head of the bank cashier and 
compelled the surrender of a batch of 
notes and negotiable securities, upon the 
receipt of which he made good his es- 
cape. 

This is but one of a number of similar 
happenings reported to the burglary in- 
surance companies in recent months, and 
evidenced the growing seriousness of a 
hazard that a few years ago was so 
lightly regarded that underwriters cov- 
ered holdup liability without thought of 
asking additional premium therefor. 





Resigns from Association 


The New Jersey Fidelity & Plate Glass 
has resigned from the Burglary Under- 
writers Insurance Association because 
the organization decided to abandon the 
$500 policy. The New Jersey believes 
that the $500 policy should stick and its 
agents therefore will sell it. 


May Revise Commission 


SAN FRANCISCO, CAL., June 11—The 
governing committee of the Casualty 
Underwriters Board of California reports 
good progress in the work of securing 
the views of members on the proposal 
to revise the commission rules on public 
liability and automobile business in Cali- 
fornia. The committee expects to report 
to the board within a week or ten days, 
when it will be decided whether the pres- 
ent commission rates shall be revised. 


Why is the circulation of the Casualty 
Review growing by leaps and bounds? 
There are reasons. A sample copy will 





explain. Send for one to 1362 Insurance 
Exchange, Chicago. 
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AMERICAN BONDING 
CASUALTY COMPANY 
SIOUX CITY 


SURETY — 


we a 


v 
Over $700,000.00 in Sioux City, lowa Writing Surety and 
approved securities ; Fidelity Bonds, 








Insurance Depart- 
ment or protection 
of Policy -holders. 


Casualty lines in 
fourteen States. 


Assets, Dec. 31, 1918 
$1,365,275.23 












































Business- Builders 


Developing 


Fidelity and Surety Bonds, Automobile, 
Elevator and General Liability, Accident, 
Health, Burglary and Plate Glass Insurance 


Appreciate the co-operation of the 


Massachusetts Bonding 
& Insurance Company 


BOSTON T. J. FALVEY, President 
Write for Territory 
























W. R. WILLS Cc. R. CLEMENTS 


Paid-in Capital $1,500,000 
Vice-Pres. Sec’y and Treas. 


THE NATIONAL 
LIFE & ACCIDENT INSURANCE CO. 


OF NASHVILLE, TENNESSEE 


Capital, $300,000.00 
| Record For 





Money-Making Contracts 
For Good Agents 





Growth Unsurpassed 




































The Republic Casualty Co. 


_ PITTSBURGH, PA. 





Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 


























Utah Law Considered Prohibitive by 
London Guarantee, Hartford Acci- 
-dent and Employers Liability 





If recent decisions of the state in- 
dustrial commission in increasing rates 
charged by stock companies for work- 
men’s compensation and by decreasing 
the rates charged by the state fund 
do not drive some of the companies 
from the Utah field, amendments made 
to the law by the last legislature are 
doing so. 

Three companies have notified Com- 
missioner Rulon S. Wells, that they 
will withdraw from Utah. They are 
the London Guarantee & Accident, 
which last year collected $130,000 in 
premiums from Utah employers, the 
Hartford Accident & Indeminity com- 
pany and the Employers’ Liability. The 
two last have transacted but a small 
amount of compensation insurance in 
Utah and‘that of a re-insurance nature. 


Impossible to Write Business 


One company transacted more com- 
pensation business than did the London 
Guarantee according to Mr. Wells. 
That was the Aetna Life’s accident de- 
partment. In writing to Mr. Wells, F. 
W. Lawson, United States manager for 
the London ‘Guarantee, says he be- 
lieves that it is impossible for “any 
stock or mutual company to write bus- 
iness in your state.” This letter came 
in response to a circular sent out by 
Mr. Wells calling attention to the re- 
quirements of the new law. 

The provision to which particular ex- 
ception is taken is that which provides 
that “any stock corporation or mutual 
association must write and carry all 
risks or insurance for which applica- 
tion may be made to it” which are 
within the liability limit, and that “any 
carrier assuming a risk shall carry it 
to conclusion of the policy period un- 
less cancellation is agreed to by the 
industrial commission and the em- 
ployer. 

Rates Increase as Fund Lowers 


In passing this law it was the avowed 
intention of the legistature to prevent 
stock companies from taking the “cream 
of business” and leaving the less desir- 
able risks for the state fund. The re- 
quirement is something unheard of in all 
insurance experience, according to insur- 
ance men, however. On the top of this 
the industrial commission has seen fit to 
increase rates which companies must 
charge for workmen’s compensation in- 
surance and to reduce rates in the state 
fund. . 

To discuss the situation in Utah, a 
meeting of the National Workmen’s Com- 
pensation Service Bureau will be held in 
New York June 10. All companies doing 
a compensation business in the state, ex- 
cept one, belong to this bureau. To at- 
tend this meeting, C. L. Smith of Salt 
Lake City, of Ed D. Smith & Sons, is 
en route to New York, His firm represents 
the Aetna Life. It is understood that 
this meeting will decide whether all com- 
panies will withdraw from the Utah field 
and thus force all of the compensation 
insurance into the state fund. If they de- 
cide to remain the bureau probably will 





Surety Man Wanted 











Agents Wan ed: To sell an unrestricted Acci- 
dent and Health policy costing $9.00 quarterly. 
Covers every disease and every accident. Lib- 
eral commission paid to live producers. 

Central Business Men’s Association, 
Westminster Bidg., 
CHICAGO, ILL 





H. G. ROYER, Pres 
C O. PAULEY, Secy. & Treas 











A large middlewest surety and 
casualty company has opening 
‘ for young man experienced in 
surety underwriting to act as 
assistant to manager and competent 
to handle details. State experience, 
references and salary expected in first 
letter. Address 58-V, care The 
National Underwriter. 








rates they will be willing to stay, 
The manual committee of the 
advised the industrial commission that j 
had submitted for approval a reyj : 
multiplier of 3.15 plus .01 beginning Jul 
1, as against the present rating of in 
plus .01. The commission, however fixea 
the multiplier for companies at 2.72 pl 

.01, while the state fund is placed at a30 
allowing a differential in favor of the 
state fund. . 
The meeting also will consider th 
action of the commission in deter : 
upon the multiplier. 
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Mining 





WAS PROBABLY SELF INSURED 





No Definite Data on Delaware & Hud. 
son Coal Company Disaster as to 
Compensation 





NEW YORK, June 11.—Although 
not known definitely, the conviction 
generally held in casualty underwriting 
circles of this city is that the Delaware 
& Hudson Coal Company, in whose 
Wilkesbarre, Pa., mine a serious dis. 
aster occurred some days ago, was a 
self-insurer, and must meet the com. 
pensation claims out of its surplus 
funds. The risk, of course, could not 
be covered by any individual insurance 
office, and was not held by the Asso. 
ciated Companies, hence, the belief of 
underwriters that the coal company 
elected to assume the liability itself, 

Under the law of Pennsylvania, 
passed several years ago, and not since 
amended, the compensation allowed for 
miners meeting death through acci- 
dent, is 60 percent of the average 
weekly wage—graduated according to 
the number of dependents had by the 
deceased—and with a maximum of 
$12.00: the maximum period of time 
being three hundred weeks. 

As 78 persons are reported killed in 
the Wilkesbarre accident, the aggregate 
loss to the operating company will be 
a substantial one. Railway corpora- 
tions having subsidiary coal companies 
are allowed by the Railway Administra- 
tion to insure the latter, and a number 
of them do so through the Associated 
Companies. 

The Wilkesbarre disaster, following 
closely that of the Douglas Starch 
Works at Cedar Rapids, Iowa, empha- 
sizes the contention of the stock cas- 
ualty men, that a constant liability for 
large aggregate losses exists in great 
industrial establishments, and that it is 
the part of wisdom to safeguard 
against such result through the medium 
of strong aggregation of insurance cap- 
ital. 


ORGANIZE MISSOURI BUREAU 





Companies Arrange for Rating System 
Under the New Workmen’s 
Compensation of the State 





Inasmuch as the Missouri work 
men’s compensation laws will go into 
effect this year the compensation writ: 
ing companies held a meeting in St. 
Louis and organized the Missouri Com- 
pensation Rating & Inspection Bureat 
The rates for workmen’s compemst 
tion under the new act effective Nov. 
28 have already been filed on behalf 
the conference companies by the Na- 
tional Workmen’s Compensation Set 
vice Bureau and on behalf of the mt 
tuals by the National Association ¢ 
Mutual Casualty Companies wil 
maintains an actuarial bureau in New 
York. The employers liability ptt 
miums ran normally about $3,000,000 4 
year in Missouri. The workmens 
compensation premiums, of course, 
be much heavier. Superintendent 
L. Harty of the Missouri departmett 
invited the various companies to 
represented at the meeting. 




















adopted for the bureau is known as the 
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«nig plan and seems to be entirely 
Vingeactory to all classes. It has been 
xdopted in Tennessee masmuch as the 
pie compensation law in that state will 
also go into effect this year. The plan 
is modeled very largely after the New 
York and Pennsylvania* bureaus and 
provides for joint control and equal 
representation, of participating and 
non-participating carriers. The plan 
also provides for central inspection by 
the bureau and for affiliation of the 
jocal bureau with the “National Refer- 
mittee.” 

3  iichelbacher, actuary of the 
National Workmen’s Compensation 
Service Bureau and E. F. Garnett, field 
secretary of the bureau were present 
as were John M. Bessey, manager of 
the National Association of Mutual 
Casualty Companies. Interinsurers 
were also represented. On the govern- 
ing committee the mutuals chose the 
Consolidated Underwriters, the Integ- 
rity Mutual Casualty and the Casualty 
Reciprocal Underwriters. The stock 
companies chose the Hartford Acci- 
dent & Indemnity, Ocean Accident and 
Aetna Life. Manager Babson of the 
Casualty Reciprocal Exchange and_L. 
T. Block of the Utility Indemnity Ex- 
change announced on behalf of the 
reciprocals that they would file ten- 
tatively the same rates as filed by the 
mutual and stock companies. The mu- 
tuals announced that their rates were 
identical with those filed on behalf of 
the conference companies. 


Employers Mutual Elects Officers 


The Employers Mutual Liability of 
Wausau, Wis. at the eighth annual 
meeting of the board of directors, 


elected the following officers: Presi- 
dent, McCullough, Wausau; 
vice-president, W. E. Brown, Rhine- 


lander; Mitchell Joannes, Green Bay; 
M. A. Wertheimer, Kenosha; George 
E. Foster, Mellen, and A. Hirshheimer, 
LaCrosse; treasurer, B. F. Wilson, 
Wausau; secretary and manager, H. J. 
Hagge, Wausau. 





Wisconsin Gas Committee 


The Industrial Commission of Wis- 
consin has appointed the following ad- 
visory committee on acetylene gas haz- 
ards: Sidney J. Williams, secretary, 
National Safety Council, Chicago; P. 
D. Estes, Chicago, U. S. Bureau of 
Explosives; Frank Ohde, Milwaukee, 
Wisconsin Federation of Labor; Wil- 
liam J. Fairbairn, secretary Milwaukee 
Metal Trades and Founders’ Bureau; 
Jerry Sullivan, Wisconsin Inspection 
Bureau; Julius P. Heil, Milwaukee, 
representing manufacturers maintain- 
ing their own acetylene gas plants; 
Prof. O. W. Kowallke, University of 
Wisconsin; M. A. Edgar, Milwaukee, 
boiler inspector, Industrial Commis- 
sion. Mr. Edgar is designated secre- 
tary of the special committee. 


Will Revoke Licenses 


Commissioner John B. Sanborn, of 
Minnesota, has advised all compensation 
writing companies that he will enforce 
rigidly the provision of the drastic act 
Passed by the last legislature on the mat- 
ter of settling claims. This provides that 
companies whose representatives are 
guilty of fraud, misrepresentation or cul- 
pable, persistent and unreasonable delay 
mm making settlements shall have their 
licenses revoked. The commissioner may 
take such action on recommendation of 
the commissioner of labor or on the 
complaint of any interested person. The 
commissioner must hold a hearing on 
the case and the company ousted may 
appeal to the district court for a review 
of the case. In-his circular Commissioner 
Sanborn says that the victory or defeat 
of state insurance two years hence will 
depend largely on the conduct of the 
companies from now on. 





Report on State Fund 
ALBANY, N. Y,, 
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outside actuary or accountant since first 
constituted. I recommend that the whole 
State Insurance Fund be investigated 
from start to finish by a competent ac- 
tuarial accountant.” 

Mr. Connor submits that the fund is 
solvent, but that it is dilatory in col- 
lecting premiums. The employes, he 
Says, are not doing the best work pos- 
sible and discrimination is practiced in 
favor of special groups. Mr. Connor re- 
ports, “There is an unreasonable delay 
in making payments of compensation to 
injured workmen out of the State In- 
surance Fund,” and “the State Insurance 
Fund pays far more attention to getting 
work for favored doctors than it does to 
paying compensation to claimants.” 





Safety Convention in August 


DENVER, COLO., June 10.—The Colo- 
rado state labor department is arranging 
for a convention of representatives of all 
institutions and departments whose work 
affects safety, sanitation and ventilation 
conditions in this state, with the idea of 
standardizing the requirements and elim- 
inating conflict of orders that have 
proven a serious handicap in the past. 
Representatives of insurance companies 
who carry industrial risks will be invited 
to attend. The first convention will be 
held some time in August. 


Ralph Smith Was Active 


Ralph W. Smith of Denver, vice- 
president of the National Surety in the 
western department office, was one of 
the busiest men during the war period. 
He made a splendid record that is re- 
markable because he carried on his 
regular business and yet was able to 
devote much attention to the different 
war activities. From the beginning of 
the National Security League before 
the war and up to March 30, he was 
chairman of the executive committee 
of the Denver branch. He was also 
executive chairman of the League for 
National Defense in Colorado. Before 
the war started, in one of the largest 
meetings ever held in Denver, this 
League passed resolutions favoring the 
selective service system. 

Mr. Smith was a member of the 
Citizens Recruiting committee that 
sent out of Colorado one of the finest 
units of the National Guard. He was 
also food administrator for the city and 
county of Denver. He was state in- 
spector for the American Protective 
League and was president of the 100 
Percent American Loyalty Club of 
Denver. In addition he took an active 
part in all the Liberty loan campaigns 
and other war activities. 


London Guarantee Report 


The New York department has made 
public its report of the examination of 
the London Guarantee & Accident, the 
figures being brought down to Dec. 31 
last. Its assets are $12,046,060; loss and 
claim reserve, $5,572,576; premium re- 
serve, $2,929,197. The surplus over all 
liabilities is given as $1,682,484, or more 
than double the amount claimed by the 
company in its annual statement. The 
report concludes as follows: 

“This report shows the company to be 
in a sound financial condition, with ad- 
mitted assets of $12,046,060.13, and a sur- 
plus over all liabilities of $1,682,484. Since 
the last examination of the company its 
premium income has increased from $4,- 
508,887.41 to $10,964,987.48. Adequate re- 
serves are being maintained to provide 
for the increase in liabilities which 
necessarily attach to such a material 
growth in business. The company’s af- 
fairs are being efficiently and conserva- 
tively conducted and fair and equitable 
treatment has been accorded policyhold- 
ers and claimants.” 


Employers Indemnity’s Plan 


The Employers Indemnity of Kansas 
City, now that the merger with the 
Kansas City Casualty has been com- 
pleted, will put on considerable steam. 
Its stock will be increased to $600,000 
by issuing a portion of the increase to 
stockholders of the Kansas City Casualty 
for the assets of that company. The re- 
mainder of the increase has been allotted 
to, and will be fully subscribed by pres- 
ent stockholders of both companies. The 
directors will be increased from 19 to 21. 
With the increase of capital stock to 
$600.000 the surplus will be increased to 
about $320,000. The charter of the Em- 
ployers Indemnity will be extended to 
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ChicagoBonding&Insurance Co. | 


LINES OF INSURANCE WRITTEN 


























Bonds Insurance 
Fidelity Accident 
Official Health 
Judicial Liability 
Contract 
; Automobile 
Depository 
; Plate Glass 
Miscel- 
laneous Burglary 
Surplus to 
Assets Capital Policyholders 
$1,780,412.00 $500,000.00 $1,402,255.00 


O. F. ROBERTS, Vice-Pres. and Gen. Mgr. 








Home Office:—CHICAGO, III. 














Emory H. English, President Joel Tuttle, Secretary 
HOME OFFICE: 715 Locust St., DES MOINES 


FIDELITY AND COMPENSATION 
SURETY BONDS AUTOMOBILE 


BURGLARY PUBLIC LIABILITY 





Admitted Assets........ eocccceccece eecccccccccccccoccs oseceeeee$1,491,840.87 
Liabilities and Reserves ............ccccccccecccsceceece senceeee 573. 

Paid Up Capital ..... Bc ddndhaecatadddadedqasesnaecacecdaaadecana 1,000,000.00 
Surp! eeeedceceeceecccces Ses haceeccseseqcesacecccsosocesecoeses 401,267.26 


$1,016,800.00 in Approved Securities on Deposit with Insurance Department of Iowa 








Bring Home the Bacon 
By Selling 
THE $10,000 PARAMOUNT ACCIDENT 
OR DISABILITY POLICIES OR THE 
AUTOMOBILE ACCIDENT POLICY FOR 
$5 PER YEAR 


American Casualty Company 
READING, PENNSYLVANIA 


WRITE FOR PARTICULARS 

















The Mutual Plate Glass Insurance Co. 
Shelby, Ohio 
Organized 1883 


HENRY WENTZ, President L. A. DENNIS, Sec. and Gen’l Agent 
The only Ohio Company Specialising on Plate Glass Insurance. Not an Experiment. 


SERVICE TO OUR REPRESENTATIVES AND POLICYHOLDERS 
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Capital Assets 
$500,000.00 $1,000,000.00 
ini ace oe: 

d inneapolis 
Fidelity & Surety Bonds Grand Rapids 
Plate Glass, Burglary Helena 
Health & Accident Dallas — 
Automobile Liability St. Louis | ‘ 

Kansas City 
Property Damage and St. Paul 
Collision Insurance San Francisco 




















AUTOMOBILE AGENTS WANTED—Licensed in Neb., Iowa, 
Kansas, Mo., Texas, Utah, Mont., Calif., N. Dak., Minn., S. Dake Mich. 


LION BONDING & SURETY CO. 


HOME OFFICE: OMAHA, NEBRASKA 

















GEORGIA CASUALTY COMPANY 


Surplus and Reserves to 


Policy Holders, $2,030,162.08 


MACON GEORGIA 











AMERICAN INDEMNITY COMPANY 


HOME OFFICE: GALVESTON, TEXAS 


Financial Statement as of March 31st, 1919. 
RSNA PRES Stich cutee ors dele s6 ae soinkneweliecnwicwesee ..-$ 500,060.00 
US 0 | ee 
NET ADMITTED ASSETS.... 


ee ee ee ee 


OFFICERS: 
SEALY HUTCHINGS, President JOHN SEALY, Vice-President 
GEO. SEALY, Secretary J. F. SEINSHEIMER, Gen’! Mgr. 
A Multiple Line Company writing Casualty Lines (except Workmen’s 
Compensation and Accident and Health) and all forms of Fidelity and 
Surety Bonds. 


Responsible Agents Wanted Where Not Represented. 

















Agents: If you desire connection with a Company rendering REAL 
SERVICE write to one of the following agencies in your territory: 
P. A. COOLING CO., General Agents, 404 Amer. Central Life Bldg., 

India> apolis, Ind. 
OSCAR R. WITTE & CO., oe nts, 403-6 Wainwright Bldg. 

it. 8, le 

FRANK V. SMITH & BROS., General Agents, 428 Reserve Bank Bldg. 

Kansas Cit: le 
E. J. MILLER, General Agent, °311 Gas & Electric Bldg. 
JOPLING & WHITESIDE, General Agents, 305 Hoyt Bldg. 

Wichita, sas 

(For Other States Write Home Office) 
We Specialize in Accident and Health, Plate Glass and Automobile Insurance. We Write All Casualty Lines. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 
- Capital, $300,000 Assets, Over $1,500,000 














The American Credit-Indemnity Co. 
of NEW YORK 
CREDIT INSURANCE ONLY 
E. M. TREAT, President 
The American’s Unlimited Policy not only provides absolute protection against abnormal Joss on 


all outstanding covered accounts, but serves to prevent losses. 
If you are a manufacterer or jobber, write for the full particulars of this service. 




















enable it to write fidelity and surety, 
plate glass and burglary lines. Dennis 
Hudson, manager of the Kansas City 
Casualty, as already announced, will be- 
come vice-president of the Employers In- 
demnity and the agency plant of the Kan- 
sas City Casualty will continue to be 
operated under his supervision. 





Mackall Makes Suggestion 


Luther E. Mackall, vice-president of 
the National Surety, submitted to every 
company in the United States a method 
for avoiding the dangers made possible 
by the recent Sykes vs. Sperow decision 
of the Oregon supreme court. 

The decision legalized oral waivers, 
by agents, of conditions in insurance 
policies without home office confirmation, 
although the policies contain a provision 
that no condition or provision may be 
waived except with the written consent 
secured by the president or a vice-presi- 
dent of the issuing company under the 
corporate seal. 

The decision, which was made last 
March, in effect, permitted thousands of 
insurance solicitors of limited knowledge 
and training to make financial agree- 
ments totaling millions of dollars every 
year without authority. 

Declaring that this decision “strikes at 
the fundamental right of an insurance 
company to make a contract,” Vice- 
President Mackall suggests that the fol- 
lowing provision hereafter be embodied 
in insurance policies or bonds: 

“The authority of the general agents 
or special agents of this company, in- 
cluding the agent issuing or counter- 
signing this bond or policy, is limited 
to securing applications for surety and 
fidelity bonds and policies of burglary 
insurance, and to the execution or coun- 
tersigning of the same where written 
authority is given therefor, and for the 
collection of premiums upon such exe- 
cuted bonds and policies. 

“The authority of all attorneys-in-fact 
for this company is limited to the acts 
to be performed as set forth in the power 
appointing such attorney-in-fact. 

“This rider to be attached to and form 
a part of bond or policy No. 
executed by the company, to .......... ? 





Elevator Liability Premiums 
Elevator liability premiums increased 
jrather generally last year. Perhaps one 
reason for this was the fact that agents 
were, because of the large number of 
girls and women employed in running 
elevators, supplied with an effective sell- 
ing argument. In all of the large cities 
in the country outside of Chicago girls 
are now running elevators in stores, 
hotels, public buildings and office build- 


scompensation law. 





ings. Even in buildings having high 


power express elevators girls are on 
job and have been for many mo; 
The work or fight order took man nthe 
away from positions as elevator pe a 
tors, and there were also many ont 
Positions paying higher wages, other 
Just how competent girls an 
are as elevator conductors ha 
been fully demonstrated, but 
cally their presence introduces 
tional hazard and this fact has 
phasized by agents making a ca: 
elevator business. Women eo 
ably not be counted upon in 
gency to keep their self-contr 
as a man would under the same circ 
stances. The very presence of a wome, 
with many employers, carries with it th 
idea of irresponsibility and lack of cual 
dence. r 
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theorsn: 
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been eM 
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Warner Made Northwest Manager 


Gaylord Warner has been g 
northwestern manager of the 
States Fidelity & Guaranty, Succeedin 
Wirt Wilson, who recently resigneg n 
open a general insurance agency in Min. 
neapolis. Mr. Warner has for some years 
been assistant general passenger agent 
of the Rock Island Railroad, with head- 
quarters at Minneapolis. 


Ppointeg 
Uniteg 


Vetoes Christian Science Bil] 


MADISON WIS., June 11.—Governor 
Philipp today vetoed the Skogmo piq 
which recognized the Christian Scence 
treatment under the workmen’s compen- 
sation law. The governor says he has 
no quarrel with anyone of mature age 
who desires to accept science treatment 
on his own responsibility. He does not 
think, however, that this treatment 
should be recognized on a par with 
medical treatment within the workmen's 
He points out the 
danger of extending the provisions of 
the workmen’s compensation law in this 
direction if occupational diseases are to 
be brought within the terms of the com- 
pensation act. 


Made Burglary Superintendent 


J. E. Duffy has been appointed super- 
intendent of the burglary department of 
the London Guarantee & Accident in its 
eastern department. Mr. Duffy has been 
with the United States Casualty for the 
past eight years, as inspector and more 
recently as assistant manager of the 
company’s burglary department. 


W. B. Swett, maanger of the automo- 
bile department of the International In 
demnity of Los Angeles, who visited the 
central west, looking over the field for 
his company, states that the Interna- 
tional does not anticipate entering IIli- 
nois just at this time. 





CASUALTY AND SURETY 


Premiums and Losses by STATES and 
by CLASSES OF BUSINESS in 1918 









































415 Locust St., St. Louis, Mo. 91 William St., New York 
' OFFICES IN ALL PRINCIPAL CITIES 
R. J. LYDDANE, General Agent 1140 Marquette Bldg., Chicago 





MINNESOTA 
Prems. Losses 
American Indem. 
Up eS Ae 7,283 5,405 
ea i} rene 
BRMOGY 65 cols biekcceiews 2 ob | eer 
Piate WiRSGs....%s:5.0< se 930 642 
Burglary & theft... me: = Vers 
Auto. & T. P. dam.. 1,885 978 
glee aa ee eee 
IOS | o a:s.0:0.5.0:0,% 12,902 7,024 
Amer. Credit Indem. 
ES ee ee 27,732 884 
Capital Live Stock 
VD POON 6 6.5 :0)5'4.a6'0:0 4,213 500 
Commonwealth Cas. 
Oa ie Tere. iets 
Conn. Gen. Life 
POTTED cin coe ois v0 9,915 1,735 
RS eee 5,251 3,260 
Jy Cig Ne -< Se 15,166 4,995 
Employers Indem. 
POCUMORG 5. a.64.0:60 6.668 5,791 7,358 
BREEN . 9.0600 banca 2,514 1,037 
Workmen’s compn.. 11,894 8,446 
Auto. & T. P. dam.. 83 272 
TODAS + ois0. 0 ko0ss 21,032 17,113 
Employers Liability 
po ee ree 15,905 3,676 
2 ne 8,910 3.07 
EAGBINCY os cgissceces 72,221 26,475 
Workmen's compn.. 112,264 63,523 
BP MOUIE vo ios cscec tse 2,721 —44 
Oe Cee ee ee ec 
ie es eee 6,476 2,518 
Steam boiler........ tie”. ere para 
Burglary & theft... 7,915 3,754 
Auto. & T. P. dam.. 12,576 5,483 
OLAS e083 sccw” Q44,828 108,466 





Prems. Losses 
Federal Cas. 
PGCIAOIE co. cch ale ce nas 20,245 8,820 
po), SS Se eRe 20,245 8,820 
Fidelity & Cas. i 
INO oars: 4 crest eh ave 28,844 6,371 
MEME ois als! v2 eis loe ove 15,882 5,208 
SAIS. 56.6.4. 0 0-9-0 6-00 87,729 23,950 
Workmen’s compn.._ 157,894 61,633 
WHGGMCY s065.s.0c06 5 a6 9,858 1 
2 ee ee 8,452 9,771 
Piste glass......... 12,579 6,184 
Steam boiler........ 17,132 20,943 
Burglary & theft... 19,572 11,703 
Auto. & T. P. dam.. 6,195 2,767 
POD RINS: 565-0 s:0d:<50 364,135 148,549 
General Acci. 8 
0 ee rere 2,370 5 
TIGR IBE 6 acs 8 51.5 5> 010 938 429 
TI MIEOG 8-505 ¢.0,0:6i0j0-0:0 31,205 1.ie 
Workmen’s compn.. 66,351 a 
Burglary & theft... 1,493 133 
Auto. & T. P. dam.. 8,625 4, 4 
TOTALS... sisiss-0% 110,982 52,26 
Georgia Cas. 
Liability it ee 27,411 35,601 
Workmen’s compn.. 11,274 1s 
Plate glass......... 1,418 & 
Burglary & theft... 474 6.586 
Auto. & T. P. — 8,231 , 
orkmen’s collect...  «.+:::; 
WOTALS eeaeke aitare 48,809 54,387 
London Guar. & Acci. 
Accident ........+++ 5,829 on 
Health ........ Bees 2,355 AGG 
Pe eer 71,740 103507 
Workmen’s compn.. 303,843 D 
Steam bolle. . at 1, ae : 
Burglar 4 eft... ° 1a 
Auto. & T. P.dam.. _— 8,796 sie 
Workmen’s collect.. 3,938 127622 
TOTALS cscccvecc 98,113 4, 
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Underwriter 


1362 Insurance Exchange 
Chicago 

































































Compensation Expert 


Address 59=W, care The National Underwriter. 





Company or Large Agency, preferably 
Western, can secure services of Compensa- 
tion and Liability Underwriter. Full details given of 
wide, successful experience by references. Statement 
of salary possible in time will hasten connection. 
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ST TES pO aaa ‘ 3 " i 
22 STA : | 2 
i TEXAS 
andsome undeveloped territory . Ss : 
in all of them. Ys outhern Surety Co. §& 
Midland Cas. 
Special Agents wanted for our Accident & health... 5,868 7,734 | gy Des Moines, Iowa Pa 
“Special Farmer s Policy’ ’ P. I. & A. P, dam... ee Rg = 
in Illinois, Indiana and Ohio. Auto, FT, & C 1233 Siteta P= 
District Managers territory Maryland Assur. : % 
open. Most complete line of a = teeta et ease a C. S. Cobb, Pres. J. H. Huckleberry, Vice Pres. s 
: ici market. I] | ToTALs (1122222! 45,612 10,543 A . 
special policies on the ket. Provident Tite & Aceh. 60 hata a E. G. Davis, Secy. Jno. T. Suggs, Vice Pres. ba 
A i t t eee , , 
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TOTALS ......... SB. sancti * 
EAN CAS TY H Life & Acci. Pe 
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7 ect.. r 
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Fidelity site eaves 65,326 15,289 | a 
Surety ...cc.cccce 51,675 "339 ra 
Burglary and theft we? Rete @ 
AMERICAN |] |xettnarGasiatty" "| a Entered in 24 States ® 
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S U R E I Y Accident and health. 45,188 16,769 | @ Agents Wanted in Unoccupied Territory a 
Auto liability ...... 40,087 5.141 | in 
Liability ..cccccccce A 
COMPANY Workmen's compn.. 146,130 36,76 | = SPS SSSR PPR 
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- Workmen’s collect.. 
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Accident .....-cceee * Brrr 
pepe 050 Seen R. W. HYMAN & COMPANY 
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SURETY BONDS a ee 2,645 1,218 
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INSURANCE neato. wie 2'331 |) COMBENENTAL AUTOMOBILE LIABILITY pelicy—it’s a BIG BUSINESS 
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Largest Insurance Agency in the Northwest 


Specializing in Workmen's tion, Casualty, 
Fire and Tornado and Surety Bonds 
GENERAL AGENFS 


THE OCEAN ACCIDENT & GUARANTEE CO., Lid. 
Phoenix Building, MINNEAPOLIS, MINN. 
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A Good Appraisement is as reliable and 
as valuable as United States Bonds. 


Nothing Better In The World. 


It is also as certain to ultimately yield 
satisfactory returns. 


The only practical difference is in the 
amount of the yield. 


The difference is in favor of The Good 


Appraisement. 


It is a splendid investment sure to prove 
satisfactory. 


No one ever purchased a Good Appraise- 
reent without afterwards finding 


This to be True. 


The uses to which a Good Appraisement 
may be put practically every day warrants 
us in saying that a Good Appraisement is 


“Worth its weight in Gold.” 


Many a purchaser has found that its 
purchase has resulted in 


A Great Saving 
rather than expense. 


This is particularly true today, more 
so than ever before. 


Have your Clients investigate. 


You will notice, Friend Insurance Agent, 
that we emphasize and repeat, ‘‘A Good 
Appraisement.” 


We do this because we know that any 
other kind of appraisement is a delusion and 
a snare. 


The Money Saving Service 


This is one of the sure cases in which 


The Best is The Cheapest. 


An owner will pay for a poor appraise- 
ment many times its original cost because 
of losses arising out of misinformation and 
incorrect valuation contained therein. 


It is Not What You Pay 


but what you get for it that counts, a fact 
that it seems hard to make people realize. 


When you recommend an appraisal com- 
pany to your clients, be sure that it is 


A Good One. 


Insurance Authorities can tell you who 
the good ones are, if you are in doubt. 


Ask Them. 


In almost countless ways the Appraise- 
ment will be of use to your client and it will 
help you almost as much as it will him. 


Be Sure To Recommend 
an Appraisal Company that does not monkey 
With Insurance Matters. 


If you don’t, you will probably have 
reasons to 


Bitterly Regret It. 


We are confining all of our arguments 
to general principles and not taking up your 
time nor trying your patience by 


“Blowing Our Own Horn.” 


We are willing to leave our case as re- 
gards our merits or demerits 


To Insurance Authorities. 





RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 
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HARD RAP TAKEN AT 
PART TIME BANKERS 


PART TWO 
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UNTERMEYER ATTACKS 
COMPANIES AGAIN 














H.T. Miller, Agency Director New 


H New York Att i 
In Business for Yourself | w York Attorney Thinks Loans 
York Life at Minneapolis, Shahid Ro Male ae ke 
Reveals Situation IFE INSURANCE AGENTS have Always Envied their York Real Estate 


Independent Neighbors, Merchants, Manufacturers 
and Others IN BUSINESS FOR THEMSELVES—the 
WANTS WHOLE TIME MEN Men who Get ALL the PROFITS their Skill and Energy 




















MONEY TIED UP I 
Produce, the Men who can Look Forward to Comfortable N BONDS 
Circumstances in Advanced Age and a Continuing Income 
Says Life Agents Are Taken Advantage for their Families in the Event of Death. Companies Went Limit on Liberty 
us Spotters Our Agency Contract Offers YOU an Opportunity to Loans—Real E 2 
_smdeacrner sendin GET INTO BUSINESS FOR YOURSELF—and that, too, asians: 
and Helpers WITHOUT CAPITAL. You will Get ALL YOU EARN vestment 
ALWAYS. Your Renewals are YOURS PERMA- 
Mill f Mi: li NENTLY; if you Die, they go to YOUR HEIRS. You Pee ys 
Harry CT. Miller pg ge Prag are Privileged to Sell ANYWHERE in the States to NEW YORK, June 10.—Samuel Un- 
agency director of the New York Life, which WE have Been Admitted—no Territory Restric- termeyer, the well known New York 
made one of the strongest addresses tions. 


ever presented before the Minneapolis 
Life Underwriters Association at its 


attorney, has forced himself into the 


Clip this Advertisement, Write your Name and limelight again, his means of approach 


Address on the Margin and Mail to Us. We Will Give 


h this time being an attack upon the in- 
meeting the other day. Mr. Miller is Further Details. CONFIDENTIAL. surance companies for their alleged 
a man of strong convictions and one unwillingness to loan heavil 

: ‘a y upon real 
who has made a deep study of insur- Columbus Mutual Life estate mortgages; retarding thereby 
ance problems. He did not hesitate ? C. W. Brandon, President 


: the erection of residential structures 
to rip some boards off of the banking 


h h h heat Saal Columbus Ohio so sorely needed in New York City. 
ouses to show how Dank employ ‘ : 

favor such companies with whom they Our Policies—Backed with Highest Margin of Safety and Lowest P a Moan Ha bse to the —— 
have contracts to the disadvantage of Net Cost—Can Be Placed in Face of STIFFEST COMPETITION unds accumulated by the insurance of- 
his ate Miller’s address created fices, and especially the life companies, 


wide attention because he did not 
mince words nor did he try to camou- 
flage any of his real ideas. He said in 
part: 

I hope the time will come when part- 
time agents and unlicensed pluggers 


and would favor the enactment of a 
law, compelling the investment of a 
fixed percentage of reserves upon New 
York business in real estate mortgages 
within the state. The answer of the 
, life men to the wholly unjustified at- 
wil be absoitety eliminated from the a eee ee 

; e€ ? P 
aaek’ every th we pret Beggs CAPITAI $2 000,000.00 have before the first of the year: their 
city will be composed of at least ten 9 9 9 be 


treasuries being strained meantime as 
or fifteen clean-cut, whole-time sales 













they have been for months past in 
men and women. I hope the time will A company born in the West, Originators of the paying for the various Liberty loan 
come when every company, when every built for western people, “Multiple Option” Policy, issues to which they subscribed most 
general agent and agency manager will by western men. a three-in-one contract. generously, at the earnest solicitation 


adopt iron-clad rules for the protection 
of the business and the men and women GOOD AGENTS WANTED 
engaged in it. That time will come, 
if you want it to come, and the harder 


A good policy for the of Secretary McAdoo, and other gov- 
live wire. ernment Officials. 

And what is true of the life compan- 
ies, measurably applies to the fire and 














you want and work the quicker it will = the casualty Song rs benge: Bag 7 one 
come. As at present conducted, the o of which taxed itself to the limit in 
life insurance business is everybody’s e E taking anywhere from a hundred thou- 
business and nobody’s business and e rT) sand to several millions of dollars of 
will so remain until you make it some- a > each of the five war loans put forth by 
body’s business, until you make it our vant c the government within the past two 
business, your business. a years. sit cali 
B oo Loan 

Service Is Best Advertisement = = a ra popee 
At f hl : hi e While the life offices have huge 

eo ee eae sae & ed funds, these are held in trust for the 
er dl tale ote cee , policyholders, and under the law must 
" servi gt Mate © be invested in certain grades of se- 
Eso rather pad a seueer 1 your & 7 curities, and earn at least a given rate 
ey shape te A set wn sil $ © of interest. Under normal conditions 
ing a service that is a good advertise- 3 2 the: ‘codngaates lode. jadiciheske. Goal 
cides fom Jou agency or your ~ =} real estate, and will do so again, once 
al dist yang @ gah erie - 2 > their bond obligations are paid up ag 
art-time, i : Spee a o they have free surplus accounts. t 
in ne mea ts — = Daa n must always be borne in mind, however, 
icyholder pdhipelgem iv gllPepahgnd & that the life companies are compelled 
cept as these can be used as a vehicle 35 to loan upon their policies, whenever 
to carry a dollar or two of side money applications for such agen rye ee 
into their pockets? made, and that funds must be he 
The sam c j available for this purpose at all times. 
in sethidinntiog urce sebdumen dee Practically all — the New Ri! life 
said: “WI iali , companies have their own buildings; 
a certain line cuarun. a : but such ownership was — — 
along all other lines.” > hac by a desire to secure adequate office 
in mind Maia devia tee, por STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS accommodation and for their advertising 
their ability or lack of ability to invest value, rather than from any special 

(CONTINUED ON PAGE 10) (CONTINUED ON PAGE 4) 
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MERCHANTS LIFE 
INSURANCE CO. 


DES MOINES, IOWA. 





CENTRAL 
LIFE 


insurance Co. Agency Opportunities 
Nineteen States 











INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN Wm. A. Watts, President. 
PRESIDENT Established 1894 









































The Close of the Day’s Work 


i jonnene you begin to figure up your earnings and All this and more we constantly strive to give our 


recall the several reasons for failures during the agents. This coupled with good policy contracts 
past year, you then more than any other time keenly and liberal commissions, is an incentive which should 
realize the importance of a helpful constructive home interest any ambitious agent who wishes to make 
office service that trains you to overcome such failures. the most of his salesmanship efforts. 
One of the vital elements which makes your day . 
profitable is a harmonious working arrangement with We would like to hear from several 
home office officials and a direct cooperative spirit good men for important field positions 


generously given. 


Inter-Southern Life Insurance Company 


JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 



































Tomcat on caress WORTH KNOWING 


FIRST, SE pep goby epg $5,000, the Sia, or DOUBLE. the face Of & 


=> Soak. but not to exceed 52 oe pe after sag Ne a weekly tndomafty will be sccldomeal inury. rate te company WEER thennct throughout the period of disability. Can insurance do MORES 


Annual Premium, Ag mya io nea 
Twenty Payment Life, $167.10. 
Twenty Year Endowment, $235.18. 


General Agents wanted in the following states: Pennsylvania, Delaware, Kansas, Mich igan, Ohio and the District of Celumbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. Home Office, United Life Bldg., Concord, New Hampshire 
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MANY TOPICS AT DES 
MOINES INTERESTING 


Central Lif 
Cussed b 


Adverse Comment 
1918 BUSIN ESS DOUBLED 


Companies Are Not Tightening Up on 


Selection 
to 


DES MOINES, 


Iowa compan 


the little Massachusetts and Illinois 
incidents that would seem to indicate 


the revival of 
full level pre 


fied preliminary reserve companies. As 


one company 


one is too busy writing new business 


these days to 
motion.” 
pect the Illin 


This measure 


Illinois all 
states that w 
operating on 


which is probably the standard among 
the several preliminary term tables of 


reserves and 
full first year 


1918 Records Are Doubled 


Nearly all 


are just about doubling ; 
records. While they will not write 


much during 
1919 as they 
1918 they wil 
they did in 


1918. The stimulation of business com- 
menced in the last few months of 1918 
and some big records were then hung 
up. This stimulus, a fear of the return 
of influenza and a general awakening 
to the fact that death is an ever present 
possibility with everyone, is still keep- 


ing 


the po 
busy. 


Iowa 


prosperous and lowa companies with 


good home 
profiting. 


Selection 


Has this influx of business and the 
extra mortality of last winter changed 
the standards of selection? 
companies tightened up? Are they re- 


jecting more 
Des 


the companie 


their acceptances and that the number 


of rejections 
tion to the 
written than 
rejections do 
age has not 


larger total is chiefly due to the larger 
business written. 


the percentages of amounts rejected 


may be great 


of big policies than ever before but 
the percentage on number of applica- 
tions has not increased. 


Mutualization Big Topic 


The big to 
Moines life 
of the Centr 


announcement 
caused considerable comment 


died out. 
Views vary, 
complimenta 


to 


some quarters 
stockholders 
aving to 
ers their s 
in total a 


Iowa executives do not ex- 


Moines officials say that the 
standards have not been changed, that 


to the method followed. There seems 
be no foundation for the belief in 


give outright to policyhold- 
hares of stock, representing 
mount a par value of $200,000. 
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IA.,, June 10.— 
ies are not interested in 


the old war between the 
mium reserve and modi- 


executive puts it: “Every 
engage in any civil com- 


ois bill to get anywhere. 
would shut out from 
companies domiciled in 
ill not admit companies 
the Illinois reserve basis, 


is a modification of the 
reserve plan. 


of the Iowa companies 
their 1918 


the first six months 
did in the entire year 
1 write twice as much 
the first six months 


licy-issuing departments 
itself was never more 


state organizations are 


Standards Unchanged 


Have the 


business than formerly? 


s are as liberal as ever in 


is no greater in propor- 
number of applications 
ever before. While the 
total more the percent- 
materially changed. The 


In some companies 


er due to a larger percent 


pic these days among Des 
men is the mutulization 
al Life of this city. The 
came as a_ surprise, 
l and then 
ow it has been revived. 
but on the whole they are 
try to the company and 


that some minority 
May yet raise objection to 


The capital has in fact been donated 
to the policyholders in exchange for a 
contract whereby these shareholders 
receive the profits on some forty mil- 
lions of nonparticipating business for 
a period of 22 years commencing in 
1922. 
How Change Was Made 

The change was accomplished by or- 
gamizing a new mutual company, known 
as the Central Life Assurance Society 
(Mutual) of the United States. This 
name differs from the old company 
only in the parenthetical word mutual. 
A mutual company can be organized 
in Iowa by securing 250 applications 
for life insurance, presenting them and 
the premiums thereon as evidence to 
the state and securing a charter. This 
was done. The mutual then reinsured 
the outstanding business of the stock 
company and takes the capital as 
surplus. 

This gives the new company a fine 
start on surplus, despite heavy influ- 
enza losses last winter. The reason 
that no minority stockholders will at- 
tempt to disarrange this or restore the 
old status is that all voted for the 
transfer and it is said that the minority 
holders were more in favor of the plan 





than some of the larger and more in- 
fluential owners. 
New View of War Risk Bureau 

One company executive presents a 
new view on the attitude that com- 
panies should take toward the war risk 
bureau. He suggests that the returned 
soldiers look like the finest physical 
specimens in the country, but that 
only time will tell whether they are 
the finest insurance risks. He points 
out that influenza is pretty apt to have 
an effect on the length of life of people 
and that as the army suffered more 
heavily during the pandemic than the 
general population the chance for good 
selection from among returned soldiers 
is not as good as among the general 
population. Shell shock, he says, 
seems to be nothing different than 
nervous prostration and may well be 
given consideration in underwriting. 
Time will tell, also, whether the rigors 
of war changed the expectancy of life 
of the army men. While this execu- 
tive is not discriminating against re- 
turned soldiers its chief executive 
would just as soon have the great major- 
ity of them carrying government insur- 
ance instead of a policy in his com- 
pany. 














ance for women is one that is 
going to attract more attention 
from the life insurance fraternity in 
the near future than it has in the past 
for two reasons: first, the lessening of 
the number of men available as pros- 
pects on account of being either in, or 
liable for military service; and second, 
the increasing number of women, espe- 
cially young women, who are earning 
good salaries and have increased re- 
sponsibilities on account of the war. 

The prospects for life insurance 
among women are divided into two 
general classes—married women, and 
single women who are earning enough 
money to enable them to carry insur- 
ance. 


r | ‘HE question of writing life insur- 


* * * 


In the case of a married woman, the 
husband naturally should carry the bulk 
of the insurance as he is the provider 
for the family. However, there is every 
reason why the wife should carry at 
least enough insurance to pay doctor 
and hospital bills and funeral expenses 
in case of her death. It is vastly easier 
for the husband to provide for this con- 
tingency through the easy payment re- 
quired for life insurance than to run 
the risk of having this heavy burden 
piled on him all at once. 

I have had good success placing in- 
surance on the wife where the husband 
has all the insurance he intends to 
carry by the use of this argument. The 
husband feels that he is getting some 
protection for himself by this arrange- 
ment and the wife on account of her 
unselfish nature is not as apt to object 
to it as if it were being taken out to 
protect her. If there are -children in 
the home she will readily see that some 
life insurance, in the case of her death, 
will better enable ‘him to school the 
children and carry out those ambitions 
that every true mother has for her chil- 
dren. 

* * * 

Among the single women, the best 
prospects are among teachers, nurses, 
stenographers and other office em- 
ployees. There never was a time when 
it is as easy to get business among this 
class as right now. They are earning 
more money than ever before, espe- 
cially stenographers and office clerks. 
Furthermore, they are not worrying 
about their jobs, for if they lose one 
they can easily get another. Also, this 
is very confidential, of course, I do rot 
believe the majority of them are as 
confident of getting married in the 
near future as they used to be now that 
Uncle Sam is taking the boys of mar- 





SELLING LIFE INSURANCE TO WOMEN 


BY OSCAR F. NELSON, 
General Agent Pacific Mutual Life, Newton, Kansas 











In soliciting this class of business I 
am extremely careful in my approach. 
With married women the approach is 
usually made through the husband and 
is more easily made.’ I bear in mind 
the old saying, that “A woman con- 
vinced against her will is of the same 
opinion still,” and as long as she is of 
the same opinion she is not going to 
sign an application. I am therefore 
very careful at the start not to get her 
into an antagonistic frame of mind. 

* * k 





I usually sell a single woman twenty- 

year endowment insurance, as in most 

cases the insurance feature is only in- | 
cidental and the thing that really ap- | 
peals to her is the money that is saved 

for her at the end of the term. I show 

her that the fact that she would get a 

five dollars a month increase in sal- 

ary would not mean that she would 

have any more money saved up in 

twenty years from now, nor would her 

folks be any better provided for in case 

of her death, but that much laid aside 

in twenty-year endowment insurance 

will mean $1,500 in cash to her at that 

time, or in case of her death, even the 

first week, her mother or other ben- 

eficiary will have the whole $1,500 any- 
way. I also show her that if she places 

her money with us she not only will 

have a way of saving systematically, 
which is about the only way a person 

on an ordinary salary will have at all, 
but her interest will be looked after 
by the insurance department of each of 
the forty-four states in which we do 
business, which is a protection that she 
couldn’t get in any other kind of an 
investment she might make. 

* ok x 


Then I show her the beauty of hav- 
ing a policy that not only will pay her 
funeral expenses, doctor bills and other 
debts in case of her death, and pro- 
vide for her old age if she lives, but in 
addition will pay her an income for life 
if totally and permanently disabled. 
Even a $1,000 policy will pay her an 
income equal to the income on $3,000 
invested in bonds. 

My advice to the agent who wants 
to write this class of prospect is, and 
this should be easy with the policy we 
have to sell, to approach with enthu- 
siasm, explain with enthusiasm, close 
with enthusiasm, and above all close on 
first interview. After a woman once 
puts off her decision, she is likely to 
continue the process indefinitely, so far 
her sake and your own, get her name 
on the dotted line the first time you 
call. It will be good business and it 





riageable age into his service. 





SCIENTIFIC SELECTION 
HAS DISADVANTAGES 


Those Who Rate All New Men 
After Examination May Get 
Off on Tangent 


HUMAN SIDE IMPORTANT 


Classification Makes Job Look Too 
Formidable to Prospective 
Life Agent 


HARTFORD, CONN., June 10.— 
Those who have become convinced 
that more scientific methods are needed 
in selecting new life insurance agency 
material are often likely to get off on 
a tangent on this subject. There is a 
tendency to lean backwards. When a 
general agent or home office official 
becomes too thoroughly imbued with 
the necessity of rating and marking 
new men, there is a danger that the 
human side of things will be over- 
looked. 

For instance, in some offices where 
the grading and test method of selec- 
tion has been put into effect, the new- 
comer cannot help getting the feeling 
that life insurance is a rather formid- 
able proposition. The series of tests 
and questions that the prospective 
agent is put through creates the im- 
pression that the barriers are being 
thrown up, that getting into the life in- 
surance business is something like 
passing a high school examination, 
and the real warm interest in the work 
that may have been felt vanishes under 
the rather severe and formal procedure 
of being “examined.” 

Not Prize Cattle 


In following up any grading systems, 
many of which are excellent if used in 
the proper degree, the human side of 
things must not be put out of consid- 
eration. As a successful life insurance 
general agent said the other day, “I 
have accomplished more by putting 
my arm on a man’s shoulder, and call- 
ing him ‘old man,’ or ‘my boy,’ than I 
ever will by marking down his good, 
bad and indifferent points on a piece of 
paper. I look upon my agents as men, 
and judge them as such. They are 
not a lot of prize cattle to be ticketed 
and labeled as belonging in Class A, B 
or C, but are human beings and must 
be developed and treated as men. I 
want the men in my agency to feel that 
they can deal with me as one man to 
another. They do not have to have a 
rank of 98 on a mental test before they 
can get into my office. Some of the 
best men that I have could not pass 
mental tests that are being submitted 
all around the country by enterprising 
general agents, but they can go out 
every year and write from $300,000 to 
$500,000 of mighty good life insurance. 
And they do it, because I try to have a 
kindly, sympathetic heart to heart in- 
terest in their work. I stimulate them, 
not by politely congratulating them 
because their most recent tests show 
them to be men of superior ability, but 
by talking over their problems with 
them, by finding out what is troubling 
them, what opposition they are meet- 
ing and how to combat them. I get 
right down on the same level that they 
are walking on, and look at their prob- 
lems through their eyes. Whén the 
human touch goes out of the life insur- 
ance business, I want to get out. 

Some Agents Picked Carelessly 

“T am not entirely out of sympathy 

with many of the new methods that 


are being brought into use. I am not 
an obstructionist. I see and readily ad- 











will stay on the books. 


(CONTINUED ON PAGE 4) 
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SMITH IS PRESIDENT 


GOES TO NORTHWESTERN LIFE 





Agency Manager of the Commonwealth 
Life of Omaha Who Resigns Has 
Splendid Reputation 





OMAHA, NEB., June 11.—Clyde G. 
Smith who has been connected with 
the Commonwealth Life of this city for 
a number of years as agency manager 
has resigned to become president of 
the Northwestern Life of this city, a 
new company that has been organized 
in which Mr. Smith is one of the im- 
portant factors. Mr. Smith is a splen- 
did life insurance man and has been 
connected with the Commonwealth 
Life since its inception. He has made 
many friends in the insurance business 
and is one of the recognized field super- 
visors of worth in the western terri- 
tory. The Northwestern Life has already 
written about $300,000 of insurance. 
James A. Rodman, county attorney for 
Kimball county and a member of the 
last legislature, is vice-president. 
Phillip J. Harrison, the secretary is 
registrar of the University of Nebraska. 
The first policy written by the North- 
western Life was on the life of Gov. 
S. R. McKelvie of this state. It already 
has as policyholders other prominent 
people in the state. The outlook for 
this company is very promising. 


UNTERMEYER ATTACKS 
COMPANIES AGAIN 


(CONTINUED FROM PAGE 1) 


return the investment would yield. As 
a matter of fact, from an investment 
standpoint, home office buildings are 
looked upon as a burden, from which 
their owners would like to be freed. 


Fire Insurance Precludes 


The very nature of the fire insurance 
business precludes heavy real estate 
investments, and while a number of 
companies own their head office build- 
ings, the great. majority do not. As- 
sets of fire companies must be of 
liquid character, that in the event of 
a sudden call; such as followed the 
sweeping conflagrations at Baltimore 
and San Francisco, for example, could 
readily and without serious sacrifice be 
converted into cash for the payment 
of claims. 

Defining the position of the Metro- 
politan Life in the matter, Frederick 
H. Ecker, vice-president of that Com- 
pany said in part: 

“Since April 1, 1917, the Metropolitan 
Life subscribed to government loans 
and those of Canada for the purpose 
of prosecuting the war, $140,000,000. 
These subscriptions were not mate- 
rially cut down except our last sub- 
scription of $30,000,000 to the Victory 
Liberty Loan, which was cut in half.” 


Metropolitan Borrows 


“Not only did the life insurance com- 
panies devote their available investment 
funds to the purchase of government 
securities, but most of them pledged 
their credit to enlarge their subscrip- 
tions. The Metropolitan found it nec- 
essary to borrow $33,500,000 to enable 
it to make its subscription of $60,000,- 
000 to the Fourth Liberty Loan, and 
has still outstanding $22,500,000 on ac- 
count of such obligations which should 
be paid before considering other invest- 
ment. 

“In order that the government might 
immediately have the benefit of ac- 
cumulating funds of this company for 
war purposes, purchases of United 
States Treasury certificates of indebt- 
edness were made as issued to the 
amount of $32,000,000, which were in 
due course applied to payment of bonds 
subsequently issued. 


Equitable 


Judge William A. Day, president of 
the Equitable Life, declared that sub- 





sequent to the entry of the United 
States into the world war, the Society 
purchased $90,000,000 of government 
bonds of which $65,000,000 were war 
loans. It subscribed to $10,000,000 of 
the Fourth Liberty Loan, borrowing 
$23,000,000 in order to do so, since re- 
ducing the indebtedness through pay- 
ments to $19,500,000. The Equitable 
also subscribed to $5,000,000 of the 
Victory Loan. Asked as to whether 
in his opinion further loans would be 
issued by the Government, Judge Day 
unhesitatingly held they would, saying: 
“The secretary of the treasury himself 
told me the night before last, and 
everybody who knows the situation 
appreciates that the government will 
have to have more money, and it is 
our duty to turn in and support it, as 
far as we can.” 


Plan of Lawyers Mortgage Company 


Judge Day further said that Richard 
M. Hurd, president of the Lawyers 
Mortgage Company, had started out 
to secure promises of funds for home 
building purposes and had offered the 
Equitable guarantee building and first 
mortgages. The mortgages are to be 
of an amount not exceeding 66 percent 
of the value of the new buildings and 
land. They are to run five years and 
to be fully guaranteed, principal and 
interest, by the Lawyers Mortgage 
Company at 5% per cent net. Judge 
Day said he had made up his mind 
he would recommend to the Equitable’s 
finance committee “to go to the ex- 
tent of the half million dollars which 
Mr. Hurd proposed.” He added he 
would even go further than that. 


Continental 


Speaking for the Continental, Presi- 
dent, Henry Evans, declared that the 
company owns securities covering real 
estate mortgages in New York City in 
excess of $1,500,000, saying further “A 
fire insurance company must keep its 
assets liquid for possible payment 
growing out of a great conflagration, 
such as have taken place in this coun- 
try so often. Individual mortgages on 
real estate are not liquid, and we are 
not equipped, nor is any other fire in- 
surance company, to handle such in- 
vestments. Like every other financial 
institution, we have during the war put 
large sums of money into government 
securities, all of which we still hold. 
Our duty to policyholders first, and if 
we fail to keep ourselves in condition 
to pay promptly losses growing out 
of a great conflagration which may 
take place any day we should be dere- 
lict in our duty.” 

Underwriters generally are averse to 
taking Mr. Untermeyer’s statements 
seriously, and prefer ignoring them. 
They point out, however, that if New 
York were to pass a law regarding in- 
vesting reserves such as he recom- 
mends, every state in the Union would 
soon follow suit, and the assets of the 
companies would be hopelessly tied 
up. As a matter of fact since the en- 
actment of the Robertson law in Texas, 
compelling life offices to invest the 
major portion of the reserves upon 
State business in securities of the com- 
monwealth, a number of states have 
proposed similar measures: the adop- 
tion of which would virtually strangle 
the insurance business. In order to 
insure permanency, insurance compan- 
ies, like individuals, must be free, with- 
in certain broad limits, to place their 
funds where the two primary factors 
of safety and interest can best be ob- 
tained. 


Untermeyer Tried to “Grab” Mutual Life 


Mr. Untermever will be remembered 
as having headed a committee of policy- 
holders that sought to wrest control 
of the Mutual Life and the New York 
Life from its managements, some 15 
years ago. Although the effort was 
widely advertised and liberally financed, 
it signally failed of its purpose: the 
voting policyholders by a majority of 
more than three to one standing by 
the administration in power. 

President Charles A. Peabody, of the 





Mutual Life, who knows Mr. Unter- 
meyer thoroughly, paid his respects to 
that gentleman in the following lan- 
guage: 

“T have little time or taste for con- 
troversy with Mr. Untermeyer. His 
unselfish and disinterested concern for 
the rights of the poor policyholders is 
an old story and has impelled him to 
make another offer of his services gin 
their behalf. Of course, all that he 
says in his bid for their support is in 
spirit and substance untrue. He said 
it all long ago, when he, on the former 
occasion, undertook to save them from 
ruin. Unfortunately they so little un- 
derstood their own interests that they 
preferred to entrust their affairs to 
those whom he now pleasantly classes 
‘kings of despots.’ 

To Call “Despot” Is Libel 


“In this age of democracy, for which 
we have saved the world, it might be 
considered libelous to call anyone by 
such an opprobrious name. Perhaps 
Mr. Untermeyer is simply hoping to 
indulge in his well known fondness of 
libel suits. The only difficulty is, that 
I do not know any king or despot who 
would consider himself injured by any- 
thing which Mr. Untermeyer might 
say, unless he changed his note and 
said something in his favor. That 
would be a serious grievance and might 
well provoke some reflection as to how 
the king or despot could extricate him- 
self from such an unfortunate friend- 
ship.” 


SCIENTIFIC SELECTION 
HAS DISADVANTAGES 


(CONTINUED FROM PAGE 3) 


mit that many evil practices have crept 
in the business particularly with rela- 
tion to the hiring of new men. Gen- 
eral agents and companies have been 
too indiscriminate in their selection of 
new life insurance timber. Men have 
been started out with a rate book, not 
because they were expected to do a big 
business for the company, but because 
they could write a few relatives or 
friends. When they had gone through 
their list they were dropped and an 
injustice had been done them and life 
insurance. 


Cannot Measure Personality 





“In other words, general agents are 
now getting to the point where they 
have stopped kidding themselves. 
They are not hiring men any longer 
for the mere sake of making appoint- 
ments. They recognize that building 
a substantial agency goes deeper than 
this. Men must be chosen nowadays 
because they seem to have the quali- 
ties that will make them successful life 
insurance salesmen and permanent ad- 
ditions to an agency. 

“This is all fine and is a step in the 
right direction, but those necessary 
qualities do not have to be located by 
means of charts and mental tests. It 
is important to find out whether a 
man’s past record is all right. If it is, 
he can then be given consideration. If 
he has a pleasing manner, intelligence, 
nimble mindedness and ability to con- 
centrate, he will make a good life in- 
surance man if properly developed. 
This is up to the general agent. If he 
passes a mental test, 100 percent per- 
fect, but has not a winning personality, 
he will not succeed in the life insur- 
ance business. How may personality 
be measured? It cannot be measured; 
it can only be judged by intuitive in- 
stinct.” 


War Clause Holds 


COLUMBUS, O., June 10.—Holding that 
because her husband was killed in war, 
it was impossible to recover under the 
terms of the policy, Judge Dillon, of the 
common pleas bench, Columbus, has dis- 
missed a suit filed against the Columbus 
Mutual Life Insurance Company by the 
widow of the late Dr. John W. Renner of 
Hilliards. Dr. Renner was killed in ac- 
tion overseas, and the widow sued to 
recover on a $1,000 policy. 


‘contract 





DELAYS MERGER AGaly 


TO EXAMINE INTERNATIONA, 





Texas Commissioner Will Not Approve 
Reinsurance Until He Has Delyeg 
Through Records 





AUSTIN, TEX., June 10—The é 
amination of the Great Southern Life 
at Dallas was completed late last wan 
and the examiners now begin an exam; 
nation of the International Life of St 
Louis, Mo., under the direction of the 
Texas commissioner. Before Zoing to 
St. Louis the examiners journeyed from 
Dallas to Austin and conferred With 
Commissioner G. W. Briggs. 

Frank F. Haight is examiner-ip. 
chief and his first assistant is’ Jo 
Mims, actuary of the Texas depart. 
ment. The results of the examination 
will not be made public. until Commis. 
sioner Briggs reaches a conclusion in 
the matter of the proposed reinsurance 

whereby the International 
would take over the Great Southern, 4 
decision will probably be made some 
time this week. In many places it js 
not believed that Mr. Briggs wil] ap- 
prove the contracts in their present 
form; that before approval can be had 
there must be some alterations of g 
material kind. 


Will Examine All Companies 


Commissioner Briggs was asked why 
his examination of the International 


‘before the fate of the merger is de 


cided, and he replied: “I have deter. 
mined to examine all the life com. 
panies doing business in Texas this 
year. It is due the policyholders, par. 
ticularly after the ravages of the infu. 
enza epidemic last winter. We should 
know exactly how they stand finan- 
cially and my efforts shall be in that 
direction. 

“It is immaterial whether the merger 
is effected or not. I had decided on an 
examination of the International, to- 
gether with the others, and shall go on 
with my program. However, there is 
need for an examination of the Inter- 
national with reference to the 25,00 
shares of stock of the Missouri State 
Life which it has acquired. It is neces- 
sary to get the details of that transac- 
tion, the methods of payment and 
other pertinent facts. In addition to 
that the International Life has taken 
over some 17 or 20 companies and the 
Texas department is anxious for an 


“examination to develop the full details 


as to these transactions, the assets 
acquired and other information which 
should be developed at this time.” 


No Direct Bearing 


From the foregoing it will be seen 
that the examination of the Interna- 
tional Life at this time has no direct 
bearing on the amalgamation with the 
Great Southern unless it should de- 
velop that something was irregular. 
The fate of the merger is not forecast 
by the physical fact that an examina 
tion of the International has been or 
dered. Commissioner Briggs could re- 
ject the terms of the consolidation and 
the examination of the Internationa 
continue. However, if the examination 
of the Great Southern and the question 
of public policy is resolved in favor 0 
the combination Commissioner Briggs 
would probably await the result of the 
examination of the International be- 
fore announcing his conclusions im the 
premises. E : 

The conference of the Missouri 
Texas and Oklahoma commissioners, 
designated under the statutes of Mis 
souri, is set for June 17 in St. Louis 
It will be unnecessary if Mr. Briggs 
withholds his consent to the merging 
of the two companies. It is recalled 
in Texas that Missouri declined to 
permit the Missouri State Life to com 
solidate with the Great Southern 0 
Texas some months. That is being 
cited as a precedent in Texas at this 
time. 
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BUSINESS ESCAPES 


OUTSIDE COMPANY IS LEADER 





Northwestern Mutual Has Most Busi- 
ness in Home State.of Hart- 
ford Companies 





TFORD, CONN., June 10.— 
ies to Hartford are often heard to 
express the opinion that probably an 
outside life company not having its 
home office in Hartford has very little 
chance of getting much business in 
Hartford or even in Connecticut with 
the Aetna Life, Travelers, Connecticut 
Mutual, Phoenix Mutual, and Connec- 
ticut General all located right in Hart- 
ford. Yet an examination of the re- 
sults shows that the Northwestern 
Mutual of Milwaukee, has more life 
insurance in force in Connecticut than 
any other company, with the excep- 
tion of the two big industrial com- 
panies. The Travelers comes next, 
closely followed by the Connecticut 
General, but the Mutual Life of New 
York is in fourth place and the Mutual 
Benefit of Newark is well toward the 
top. There are only 26 life companies 
operating in Connecticut. The New 
York Life, New England Mutual, 
Equitable of New York and Provident 
Life & Trust are all active in the state. 
One of the leading general agents of 
the Mutual Trust Life of Chicago is lo- 
cated in Hartford. 


Connecticut General 


All but two or three of the com- 
panies operating in the state have head- 
quarters at Hartford. An outsider, un- 
familiar with local conditions, would 
quickly assume that the Travelers or 
Aetna produce the biggest volume of 
life business in Hartford. But such is 
not the case. The little Connecticut 
General tops the list so far as Hart- 
ford business is concerned. Next 
comes the Travelers and then the 
Aetna. The Connecticut Mutual and 
Phoenix Mutual do not make such a 
big drive for local business. The Hart- 
ford general agents of the New York 
Life, Northwestern Mutual, Mutual of 
New York, and three or four others 
are big producers. They give the local 
companies a good run for their money. 


Locals Have Influence 


_ Of course a great deal of business 
is lost to them by reason of the wide 








VALUE OF AN ADULT LIFE 





HEN the United States qerese-) 
ment insured the lives of its sol- 
diers and sailors in the great war 

for the benefit of those they left behind, 
it put in the hands of all who sell insur- 
ance some of the most forceful and au- 
thoritative arguments they could pos- 
sibly have and practically fixed a stand- 
ard by which adult human life can be 
measured in terms of insurance. 

First, it placed the great seal of its 
approval on life insurance in general. 
No man can now argue against it or 
question its economic value and neces- 
sity. Even the religious fanatic who 
says, “the Lord will provide” has his 
props knocked from under him by the 
action of a government that believes in 
the Deity, but prefers not to hamper 
him with men’s financial affairs. 

Furthermore, it has in effect made 
$10,000 as about the unit or standard of 
value of a human life that has not ac- 
quired higher economic value through 





special equipment or ability; and this 
standard may hereafter play an impor- 
tant part in the adjustment of claims 
brought by the dependents of men who 
have lost their lives in the course of 
their daily tasks. 

And lastly, by making its death or 
disability benefits payable not in lump 
sums, but on a maximum basis of $50 
or thereabouts monthly for twenty 
years, or as long thereafter as the bene- 
ficiary lives under certain limitations, it 
has established the principle that in- 
comes or pensions are preferable in 
form to paying life insurance benefits in 
lump sums which beneficiaries can 
waste or spend, and lose the very bene- 
fits the insured intended to convey. 
The experience of life insurance com- 
panies is that the average existence of 
a lump sum payment to a beneficiary 
is iess than nine years—New York Life 
Bulletin. 








influence of the local companies. Repre- 
sentatives of the outside companies 
become rather exasperated upon hear- 
ing several times a day, the statement 
that the prospect has a_ brother, 
cousin, uncle or some other relative or 
friend connected with one of the local 
companies, to whom the business has 
been promised. When it is considered 
that there are several thousand insur- 
ance employes in Hartford, the extent 
of this condition is better understood. 
However, when a prospect is encoun- 
tered to whom no strings are attached, 
and representatives of outside compa- 
nies say that he is a rather rare bird, 
the case is closed more quickly than it 
would be in most towns. Residents of 
Connecticut and Hartford have been 
converted to the insurance idea. They 
know the value of protection, hear 
about it daily, read about it in the pa- 
pers, see the important parts that all 
branches of insurance play in local af- 
fairs and do not have to be talked to, 
for a half or three-quarters of an hour, 
to be made to understand that life in- 
surance is a good thing. 


Pandolfo on the Grill 


WASHINGTON, D. C., June 9.—The 
Pan Motor Company of St. Cloud, Minn., 
and its president, Samual C. Pandolfo, 
former life insurance man of Texas and 
Oklahoma, were cited today by the Fed- 








A Wider Field —An 


young men 


limit for Ordin 


Our Agents can sell policies on the annual premium plan, up to $3.000, to 
1 young women as young as age 2—protective insurance and Edu- 
cational and Business Start Endowment Insurance. This extension of the age 


We insure males and females at the same rates. 
contract with us we will let you write our insurance for children as a side line, as 
ong as your Company does not object. Some are writing as much as $10,000 a 
month of this insurance for us as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 


Increased Opportunity 


f you cannot make a full time 





eral Trade Commission to answer a com- 
plain, the first issued in the government’s 
campaign to eliminate misrepresentation 
and unfair practices in the interstate 
sale of stocks and securities. Hearings 
will be held here his week. The com- 
mission stated in the camplaint that it 
had reason to believe the concern, which 
it alleges had taken in $4,723,811 from 
the sale of stock from its incorporation 
in January, 1917, to Feb. 28, 1919, and 
its president, have, with the effect of 
deceiving the public, circulated through- 
out the country false, misleading and un- 
fair advertisements and statements con- 
cerning the assets, resources, progress 
and financial standing of the company. 


Woman Will Start Agency 


TOPEKA, KAN.—Mrs. Edna Crow, one 
of the first women life agents in Kansas 
and one of the most successful business 
getters in the state, has returned to 
Topeka and will open an agency shortly. 
It is said that during the four years 
previous to her entering the government 
war service bureau at Washington she 
had written more life insurance than any 
other woman agent in the state. Mrs. 
Crow quit work more than a year ago 
in Topeka and went to Washington. She 
had not opened connections with any 
company thus far, but expects to estab- 
lish a special women’s department for 
Kansas for some company and devote 
practically all her energies to women 
agents and getting business from women. 





From London comes the report that 
the Equitable Life of that city has gained 
control of the Universal Life, subject to 
ratification by shareholders of the latter 
company. 


TRAVIS MAKES RULING 





MUST PAY DOUBLE INDEMNITY 





Beneficiary of Man Killed in Battle 
Draws Extra Accident Death Bene- 
fit, Says Kansas Department 





The Kansas City Life has been or- 
dered by the Kansas department to pay 
the claim for $2,000 and interest under 
the policy held by George R. Giles of 
Wichita, Kan. The policy was for one 
thousand dollars life insurance, but 
contained a double indemnity clause 
whereby the company agreed to pay 
two thousand dollars if death resulted 
from an injury through external, vio- 
lent and accidental cause. 

Giles was a student at the Kansas 
Agricultural College when he took out 
the insurance. Then he enlisted when 
the war broke out and went to France 
as a member of Battery C, 7th Field 
Artillery. There is ‘no question in- 
volved in regard to the payment of the 
life insurance, except a matter of al- 
leged forfeiture. This forfeiture seems 
to have been improperly carried out and 
has been previously held to be invalid 
by the department. The whole ques- 
tion involved is whether or not the 
death comes under the “accidental” 
rider of the policy. The department 
holds that it does come under this pro- 
vision. 

The view of the department has been 
concurred in by a special attorney and 
by the attorney general of the state, as 
well as the attorney for the insurance 
department. 


Continental Will Not Move 


SALT LAKE CITY, UTAH, June 10.— 
Regarding a rumor that the Continental 
Life is to move its main offices from 
Salt Lake City to Los Angeles, F. O. 
Frick, secretary of the company, said 
that such a move had not been consid- 
ered by the board of directors. 

During the past two years H. C. Ed- 
wards, vice-president, has made a num- 
ber of investments in Los Angeles, but 
Mr. Frick says they are of a personal 
nature. It is believed that the rumor 
came from the fact that Mr. Edwards has 
recently purchased a large bank building 
at Los Angeles. 





The Travelers has issued a group life 
policy on approximately 100 employes of 
the Samuel M. Langston Co., Camden, 
N. J., manufacturers of paper box ma- 
chinery. Workers who have been in con- 
tinuous service for six months are in- 
sured for $500. Those in continuous em- 
ploy for one year and over are insured for 
$1,000 and $100 is added each year until 
the sum reaches $2,000. A large propor- 
tion of the force have been with the en- 





terprise upward of ten years. 








Home Office, 


available only to managers 


Expanding in Every Direction 


THE BANKERS RESERVE LIFE COMPANY 





The Flourishing, Progressive Middle-West Life Company 
BUSINESS IN FORCE, NEARLY $50,000,000.00 
ASSETS NEARLY $9,000,000.00 
MONTHLY PRODUCTION, ABOUT $2,000,060.00 





In our expansion drive we have remaining a few openings 


Omaha, Nebr. 


and general agents who are 

















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Pregressive Company of the South 


HARRY L. SEAY, President 


competent to produce results. Such men will consult their 
best interests by asking for our contract terms. 


We are keeping pace with the wonderful impulse which life 
insurance now feels and we are prepared to place men where 
they can build solidly for the future. 





THE BANKERS RESERVE LIFE COMPANY 


Robert L. Robison, President James R. Farney, Vice-President 
Walter G. Preston, Vice-President Ray C. Wagner, Sec’y-Treas. 


HOME OFFICE: Omaha, Nebraska. 





L. LINZMEYER, Vice-President and Actuary” 
A. S. DOERR, Vice-President 
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ACTUARIAL MEETING 


INSTITUTE’S ANNUAL MUSTER 


Features of New Mortality Table Dis- 
cussed—Comment of Arthur 
Hunter and Others 


ST. LOUIS, MO., June 13.—At the 
annual meeting of the American Insti- 
tute of Actuaries held here last week 
the new mortality table was the prin- 
cipal topic discussed. Arthur Hunter, 
actuary of the New York Life, con- 
tributed considerable comment. Mr. 
Hunter was present at the recent meet- 
ing of the Actuarial Society of Amer- 
ica, and at the America Institute meet- 


ing told what the members of the 
fornier organization thought of the 
new table. 


It was pointed out that the table is 
passed upon figures compiled before 
the influenza pandemic, or up to 1915. 
It was suggested that any new table 
that is to be adopted should be influ- 
enced by the experience during the 
recent pandemic. If a new table is to 
be adopted it should be elastic enough 
to allow for a recurrence of the influ- 
enza. 


Differences in Tables 


It was felt that the companies should 
be cautious about adopting a table that 
reflects the experience only in the fav- 
orable periods. Generally speaking, 
the rates provided in the new mortal- 
ity table are lower at the younger 
ages and higher at the older ages, as 
compared with the American experi- 
ence table. However, the adoption of 
the new table, as now constituted, 
would not affect premium rates one 
way or the other. That is, because of 
the fact that the new table follows the 
actual experience a little more closely 
than the older one (excepting the in- 


fluenza deaths) there would be, if it 
were adopted, less mortality savings, 
which would increase the expense 


loading, and hence there would be little 
change in so far as the policyholder is 
concerned. There were many argu- 
ments on the question, pro and con, 
but the institute did not go on record 
as favoring or opposing the adoption 
of the new table. The following topics 
were informally discussed. 

Should the new table of mortality be 
made the basis of premiums and re- 
serves? 

What should be the ratio of the net 
and gross amounts assumed by a com- 
pany on a single life? 

Modification of commissions to agents 
en policies reinsured for amounts in 
excess of the company’s limit. 

Revision of the terms used 
panies’ statements in order to more 
clearly define the terms and prevent 
misunderstandings of the public in ref- 
erence to the true nature of the funds. 

What affirmative action is necessary 
in order to terminate a policy which, by 
its terms, becomes void or voidable by 
virtue of the insured’s own act? 

Adequate reserves under a double in- 
demnity provision. 


in com- 


Mortality from after-effects of influ- 
enza. 
Effect of influenza sequalae on disa- 


bility rates. 


Scope and advantages of a course of 


instruction on life insurance in Ameri- 
can colleges and universities. 
General discussion of any actuarial 


subject upon which information or opin- 
ions may be desired by any member. 
Officers were elected as follows:: C. 


H. Beckett, president, State Life, Indi- 
ana; C. B. Carr, secretary, American 
Central; B. J. Stucke, treasurer, Illinois 
Life; E. R. Carter, librarian, National 
Life, U. S. A.; D. F. Campbell, editor 
of the record, Independent actuary; H. 


L. Reitz, vice-president. 


Metropolitan Life 
The Metropolitan Life when requested 
will issue a supplemental agreement pro- 
viding for double inde emnity in the event 


of death by accident. 

Miss Emma A. Gallagher, assistant 
actuary of the Inter-Southern Life, re- 
cently died at her home in Louisville 


following a lingering illness. 


WILL INCREASE RATES 


METROPOLITAN TAKES ACTION 


Company Finds It Necessary to Revise 
Its Schedules on All Policies 
Except Special 


NEW YORK, June 10.—Field repre- 
sentatives of the Metropolitan Life 
have been advised by President Haley 
Fiske of the adoption of a new sched- 
ule of rates by the company applicable 
on and after July 1, to all forms of pol- 
icy save those of the special class, the 
$5,000 whole life ordinary contract is- 
sued by the intermediate and the in- 
dustrial departments, the premiums 
upon which remain constant. The ad- 
vance will average less than 10 per- 
cent, being 10 percent on death and 
endowment at age 85 forms; 8 percent 
on 20-payment life and 7 percent on 
20-year life. Actuaries are working 
upon the new rates which it is expected 
will be ready for distribution the lat- 
ter part of the present month. Rates 
upon the $5,000 whole life ordinary 
contracts were increased some years 
ago by the direction of the state leg- 
islature when the company mutualized. 
The need for getting slightly higher 
premiums was borne in upon the Met- 
ropolitan Life through its experience 
with the influenza epidemic, which thus 
far has cost it $24,000,000 in claims. 








NEWS OF COMPANIES 

















Western Life, Des Moines, Iowa—It 
closed the month of May with the larg- 
est amount of business written for any 
ene month in the history of the com- 
pany. The month was designated “Jami- 
son month,” in honor of the president of 
the company, and 61 agents qualified on 
the production list for that month. The 
Western Life recently passed the $10,- 
000,000 mark of business in force. 

ae ee 

Lineoln National Life—For the last 
eight years May has been known as “Hall 
Month” in this company. The first vice- 
president and general manager, Arthur 
F. Hall, celebrates his birthday on May 
11 each year. He has provided a hand- 
some silver cup, to become the permanent 
property of the agency winning it three 
times, The home office agency at Fort 
Wayne expected to win it for the third 
time this year, but lost it to the North 
Carolina agency with E. Colwell, Jr., who 
produced over $400,000 of business during 
the month. The entire production 
amounted to $5,632,000. The ten largest 
personal producers averaged $90,220. Mr. 
Colwell, who won the cup this year, is 
in his prime, being a comparatively 
young man. Some years ago he was 
mainly instrumental in the organization 
and development of two successful legal 
reserve companies, as he managed the 
agency department of each company for 
four years each. He is state manager 
of the Lincoln National for North Caro- 
lina. He has agreed to conduct the train- 
ing school for salesmen, which will be 
under his leadership in July 1 next, with 
an enrollment limited to not more than 
18 selected men. 

Indianapolis Life—Its paid business for 
May was considerably more than double 
that for May of last year. The paid for 
business during the first five months was 
$1,000,000 more than for the similar pe- 
riod last year. The total insurance in 
force June 1 was $17,035,000, a gain of 
nearly $3,000,000. The mortality for May 
was 30 percent. The company is making 
a splendid record. 


Life Notes 

Samuel W. Calverley, formerly general 
secretary of the Young Men’s Christian 
Association has accepted the agency of 
the Mutual Life at Jerome, Pa. 

Glover S. Hastings, general superin- 
tendent of agencies of the New England 
Mutual, has been on a trip through the 
central west and was in Cincinnati last 
week. 

The 
one of 
houses 


Powell-Sanders Co., of Spokane, 
the biggest wholesale grocery 
in the pacific northwest, has 
taken out more than $78,000 of group 
life insurance for its employes in the 





Metropolitan Life. 
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Another Million Dollar Month! : 
May leaves with us over a Million Dollars ¥ 

of new applications. ; 

The Company that re 
Leads them all in Kansas L 

lo: 

Invites correspondence on the subject of Agency connections in 74 
territory of real productiveness. = 
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A Record of Thirty Years of Progress— be 
Ten-Year Periods = 

Assets Insurance in Force Income Policies Issusd wh 
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The WESTERN and SOUTHERN| | : 
Life Insurance Company - 
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Organized February 23rd, 1888 : 
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Open to Agents in Ohio, Indiana, Kentucky, West Virginia, ha 
Western Pennsylvania and Michigan 
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The American Home Life ||. 
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Insurance Co. : 

Topeka and McPherson, Kan. : 

J. P. Slaughter, Pres. Chas. H. Sandy, Sec. . 
Good contracts for live agents. Address F. P. Metzger, Agency Director, Topeka, Kan. ; 
- ‘SAFE AS A GOVERNMENT BOND’ 
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SEE Seam LATEST POLICIES AND AGENCY CONTRACT fiiecian 


Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 





ECRET OF OUR 
One Suscess 1S 
JERVICE 

A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY 


Cash Capital $200,000.00 V. D. CLIFF, President 


@ 
We have a contract for you under which yout 
income will be limited only by your activities. 





DETROIT, 
MICHIGAN 
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Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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FOLLOWING UP LIBERTY BOND SALES 


IFE insurance salesmen have found 
L that after a liberty bond campaign 
closes there are always to be unearthed 
a certain number of prospects who have 
become prospects, because of their lib- 
erty bond purchase. They have been 
approached and sold by an enthusiastic 
liberty bond salesman. He has stressed 
the necessity for thrift and saving, has 
shown them how they can purchase a 
liberty bond on the installment plan, 
and in many cases have opened their 
eyes to what systematic saving will do. 

Then the life insurance salesman 
steps in. The prospect is not ready to 
buy because the liberty bond payments 
have not been completed, but he is in 
a receptive mood. He will listen to 
what the life insurance salesman has to 
say. It sounds very much like what 
the liberty bond salesman said. It fol- 
lows the same line of thought. The 
life insurance salesman may plant his 
seed deep, stay away until the bond 
payments have been completed and 
then put in an appearance again. He 
will find the prospect ready or very 
near ready to buy. The liberty bond 
salesman probably did 50 percent of the 
work of selling the life insurance policy, 
but the life insurance man happened to 
call at just the right time. People who 
have purchased five liberty bonds, one 
right after the other, are not going to 
throw away the savings lessons that 
have been taught them by reason of 
their investments. The life insurance 
man who knows and believes this will 
find those who have purchased liberty 
bonds excellent life insurance prospects. 


Objects to Merger Fee 


TOPEKA, KAN., June 11.—The pro- 
posed merger of the Fraternal Aid Union 
of Lawrence, Kan., and the Knights & 
Ladies of Security of Topeka, two of the 
largest fraternal organizations in the 
country, probably will not be consum- 
mated at the present time. The fees con- 
nected with the merger are so high that 
the full approval of all concerned cannot 
be obtained at present. 

The contract for the merger carries 
with it a fee, said to be $350,000, to the 
promoters of the merger. This fee would 
go for the expenses of completing the 
contract and to the attorneys and others 
interested in bringing about the merger, 
It is admitted generally that a merger 
might be of extreme value both to the 
organizations affected and to the policy- 
holders, or members, but it appeared to 
Richard J. Hopkins, attorney-general, 
that the fee for the merger was too 
high, and he has declined to approve the 
plans for carrying out the consolidation. 

The attorney-general has requested the 
Knights & Ladies of Security to cancel 
the contract it had made with the pro- 
moters of the merger, and it is probable 
that this will be done shortly. He has 
also notified the insurance department 
that he could not approve the contract 
for the merger. 


THANKS, MR. BLAND! 


Baltimore, Md., May 3, 1919. 
F. W. Bland, clo NatIonaL UNDERWRITER 
Company, Chicago, IIL: 

My Dear Mr. Bland: 


This is probably an unusual thing to 
say, but I wish to thank you for selling 
me a subscription to the Insurance 
Salesman. It is unquestionably the 
very first insurance paper I have ever 
taken, and I can conscientiously recom- 
mend it to any live wire insurance man 


as a great help in his field work. 
Your very truly, 
Tuomas M. Green, 
Manager, Fidelity Mutual Life Insur- 


LIFE AGENCY CHANGES 





EVERETT WITH THE LINCOLN 





Former Vice-President of the Central 
Life of Iowa Goes to Pacific 
Coast 





H. G. Everett, who recently resigned 
as vice-president and agency manager 
of the Central Life of Des Moines, has 
been appointed Pacific Coast manager 
of the Lincoln National Life of Fort 
Wayne, Ind., with headquarters at Los 
Angeles. Mr. Everett has been one of 
the leading executives in the west and 
for 23 years was connected with the 
Central Life. Mr. Everett has been 
largely responsible for the upbuilding 
of the agency force of that company. 
At the time of his resignation it had 
$75,000,000 of insurance in force and 
over $7,000,000 of assets. He is a man 
of unusually high character and has 





H. G. EVERETT 


Former Vice-President Central Life of 
lowa, Who Becomes Pacific Coast Man- 
ager of the Lincoln National Life 


taken an active interest in the business. 
He has been one of the regular at- 
tendants at the meetings of the Amer- 
ican Life Convention and is well known 
to company executives. 

Mr. Everett voluntarily sought a con- 
nection with the Lincoln National. He 
is now in Los Angeles with Vice- 
President Ninde of the Lincoln and will 
begin work July 1. He will organize 
the state for the company. Mr. Everett 
has always admired the Lincoln Na- 
tional Life and its management. It is 
needless to say that the Lincoln Na- 
tional will have the finest kind of repre- 
sentation on the Pacific Coast. 


Tell About Finances 


NEW YORK, June 11.—Darwin P. 
Kingsley, president New York Life; 
Charles A. Peabody, president Mutual 
Life; Frederick H. Ecker, vice-president 
Metropolitan Life; E. W. Gladwin, vice- 
president Home Life, and A. R. Horr, 
treasurer E’quitable Life, among others, 
appeared before the New York legisla- 
tive committee here yesterday and were 
questioned regarding the practice of their 
respective companies in connection with 
mortgage loans. Mr. Peabody stated the 
Mutual Life still owes $11,000,000 bor- 
| rowed to make Liberty bond payments, 
and he doubted if any money would be 
available for loans for a year or two. 


Life, Mr. Ecker declared, has made ten- 
tative arrangements to loan up to $3,- 


ready assumed. 


Cc. W. Thompson, district agent for the 











ance Company. 


a try for the $200,600 club. He has paid 














2 Agency Supervisors Wanted 


in Indiana 


Although we lead all com- 
panies for production in our 
home state, we are not yet 
satisfied. We have two terri- 
tories which must be better 
organized: one southeast 
and one southwest. 


We write both Par. and Non-Par. 
insurance on all Standard forms 
of policies. Our sub-standard 
department has cut the rate of 
our rejections down to one of the 
lowest in the country. It means 
practically 7% greater income 
for our agents. 





For 2 men with records as personal producers and organ- 
izers we have an attractive Salary and Commission con- 
tract with an opportunity to build a large renewal ac- 
count. We want proved General Agency men. 


NOW OVER $85,000,000 IN FORCE 


LINCOLN NATIONAL LIFE 


FORT WAYNE, INDIANA 


From Pennsylvania Across to Idaho 























We have some splendid openings in Indiana for 
first class agents in both the Industrial and 
Ordinary Departments. We guarantee earnings 
to start on, of from $60.00 to $90.00 per month, 
all depending upon previous record. Quick ad- 
vancement. Write, telling all about yourself in 
your first communication, which will be con- 
sidered confidential, to 


A. S. Burkart, Vice-President 
Conservative Life Insurance Company of Amrieca 
Home Office, South Bend, Ind. 


Theo Sign of Good Gusarenee 























~ ERNEST J. STEVENS, Manager La Salle at Madison Street, Chicago 
a WHERE INSURANCE MEN MEET 
a8 Hotel La Salle ranks first among Chicago 





Mr. Kingsley said the New York Life 
would likely loan up to $2,000,000 upon 
the right kind of five-story apartment 
buildings in this city. The Metropolitan 


000,000, though its ability to do so would 
depend upon paying off obligations al- 


Mutual Life at Newark, Ohio, is making 





for $130,000 in four months. 
































Chicago’s Finest Hotel 

























hotels for its perfect service, elegant equip- 
ment and comfortable accommodation. . 
cated at the center of the insurance 
district it is the most convenient stop- 
ping place for the busy man. 
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Commissioner 


INSURANCE COMMISSIONER Darst of 
West Virginia is something of a phil- 
osopher and shows excellent judgment 
in his comment. In his annual report 
Commissioner Darst makes some ob- 
servations on the heavy mortality on 
account of the influenza epidemic, say- 
ing that this heavy drain, together with 
unprecedented business conditions, has 
tried out life insurance. Mr. Darst 
says, however, that he is pleased to 
record the fact that every legal reserve 
life comapny admitted to West Vir- 
ginia was able to weather 1919 with an 
unimpaired reserve and most of them 
with an increase in surplus. 


Getting Business Policies 


THE soliciting of business insurance 
requires more work and greater inge- 
nuity than canvassing for distinctly 
personal applications. In selling busi- 
ness insurance the agent usually has 
to make the sale to more than one 
man. Frequently he must sell it to a 
board of directors. This means con- 
vincing a body of men of various 
ideas. Business insurance is sold on a 
strictly business basis. The purchaser 
must feel sure that the outlay is fully 
justified and that the credit of the 
enterprise is greatly strengthened by 
the step to be taken. 

More advance information is necessary 
to sell business insurance than personal 
indemnity. The condition of the house, 
the particular need, the outstanding 


Conservatism Is Needed 


LIFE insurance companies that have 
been ultra liberal so far as dividends 
and premiums are concerned are find- 
ing that they cannot afford to specu- 
late with mortality savings. Very for- 
tunately the mortality experience of 
life companies has been favorable dur- 
ing the last 20 years or so. The med- 
ical men assured us that we were free 
from plagues and pestilence. But the 
abnormal and unexpected came last 
fall, resulting in the life companies be- 
ing called upon to pay large sums on 


Professional Men 


Forres LinpsaAy, who has made a 
great study of life insurance from the 
public standpoint advocates endow- 
ment income insurance for professional 
men. He says they are usually too 
ignorant of business affairs to make in- 
vestments wisely. They are commonly 
careless in money matters and not in- 
frequently are spendthrifts. The pro- 
ductiveness of the professional man is 
The 


on a peculiarly precarious basis. 





Urges Caution 


He, however, warns companies to 
guard their surplus accumulations and 
reserves very carefully for the next few 
years. He says in this connection, 
“The conditions resulting from the re- 
construction period may reduce inter- 
est earnings and cause large fluctua- 
tions in security values. A return of 
the influenza epidemic is not unlikely. 
For this reason the payment of large 
dividends on _ participating policies 
should be made with caution and it 
would be well for stock companies to 
forego or reduce their stock dividends 
until conditions are normal.” 

This is good advice. 


obligations, the financial statement, the 
situation as to the families of the part- 
ners if there is a partnership, the de- 
pendence placed on special partners, 
managers and so on is essential to an 
intelligent handling of the business. 
He must know the partnership or busi- 
ness conditions and agreements. 

Many salesmen are adept in fitting a 
policy to a particular individual after 
studying his situation from every 
standpoint. The man who sells busi- 
ness insurance must be equally skillful 
in fitting the business policy to the 
business house. Business insurance 
prospects should be carefully listed 
and studied. Infinite tact, patience and 
a high order of intelligence are required 
in working this line. 


account of the influenza epidemic. 
There should be no discredit cast on 
companies that have had to reduce or 
even pass their dividends this ~ year. 
They should rather be commended for 
following a conservative course. There 
are companies that would have reduced 
their dividends considerably if they had 
known that the mortality would have 
kept up so far above the normal. The 
rainy day reserve, which it might be 
called, has come in pretty handy this 
year. 


lawyer loses his voice, the surgeon’s 
hand is crushed, the artist becomes 
blind or the gmusician deaf and his earn- 
ing capacity is immediately destroyed. 
Therefore it would seem that Mr. 
Linpsay is correct in his insistence that 
the professional man invest every cent 
he can afford in insurance as the best 
protection he can secure. It is abso- 
lutely secure and needs no watching of 





a 


When the Metropolitan Life rein- 
sured the business of the Prussian 
Life and the Mercury Reinsurance, 
both German companies transacting 
exclusively a life reinsurance business 
in this country, it engaged Morris W. 
Torrey, the former United States man- 
ager of the Mercury, as head of its 
reinsurance bureau. Mr. Torrey is an 
actuary of high repute, having served 
successively with the Union Central 
Life and the Manhattan Life (of which 
latter company he was also president) 
before assuming his present connec- 
tion. The Metropolitan Life has been 
accepting reinsurance—both by treaty 
and individual offering—for years, and 
has a number of such contracts now in 
force. When it reinsured the Pitts- 
burgh Life & Trust, something over 
a year ago, it obligated itself to carry 
out the various treaty arrangements 
that ill-fated company had in force. 

As is customary in fire insurance 
circles, life offices placing reinsurance 
obligate themselves to retain a line of 
equal size to that ceded the reinsurer. 
With the growing wealth of the coun- 
try, the attractive forms of contract 
now offered, and their exemption from 
certain forms of taxation, the present 
day tendency is markedly toward 
larger policies, a move that is reflected 
in the greater demand for reinsurance. 


Vice-president Edward A. Olson of 
the Mutual Trust Life of Chicago was 
honored during May as the agents pro- 
duced something like $2,205,000 in 
tribute to him. This is 100 percent 
more than any May in the history of 
the company. Edwin Bonde of Min- 
nesota in his first month in the busi- 
ness led the entire agency force with 
$128,500 to his credit. The Mutual 
Trust Life is building solidly and is 
held in high esteem by its agents and 
policyholders. 


J. W. Ross of Peoria, Ill., who was 
recently appointed general agent of the 
Pacific Mutual Life, is a young man 
who gives promise of doing something 
in the life insurance world. He was a 
special accountant, from 1912 to 1918 
was an agent of the Prudential and 
later was assistant superintendent. He 
became vice-president of the Empire 
National Life of Chicago while it was 
in process of organization. 


Frank J. Keefe has been appointed 
assistant manager in the insurance de- 
partment of the John Hancock Mutual. 
Heretofore, he has been chief clerk in 
the department. Mr. Keefe went with 
the John Hancock in 1903 and has had 
a number of office positions. The in- 
surance department was established in 
February, 1917, and is under the direc- 
tion of Vice-President Crocker. 


The Michigan agency of the Ohio Na- 
tional Life, N. E. Glassbrook, manager 
of Lansing, won the prize offered by 
the company, a handsome loving cup, 
for the highest percentage of quota of 
new business during “Bettinger Month,” 
in May. The agency wrote the splen- 
did business of $441,000 which was 
169.6% of its quota. 

“Oh! Daddy, is that something for me?” 

Raymond Kelly, general agent of the 
Security Life in Chicago is telling the 
following story: 

He had secured a policy on the life 
of a hesitating applicant who would 
not make settlement on the attempted 
delivery of the policy to him. As is 
usual in such cases, Mr. Kelly delivered 
the policy on inspection and dpproval, 
securing the consent of the applicant 
to examine the policy that night be- 
fore rejecting it. The little daughter 
of the insured was named as benefi- 
ciary. So that evening after supper, 
the father drew the policy from his 
pocket, whilst the child was playing 
around the room. As soon as he drew 





the market. 


———d 


knee, climbing up and reaching as she 


for me?” 

Of course the premium was paid th 

next day and the assured told the sto : 
Mr. Kelly is producing at the ray 


cried: “Oh, Daddy, is that something 





of over a million a year. He isa youn 
man, in the early thirties, Befor 
coming to the ‘life insurance business 
some seven years ago he taught politi. 
cal economy and mathematics in the 
high schools of Chicago. 


In celebration of the sixtieth annj. 
versary of its founding, the Equitable 
Life of New York will hold an agency 
rally in New York City, Aug. 25 to 39 
The meeting place will be at the 
Waldorf hotel, whole the expected over. 
flow will be taken care of at the McA}. 
pin. All agents qualifying for member. 
ship in the several century clubs will 
be privileged to attend, and it is anti. 
cipated the number will be not less than 
seven hundred field men. An attrac. 
tive program for the interesting event 
is now being arranged. 


James S. Wood, who recently re- 
signed from the field force of the Mis- 
souri State Life has been appointed 
agency supervisor of the home office 
of the Continental Life of Wilming- 
ton, Del. Mr. Wood has had a fine 
life insurance experience, is able with 
his pen and has contributed much to 
the life insurance cause. Mr. Wood 
has taken a lively interest in the record 
that the Continental has made during 
the last 12 years and found it one of 
the low net cost companies of the 
country. Mr. Wood believes that the 
Continental Life presents an opportu. 
nity for him to assist in building up 
an agency sales force that will do 
things. 

James A. Church, who is manager of 
the Columbus, O., office of the Mutual 
Life, has for many years qualified for 
the $200,000 Club, and is now president. 
Mr. Church qualified last year when he 
was district agent at Sioux City, Iowa, 
will attend the convention this year 
and deliver the welcoming address 
when the agents meet at Quebec this 
July. 

Hal L. Muldrow, manager of the 
Oklahoma Agency of the Minnesota 
Mutual Life, has been appointed a 
member of the board of regents of the 
Oklahoma State University. He was 
appointed by Governor Robertson of 
that state. 


C. M. Heublein of Chicago, super- 
visor of the Reliance Life calls atten- 
tion to some records in the Illinois de- 
partment of his company for May that 
are good ones. J. H. White of Geneseo, 
Ill, a banker there, paid for $72,000 
from 24 applications. During the last 
12 months his paid for business 
amounted to $317,000 with total pre- 
miums of $11,405. Mr. White has only 
had two rejections during his entire 
four years connection with the Re- 
liance. Fred J. Walsh of Joliet, Ill, 
paid for $71,500 in May. _ During the 
last 12 months he has paid for $302; 
000. C. H. Hartzell and Isaac Blum of 
Chicago wrote $115,000 covering 27 od 
plications and also $700 in health an 
accident premiums. They combine 
their efforts and work jointly im the 
country. 





Ww. R. Andrews, secretary of the Shen 
andoah Life, is running for re-electiet 
to the state senate of Virginia he re 
opposition in the democratic ran he 
other candidate having offered heagh 
primary to be held August 5. ‘The is 
limit for filing notice of candidacy 
pired June 6. 





Benjamin Jacobson succeeds Chertok 
& Jacobson as managers of the ine 
sota Mutual Life at Detroit. Mr. big 
son has been in business in Detro ate 
a number of years and is a gradu 
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LIFE COUNSEL MUSTER 


HOLD A MEETING IN CHICAGO 





Company Attorneys Consider a Num- 
per of Points—Need to Remove 
Insurance Prejudice 





The semi-annual meeting of the As- 
sociation of Life Insurance Counsel 
opened in Chicago, Tuesday. It is the 
purpose of the meeting to take steps 
that will make persons who have any- 
thing to do with the business to deal 
honestly and fairly with life insurance. 
It is the intention of the body to do 
all in its power to keep legislative 
bodies from passing any laws that will 
harm or impede life companies. Legis- 
lative bodies have placed a great many 
laws on the statute books during the 
past which have tended to hold back 
and interfere with the growth and de- 
yelopment of the business. The courts 
have also interpreted the laws and 
clauses in policies in favor of the in- 
sured. All this has tended to hold the 
companies back and it is the intention 
of the meeting to take such steps as 
necessary to show the true side of in- 
surance. 

J. H. MeIntosh Presides 


The meeting was called to order Tues- 
day by James H. McIntosh, president of 
the association and general counsel of 
the New York Life. Mr. McIntosh also 
presided at the dinner in the evening. 
About forty persons were present at the 
meeting, where several interesting 
papers were read. William Brosmith, 
general counsel of the Travelers, read a 
paper on the effect of the war on life 
insurance; Alfred Hurrell, third vice- 
president and general solicitor of the 
Prudential, read a paper on the federal 
estates tax. Louis Danziger, counsel of 
the Massachusetts Mutual, had a paper 
on “Perpetuities as They Affect Life In- 
surance,” and Robert Stone, general 
counsel of the Kansas Life, read a paper 
on “Why the Unfriendly Attitude of 
Legislatures, Courts and Superintendents 
of Insurance toward Life Insurance?” 


Mr. Stone’s Talk 


Mr. Stone maintained that there has 
been a tendency on the part of the 
courts to interpret the policy in favor 
of the insured. He gave as an example 
several cases in which the insured had 
been given the insurance on a burned 
building when the building had been 
burned while unoccupied although the 
policy contained the vacancy clause. In 
eases of this nature the courts claim 
that the insured has paid for his insur- 
ance and should have the indemnity. 
They hold that it makes no difference 
whether or not the building is occupied. 
The courts, which are controlled by lay- 
men, have the advantage of the com- 
panies who are not represented. Many 
men in the legislatures also have a 
grievance against insurance companies 
which leads to unfair legislation. The 
companies are not usually represented 
by any one in the legislature who can 
explain their side. 

Mr. Stone said that every honest claim 
should be paid and not avoided on some 
technical ground. 

A dinner was held in the evening at 
which James H. McIntosh presided. G. 
T. Page, United States circuit court; 
Charles E. Kramer, a Chicago attorney, 
and Frank Hamlin, local counsel of the 
New York Life, spoke. 





Where Do You Stand 


The insurance salesmen of today 
may be divided into two classes: 

(a) Those who learn how to over- 
come new obstacles, and how to grasp 
the opportunities of the hour—these 
are the agents whose business is in- 
creasing, 

(b) Those who keep in old ruts, 
cant adapt themselves to new condi- 
tions, search for business only in old 
channels, use only antiquated argu- 
ments, are unobservant and dull, or 
who seem to be “dead ones” although 
still above ground—these are the 


agents who are not. succeedi 
ng.— 
Agency Items. . 


TO BE MORE LIBERAL 
PLAN OF WAR RISK BUREAU 


Will Review Cases Where Applicants 
Were Supposed to Have Been in 
Dying Condition 


WASHINGTON, D. C., June 11.— 
The Bureau of War Risk Insurance, 
which heretofore has manifested a dis- 
position to fight all’claims for insurance 
made by soldiers who at the time of 
application were in a dying condition, 
has reversed itself and in a new ruling 
just put forth announces that in the 
future the fact that applicants for in- 
surance were dying when their applica- 
tions were made shall not be consid- 
ered in the settlement of claims. The 
fact that many men were drafted into 
the military service while actually ill 
and were sent to the army hospitals 
immediately, with the expectation that 
they would recover under treatment 
has led the bureau to adjudge that it is 
only fair that the insurance of these 
men for whose safety the government 
became responsible should have the 
benefit of the financial protection af- 
forded by the government regardless of 
their condition when inducted. 


How the Order Reads 


The order of the director reads as 
follows: 

In determining the validity of applica- 
tions for war risk insurance and claims 
based thereon the fact that the appli- 
ecants were in a dying condition at the 
time the applications were made shall 
be disregarded. Applications for war 
risk insurance that have been rejected 
on the ground that the applicants were 
mortally ill at the time of making such 
applications shall be reconsidered and 
insurance granted thereon, if such appli- 
eations are otherwise valid under the 
war risk insurance act. 


Cases to Be Reopened 


The compensation and claims division 
of the Bureau of War Risk Insurance 
shall immediately reexamine all claims 
for insurance that have been disallowed 
on the ground that the applications 
therefore were made while the appli- 
ecants were in a dying condition, and, if 
such applications are otherwise valid, 
shall make awards thereon pursuant to 
the provisions of the war risk insurance 
act. The beneficiaries or other persons 
concerned in such cases shall be noti- 
fied that the case will be reopened and 
adjudicated in accordance with the pro- 
visions of this order. 


Conversion to Permanent Forms 


WASHINGTON, D. C., June 11.—The 
Bureau of War Risk Insurance reports 
considerable success in its campaign to 
induce soldiers to continue their insurance 
by converting their term policies into the 
new permanent policies devised by the 
bureau. Typical of the reports coming 
to the bureau from field agents is that 
of O. P. Lehmer, insurance officer at 
Richmond, Va., who says: “I have bepn 
lecturing on Government life insurance 
in the Fifth Naval District. I spoke to 
approximately 7,380 men. Out of 7,380 
‘men 3,740 signed a statement that they 
would convert all their insurance. They 
‘averaged $8,000 per capita; 2,603 men 
signed a statement that they would con- 
vert an amount between $5,000 and $10,- 
000 which would be determined by their 
finances; 625 men will convert only 
$5,000. The remaining 412 men had 
either lapsed or requested their insur- 
ance dropped, but out of these 412 men, 
357, after listening to my lecture, came 
to me with a plea wanting to reinstate. 
It is my opinion that at least 50 per cent 
of the men who have either lapsed or 
Gropped their insurance, if approached 
properly and given a thorough detailed 
explanation of the Government’s offer, 
would reinstate.” 





Wm. J. Cardwell, general agent of the 
Mutual Benefit Life at Kansas City, Mo., 
has taken into partnership Arthur C. 
Sweeney and Wallace L. Cardwell, who 
have been cashier and agent, respective- 





ly for a number of years. The new 
firm will be know as W. J. Cardwell 











THE GUARDIAN 
LIFE INSURANCE COMPANY 
OF AMERICA 


Established 1860 Under the Laws of the State of New York . 





New Insurance paid for in 1918.......... $24,657 ,927.00 
Total Insurance in force, January |, 1919. .179,410,731.00 
| eee Oar at Cee eee eee 56,111,806.00 


4,999,205.00 


New issues in 1919 being paid for at the 
rate of over $33,000,000.00 annually 


Surplus assigned and unassigned.......... 





For information concerning a direct agency connection, address 


T. LOUIS HANSEN 
Vice-President and Agency Manager 


50 UNION SQUARE, NEW YORK CITY 














The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 











The Toledo Travelers Life Insurance Company 


SECOND NATIONAL BANK BUILDING, TOLEDO, OHIO 
Want Producing Agents for Ohio Territory 
Opportunity for Advancement 
On Agency Matters Address E. W. GAGE, Secretary 















Frans Nelson, President WEA F. J. Uehling, Secretary 
ONE ALTE: 


The “‘Giant of the West’? 


Oma, NEBRASKA, 








Pioneer Life Insurance Co. 
of America KANSAS CITY, MO. 


Organized 1907 John W. Cooper, President x 
EVERYTHING NEW BUT THE NAME 














1& Co. 








In the Center of the U. S. A. 


is located a big, vigorous, and growing institution of 
life insurance. 


Our geographical location enables us to render excep- 
tional service to our policy holders and field force. 


Over $180,000,000 of insurance in force. 
INVESTIGATE FOR YOURSELF 


Missouri State Life Insurance Co. 
SAINT LOUIS, MISSOURI 
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Peoples Life Insurance Company 


Frankfort - - - - - - - Indiana 


$ 1,000,000 
10,000,000 


Assets - - - - 
Insurance in force 


Of course we want salesmen 
Of course we will pay the right kind well. 


Nor do we consider former life insurance experience absolutely 
necessary, in order to succeed with us. 

If you are loyal, enthusiastic and industrious we will stand 
back of you. 


E. O. BURGET, 
Secretary. 


W. A. IRWIN, 
Supt. Agents. 











George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our 
Monthly IncomeCoupon Bond Policies are growing in popularity. We 
are also writing all standard forms at low premium rates. If you area 
successful salesman, and a State Agency would be of interest, address 


JAMES A. EDGAR, JR., Manager of Agencies 














We Want q Must Be An Ohio Man, =n 


“ Have a — of from a wet ee 
personal production annually, and be able 
Supervisor 
a 
for Ohio 


Address 
Security Life Insurance Company of America 
1101 The Rookery, Chicago 











to furnish first class personal and business 
references. 
The Leading Michigan Company 
for the fourth consecutive year led all Michigan Companies in new paid-for business issued in Michigan in 
1918. Over $3,800,000 new business paid for last year. Now has $13,500,000 in force. 
A number of counties are open for General Agents and we invite Michigan men to investigate this op- 
portunity. We write Participating and also Non-Participating Insurance, Double Indemnity and Disability. 


Write Direct to 


M. E. O’BRIEN, President DETROIT, MICHIGAN 














8 Home Office, Blessed Building 
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Indiana National Life Insurance Co. 
INDIANAPOLIS. 
Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 
Our policy contracts are liberal and modern, having many Our Home Office is helpful; our agent= are pleased wits 
teatures that appeal to agents and prospects. the treatment accorded them. : 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
. For Territory and Agency Contracts Address C. D. RENICK, Presiden: 








We have something to offer in the way of a general agency that is 
very attractive to find with an old, conservative life company. It 
will pay anyone interested to investigate. All communications 
confidential. Address 77-P, care The National Underwriter. 


HOTEL WISCONSIN 


Big Hotel of Milwaukee 


HEADQUARTERS for INSURANCE MEN 
500 Rooms-400 with Bath 











HARD RAP TAKEN AT 
PART TIME BANKERS 


(CONTINUED FROM PAGER H 


money, but if you asked hi 

little further and express his . pa 
of those who have been specializing ; 
life insurance I am sure that he te 
class them as babies not only alon _ 
other lines, but along the line of hf 
insurance—their own line. ” 


Attitude of Banks 


Bankers as a rule have no reg 
whatever for either you or your bust 
ness. There are a few exceptions but 
if you asked me to do so I could ren 
point them out. I simply assume ther 
are some. A bank is more or legs of 
a public institution; it invites men and 
women in all lines of business to com 
in and deal with it and holds out that 
their relations with the institution wij 
be held in strict confidence, I think 
it is quite safe for any indivdual, other 
than a life insurance agent, to step into 
a bank, transact business and come 
away unharmed. 

I have been in business in Minne. 
apolis a little more than seven years, 
Early in 1912 I opened up a’ sales 
agency for a life company. It has 
been my ambition to build up a sub. 
stantial business and hire and train g 
successful whole-time sales force, | 
am pleased to announce that the 
agency is making progress. We are 
doing a good business and we hope 
to continue to do so. Some of you may 
wonder what part the Minneapolis 
bankers have contributed to our suc- 
cess. I will answer that by saying: 
There is not a banker in the city that 
would know me if he met me face to 
face outside of my office and not over 
three bankers of the city have ever 
been inside of my office. Possibly you 
may take it that I am boasting of this, 
well, as you choose. 


Bankers Were Ignored 


I had a discussion in my office, only 
recently, with a Minneapolis banker, 
I gave him thirty minutes of all I had 
and told him that some day when I had 
time to assemble material and prepare 
an article I expected to outline my 
views before the life insurance men 
and women of the city. He said he did 
not think that I needed any preparation 
and besides, he had unwittingly given 
me an opportunity to practice on him. 
In looking over our plant he made the 
remark that notwithstanding my atti- 
tude toward the bankers of the city and 
what they had done, we were appar- 
ently meeting with success in business. 
I told him that it was quite possible 
that a great portion of whatever suc- 
cess we had met with was due to the 
fact that we had let the bankers abso- 
lutely alone, and had not given them 
any more opportunities than we could 
help to cripple our business or block 
our sales. This banker had solicited 
our patronage. He wanted to know 
why his bank did not get a portion of 
our business. Stop for a moment and 
think what that invitation meant. 


What the Bank Offered 


I was invited to enter his bank, to 
place my personal account there, to 
place a portion, at least, of the account 
of the agency there. The agents of the 
sales force were invited to open theit 
accounts. If we could establish credit, 
possibly we could borrow money when 
needed. If any of our clients needed 
financing, we could feel perfectly free 
to take him to the bank and make the 
necessary arrangements. We could 
invite the policyholders to deal, with 
the bank. We could send the widows 
there to deposit the funds receiv 
from the proceeds of life insurance 
policies. The bank would be very ac- 
commodating. It would render ws 4 
real service. We are led to believe that 
we could come into the bank feeling 
absolutely secure and that we wot 
be benefited and not harmed, that 4 
of the business transactions woul pi 
held strictly confidential. This banke 














when he called did not know that 







nen awmeHornn @D 


oy ge. ae err Ae ap 














T 
NKERS 


E 1) 


| to 0a 
3 Opini 

alizing a 
he would 
along all 
le of life 


> Tespect 
Our busi. 
Hons, but 
Ould not 
ime there 
Tr less of 
men and 
} to come 
Out that 
ition will 

I think 
lal, other 
Step into 
nd come 


1 Minne- 
en years, 
a sales 
It has 
P a sub- 
d train a 
force, | 
that the 
We are 
we’ hope 
you may 
nneapolis 
our suc- 
Saying: 
city that 
e face to 
not over 
ave ever 
sibly you 
g of this, 


fice, only 
> banker, 
all I had 
ven I had 
1 prepare 
tline my 
nce men 
id he did 
eparation 
sly given 
» on him. 
made the 
my atti- 
2 city and 
re appar- 
business. 
possible 
ever silc- 
ue to the 
ers abso- 
ven them 
we could 
or block 
solicited 
to know 
ortion of 
ment and 
sant. 


d 


bank, to 
there, to 
e account 
nts of the 
pen their 
ish credit, 
ney when 
ts needed 
ectly free 
make the 
Ve could 
deal with 
e widows 
received 
insurance 
. very ac: 
ider uS 4 
lieve that 
ik feeling 
we woul 
|, that all 
would be 
is banker 
w that I 





“June 12, 1919 





THE NATIONAL UNDERWRITER 





knew that a bank considers everybody’s 
pusiness confidential except my busi- 
ness and your business. 

Spotters in Banks 


A prominent business man applied for 
a $100,000 policy. His money was, tied up 
in business and investments. He carried 
put little cash on hand. It was a con- 
venience for him to ask for 90 days time 
on a premium of something like $4,000. 
The agent unwisely accompanied the ap- 
plicant to the bank at the time the 
premium loan was secured. The banker 
readily recognized the fact that an in- 
surance transaction of considerable pro- 
portions was being consummated, so 
when Mr. Business Man returned to his 
office the banker *phoned him to suggest 
that if possible he should give all or 
at least a portion of his business to 
another life insurance company. The 
pusiness man took offense at the sugges- 
tion, informed the banker that he knew 
his own business, disclosed the facts to 
the agent, but would not permit the 
agent to report the name of the bank 
employe to his superior officers. This 
occurred in one of the prominent Min- 
neapolis banks. That bank expects us 
to favor it with our patronage. 


Went After General Agent 


A general agent for an eastern com- 
pany was sent to Minneapolis to take 
charge of his company’s affairs in this 
city. Desiring to establish banking con- 
nections, to open an account, etc.. he 
went into the bank I have just alluded 
to. After opening an account, he went 
to one of the bank employes and asked 
him -if he knew anything about life 
insurance. The employe said he knew 
alittle. “Well,” said Mr. General Agent, 
“which company would you consider the 
best life company in the world?” The 
employe named the company and asked 
the general agent if he was in the mar- 
ket for life insurance, to which the gen- 
eral agent replied, “possibly.” The em- 
ploye made haste immediately to usher 
Mr. General Agent to an insurance com- 
pany’s office. The general agent, of 
course, hesitated, began asking other 
questions about life insurance and life 
companies and, finally, naming his own 
company, asked if it was considered a 
good company. The employe told him 
no he did not think so; didn’t consider 
that the company or its policies had any 
merits whatever. The fact of the matter 
is that the company was a good com- 
pany, an old and reliable company, al- 
though one of the smaller companies and 
not so well known in the west. A banker 
must be very proud of a system which 
countenances his employes slapping cus- 
tomers in the face the moment they enter 
the bank. 

Another agent in this city had closed 
a case for $100,000. The policy was is- 
sued as applied for and ready for de- 
livery. The agent turned in a report 
on this case that a bank official con- 
nected with another prominent Minne- 
apolis bank had absolutely blocked the 
deal. His object was not disclosed, but 
it is quite easy to surmise. This banker 
solicits patronage from all insurance 
agents and all companies and expects 
their good will. Does he deserve it? 


Other Cases Are Cited 


Two members of a certain partnership 
applied for insurance for the benefit of 
the firm. As soon as the policies were 
issued, one partner went to the banker 
who was financing the firm in business 
and asked his opinion of the company to 
whom they had applied for insurance. 
The banker made an attempt to block the 
deal and turn the business to another 
company. The facts were reported to 
me during the time I was president of 
this association. I wrote to the bank in 
regard to the matter with the result that 
the insurance was placed in the company 
from whom it was originally applied for. 

A policyholder had lapsed his policy, 
because of his inability to pay the pre- 
mium. A representative of the company 
induced him to go to his bank and bor- 
Tow a sufficient amount to cover the pre- 
mium and reinstate the policy. When 
the bank cashier found out what the 
policyholder wanted the money for and 
when he had accertained that the policy 
had lapsed, he prevailed upon Mr. Policy- 
holder to allow the policy to remain 
lapsed and apply for a policy in another 
company which he represented as agent. 
He secured the application and had the 
party examined before the facts were 
disclosed to me. I got busy immediately 
with the result that the application and 
the medical examination were destroyed. 





‘The loan was completed and the policy- 


holder’s interest protected by the re- 
instatement of the policy he had already 
carried for some period of time, That’s 
the kind of a deal some bankers will 
hand your customers if they can get 
their hands on them. 


Banker Took Advantage 


An insurance agent had worked hard 
for some considerable length of time to 
induce an individual to apply for a life 
insurance policy. The prospect pvust- 
poned action from time to time, but 
agreed that when he was ready he would 
*phone the agent. This is one of those 
rare cases where the applicant actually 
got ready to buy insurance. He stepped 
into one of the outlying banks to tele- 
phone to the agent, who had worked on 
him for so long a time. One of the 
officers in the bank overheard the con- 
versation, immediately interested him- 
self in the applicant and sold him the 
insurance which belonged to the agent 
who had originated the business. He 
apparently thinks he made a profit by 
his act, but I venture the opinion that 
he and his bank will lose many times 
the amount of the commission as the 
years roll by. 

An employe in one of the banks held 
a position which, among other things, 
required him to make recommendations 
for salary increases to bank employes. 
He held a contract to sell life insurance 
for a certain company. Very few em- 
ployes received recommendations for 
raises unless they purchased a life in- 
surance policy through him. One em- 
ploye quit his position rather than be 
forced to purchase a policy which he 
did not want and in a company he knew 
nothing and cared nothing about. 

A business man who had applied for a 
policy had been examined, went into his 
bank to secure a draft to pay the first 
premium. The banker ascertaining what 
the draft was for induced him not to 
accept the policy applied for and sold 
him a policy in another company which 
he represented as agent. 

A policyholder in one company made 
loan at a local bank. An officer of the 
bank sent an agent of a competing com- 
pany to interview the policyholder for 
the purpose of selling him some addi- 
tional insurance to cover the amount of 
the loan. 


Went to Assessment Company 


One banker, for a period of time, held 
an agent’s contract with a very promi- 
nent company. He made several sales 
and incidentally recommended the com- 
pany as being the best in existence. For 
some reason or other his contract was 
terminated. A short time later he was 
found recommending to his clients and 
actually selling them insurance in one 
of the assessment companies, which at 
the time was in a rather shaky condi- 
tion and which at the present time is on 
its last legs. He either had no ability 
to distinguish the difference between 
one institution and another, or he 
had absolutely no regard for. the 
interest of his clients. In the few dol- 
lars commission lies his sole interest. 
I could have no faith in a man like 
that. I would not respect his judgment 
in banking, insurance, investments or in 
anything else. 


Many Not Licensed 


If you men and women were invited 
herve to relate personal experiences of 
an unsatisfactory character with banks 
and bankers, we would probably not hear 
the end of your stories in an all day 
and all night session. How many times 
have you entered a bank only to find 
that one, two or more bank officials or 
bank clerks had rate books and life 
insurance supplies in their desks and, 
upon inquiry, found that they had neither 
a life insurance contract or a state li- 
cense? Very few bank employes seem 
to be aware of the fact that they violate 
the laws of this state if they receive a 
commission on a life insurance transac- 
tion without the protection of a state 
license. They not only violate the law 
by receiving such a commission, but the 
agent who gives it also violates the law 
and subjects himself to fine and termina- 
tion of his right to do business in the 
state. As long as bankers permit em- 
ployes of their institutions to carry rate 
books in their pockets or have rate books 
and supplies in their desks or as long as 
they permit them to represent life com- 
panies as agents or otherwise, just so 
long will the “spy system” continue, and 
just so long will it be unsafe for a life 
































The Agents of the 


New England Mutual Life Insurance Company, 


After another Year of Splendid Success, 





Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 















































The Reinsurance Life Company 
of America 


Des Moines, Iowa 


The first strictly American Company in the field doing an exclusive 
Life Reinsurance business. 


REINSURANCE ONLY 


Correspondence Solicited 


H. B. HAWLEY, President F. D. HARSH, Secretary 

































Central States 
Life Insurance Company 


St. Louis, Mo. 








Insurance in force - - $37,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 
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EQUITABLE LIFE oF IOWA 


Announces New Policy Forms 
INCORPORATING: 


Increased Total Disability Benefits 
Double Indemnity Benefits 








Other Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 


For Agency Connections, Address HOME OFFICE, DES MOINES 














The Minnesota Mutual Life 
INSURANCE COMPANY 


E. W. RANDALL, President T. A. PHILLIPS, Secretary-Actuary 
We have just entered 


THE STATE OF KANSAS 


We are looking for one or two capable General Agents 


A REAL OPPORTUNITY 


For Particulars Address 


E. S. ALBRITTON, Supt. of Agencies, Saint Paul, Minnesota 








-THE FARSEEING AGENT KNOWS 













The demon- 
that his strated values 
abilities linked c offered your 
up with the Scmiruar Bor. 
policies of uUIFE INSURANCE COMPANY CONFIDENCE. 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 








CONSERVATION OF BUSINESS 


We are transferring, reinstating, revamping and cleaning up indebted policies for a number of Life 
Companies, thus standardizing and conserving the business, increasing the income, preventing lapses, 
and keeping the policyholders satisfied and at practically no expense to the Companies. 

Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 








We write all forms of up to date life and accident policies, issuing more than twenty 
different policies in each department. We are looking for a responsible man for 


TOLEDO, OHIO 


We have over two hundred life policies in force in Lucas County. The Company 
will get behind a producing General Agent. If you believe you are the right man, write. 


The Gem City Life Insurance Co. Dayton, Ohio 
I, A. MORRISSETT, Vice-Pres. and Gen’l Mer. 








MASONIC LIFE ASSOCIATION 


MASONIC TEMPLE (Commenced Business 1872) BUFFALO, NEW YORK 
SOUND PROTECTION AT COST 
Accumulated Surplus Over $400,000.00 
To Free and Accepted Masons Only 
Over $9,000,000.00 Paid in Benefits 
Agents Wanted. Liberal Terms. Exclusive Territory. For Agency or Membership, Address 
NELSON O. TIFFANY, President and Manager 
MASONIC TEMPLE, BUFFALO, N. Y. 








THE CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 


Good Insurance 


Home Office 
DENVER, COLORADO THOS. F. DALY, Pres. 


PRODUCTIVE FIELDS OPEN TO LIVE AGENTS 

















the protection of a white mask and an 
iron collar. 


May Adopt Retaliation 


A banker may feel that an insurance 
agent will never retaliate, that he would 
not stoop so low as to do a thing or an 
act on a parallel with the act that the 
bank employes are permitted to do 
against the insurance agents, but days 
of retaliation will come and it may so 
happen that the men and women who 
are devoting their whole time to life 
insurance and trying to make a living 
at it will get sick and tired of being 
mauled about and will in an organized 
effort block a few bank deals, switch a 
few accounts from one bank to another. 
It may be quite possible for the insur- 
ance interests to get one bank to agree 
io clean up and then concentrate all 
their influence toward that one bank. 
Widows with insurance money could be 
directed there, the bank could be recom- 
mended to policyholders and prospects 
and whenever a check was given in pay- 
ment of a premium and it was drawn on 
a bank other than this one bank, the life 
agent would have an opportunity to put 
in a good word for the bank which held 
the confidence of the insurance interests 
and which was willing to give the insur- 
ance men and women a square deal. 


Recommendation of Banker 


As a business proposition it would seem 
to me that a banker would hesitate to 
say or would allow his employes to say 
that any one company was the best com- 
pany in the world and the only company 
worthy of patronage. To say that or 
allow it to be said may help one com- 
pany, but it offends 235 others and their 
thousands of employes. If a banker or 
bank employe is asked for his opinion 
of any life company, he should, if he 
thinks so, say that it is a good com- 
pany, that it bears a good reputation, 
that its financial condition is sound, but 
te give an unfavorable opinion about a 
company he knows little or nothing and 
to attempt, simply because a client dis- 
closed the fact that he was interested in 
and contemplated buying insurance, to 
switch the business to a company in 
which he was financially interested, be- 
cause of a contract he held to sell in- 
surance for that company is an act most 
reprehensible. I don’t want any banker 
anywhere at any time to say that the 
company I represent is the best company 
in the world. I wouldn’t ask him to say 
such a thing. I wouldn’t ask him to 
give me a letter which might indicate 
that. If he has dealt with my company 
and is satisfied or if he knows that my 
company is a good company and his 
opinion is solicited then he most cer- 
tainly has a right to give expression to 
the satisfaction which he feels and a 
right to say that my company warrants 
patronage. Even a life agent, who is 
supposed to devote a great portion of 
his time to a study of life insurance 
and life companies, would find it diffi- 
cult to say which company, in every 
respect and every particular, is the best 
company in the world, although we all 
feel that the company we represent is 
the best company in the world and we 
are conscientious in making that recom- 
mendation to our clients. If we didn’t 
feel that way, we wouldn’t be working 
for the company we are working for and 
we would not be meeting with success 
in the sales field. I think it is essential 
that a salesman have faith in the article 
he sells and the institution he sells for 
in order to make a permanent and sub- 
stantial success as a salesman. 


Whole Time Agents 


I believe that the general agents and 
the company managers should devote 
their time to the hiring and training of 
whole-time life insurance men and 
women and if they cannot hire and train 
them then they ought to give up the 
general agency to someone who can do 
so. If we center our efforts upon the 
employment and training of whole-time 
agents, we will in a short time have a 
satisfactory selling force and in due time 
the whole-time agents will produce ten 
times the volume of business that the 
part-time agents will produce, To elimi- 
nate the part-time agents may cause a 
temporary slump in the business, but the 
ultimate gain will be so great as to many 
times repay you for losses originally 
suffered. 

Production from Banks 


There are about 1,400 banks in Minne- 
sota. If any one agency placed a con- 
tract in every one of these banks (which 
is not possible to do, but suppose it could 





be done), the banks would not 
$5,000 of paid business per ann 
total of $7,000,000 for the state, 
every bank had been contracted 
limit, so far as agency buildin 
cerned, would be reached. On the oth 
hand, it is possible to build up a $7 prs 
000 whole-time sales organization and in 
a period of time that same organization 
when fully developed and protecteq wit 
produce double that volume of business, 
There are about 50 banks in Minne. 
apolis. If you contract with every on 
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.of them they will produce about $259 000 


per annum, but it isn’t the am 
business they produce that matte 
the business that they block, In trying 
to prevent the sale of a policy jp one 
company and switch it to another it fre. 
quently happens that the business ig lost 
entirely. The client becomes disgusted, 
refuses to do business with any com- 
pany, goes without insurance and dies 
leaving his widow without a cent. gp 
much for the kindly interest of the 
banker. 
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Wouldn’t Stand for It 


What other line of businéss woulg 
stand for the things that we stand for? 
Do you think that the big milling inter. 
ests, the steel and machinery companies, 
would stand, for one single minute, an 
effort on the part of bankers and bank 
employes to cripple their business or 
switch trade to their competitors? No, 
they wouldn’t stand for it and we don't 
have to stand for it. You are classed ag 
a bunch of babies too weak-kneed to 
stand up and fight for what rightfully 
belongs to you and so you allow a mis. 
cellaneous lot of individuals in all sorts 
of businesses to take away all of the 
profits of the business which you are de. 
voting your life time of effort to. 


Mass and a Mess 


The life insurance license list in the 
insurance department is a mass anda 
mess. Look it over, you will find it 
nauseating and disgusting. You will hire 
anybody that even throws a hint that he 
might possibly write or put you in touch 
with one or two small insignificant cases 
and you have little concern as to whether 
the business is sold honestly, representa- 
tions made truthfully, nor have you any 
concern as to the character or reputa- 
tion of the individual with whom you 
contract, except those few individuals 
where there might be a possibility of 
your suffering a personal financial loss 


WANTED 


old line life agency for company writ- 
ing sub-standard classifications. 


R. O. DEMING CO. 


Great Falls Montana 























Send me six of the 


“Baby Dawes” 


wrote a General Agent to 
us recently. 


He meant 


“Little Gems’ 


The Greatest Little Life Chart Ever 
Issued. 
POLICIES PREMIUMS 
DIVIDENDS CASH VALUES 
NET COSTS for 
110 Companies and 5-Year Insurance 
and Financial Record for All Companies. 
672 Pages, 54-inch Thick—Vest Pocket 
Size; Flexible Binding. 
Just Issued for 1919 


Every Agent Needs a Copy 
HAVE YOU YOURS: 


Price $1.25 
Lower in Quantities 


The 
National Underwriter Company 


Duttenhofer Building - Cincinnati, Obie 
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@One-fourth of our 
new insurance, first 
quarter of 1919, 
was taken by Wis- 
consin people al- 
ready insured in this 
Company. 


IN WISCONSIN ONLY 


Cc. L. MILLER 


Director’of Sales 


MADISON, WIS. 














THE PEOPLES LIFE 
INSURANCE CO. 


Now convert- 

8 ing Industrial 
policies to 
Ordinary. 
Splendid op- 
portunities for 
good men. 










President 
Home Office Building CHICAGO 
Chicago 





eT 
‘FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income’”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 











19,712 LEADS 


were distributed among Fidelity field men in 1918— 
the result of eur direct mail advertising, This is agency 
co-operation on a vast scale and explains why we are 
writing mere business than at any time in our history. 


The Fidelity eperates in 40 states. Full level net 
Premium reserve basis. Faithfully serving insurers 
since 1878, Insurance in ferce over $150,000,000. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


RANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








ALWAYS A PLACE FOR 
DEPENDABLE AGENTS 


Those wh 
but deliver 
methods. 
men. 


Union Mutual Life Insurance 
Company 
Arthur L. Bates, President, Portland, Maine 
Address ALBERT E. AWDE 


7 W. Madi gy of Agencies, 


© can not only write applications 
policies, and are energetic in their 
- Good positions are ready for such 


a: Chicago, Ill. 

















through dealing with an irresponsible 
person. 

I do not agree with our esteemed 
friend, Mayor John E. Meyers, who has 
said on numerous occasions that the life 
insurance companies give you an allot- 
ment and tell you to get it, get it hon- 
estly if you can, but get it. I do not 
believe that the majority of you men and 
women feel as he does. Possibly his 
company has educated him that way. I 
don’t know, but I doubt even that. I 
am not a spring chicken in the business 
by any means and I have never gotten 
the same impression that he has. I know 
that some of you gentlemen do not think 
that my company is the only angel in 
the life insurance heaven, even though 
I do think so. In all my years with the 
company, it has been expected that I get 
my yearly allotment and I am expected 
to get it and get it honestly. I do not 
believe that every general agent, or 
agency manager follows the practice of 
hiring irresponsible agents indiscrimin- 
ately. There are some agencies in this 
city satisfied with a comparatively small 
selling force of reputable men and women 
because they do not care to pollute the 
business with a conglomerate mass of 
what-nots and goodfornothings. 


Too Eager to Make Sale 


Our president, at a previous meeting, 
told you how another branch of the in- 
surance business protected its interests 
by refusing to allow you or anyone else 
who did not comply with the rules of the 
organization, to hook in for a rake off 
on sales made in the city, but we are too 
immature, too child-like, too easy to 
adopt such a rule and put it in practice. 
We are so eager and anxious to make a 
sale, to get business away from a com- 
petitor that we are satisfied, perfectly 
satisfied, to take a crumb if we can’t get 
the whole loaf. Go to a banker and tell 
him you will be glad to do business with 
him if he will agree to give you every 
last red cent of profit he makes on every 
transaction. Go to a department store 
and say that you will trade there pro- 
vided you can get a rebate or a dis- 
count of the full amount over and above 
the cost price of the goods. Go out and 
put up a similar proposition to the fur- 
niture dealer, the shoe dealer, the tailor 
—do that and you will be considered a 
fit subject for a lunatic asylum and yet, 
men engaged in these other lines of 
business have the cheek to ask you to 
do that very thing and you, in your in- 
sane desire for business, have taught 
and educated them to ask for it and to 
expect it. 


Should Stand on Their Feet 


Why should the insuring public have 
any respect, faith or confidence in such 
a large aggregation of crazy people? It 
is about time that we stand on our own 
feet; that we dignify the businéss; that 
we make it a business worth while en- 
tering. If we do not take action for the 
protection of the men and women who 
are out in the sales field, day after day, 
attempting to sell legitimate life insur- 
ance, you will never attract a great num- 
ber of high grade, whole-time salesmen 
and women and you will not retain the 
service of those who are now engaged 
in it. 

I have criticised certain things exist- 
ent in banks and among bankers. The 
banks will not always subject themselves 
to this criticism, to this antagonism; 
they will, some day, prohibit any one 
connected with a bank to sell life insur- 
ance or play favorites with any one com- 
pany or carry a rate book in desk or 
pocket. 


Fault of the System 


I do not care to close without reliev- 
ing the bankers and bank employes of 
some of the responsibility for this criti- 
cism. It is our fault as much as theirs, 
a fault of our system, a fault of our 
means and methods of getting business. 
Some of us have gotten down on our 
knees to those bankers, clerks, janitors 
and scrub women, begging them to use 
their influence in our favor. Begging 
them to accept a rate book, accept a con- 
tract merely because we did not have 
strength enough or ability enough to 
make a sale without the influence which 
we thought the bank or bank employe 
could give. Yet, we want to be consid- 
ered as first class salesmen. It often 
is said that life insurance salesmen are 
the best salesmen in the world. Those 
who succeed in making sales, indepen- 
dent and alone, without the aid of part- 
time pluggers, are deserving of the repu- 
tation of high-grade salesmen, because 
in the face of the things the general 











The Prudential Insurance 
Company of America 


F st F. den, Home Office, 
oo sig oe Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 





























You Can Get Ahead 


Under the direct agency contract we 
make with our agents. They have a 
real opportunity to earn a reasonable 
commission and build up a permanent 
renewal. Why not take advantage of 
this profit-sharing arrangement? 





A solid, safe Illinois Company 
with over twenty millions of business 


he Central Life 


Insurance Company of Illinois 
OTTAWA, ILL. 


H. W. JOHNSON w. 
President 


F. WEESE Ss. B. BRADFORD 
Vice-President Secretary 
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FARMERS NATIONAL 


|__| LIFE INSURANCE CO. OF AMERICA 








Farmers National Life Bldg., a°v"e°n ue CHICAGO, ILL, 




















“THE WEST COAST LIFE” 


Offers splendid opportunities in the West in a live 
mi organization that last year produced over Twelve 
Million Dollars in applications for new insurance. 
Ask for the current copy of THE PIONEER. 


i WEST COAST SAN FRANCISCO LIFE INSURANCE COMPANY 


a 376 Pine Street SAN FRANCISCO 





















The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO; 


An OHIO Company, writing policies on OHIO oatnle and keeping OHIO 
money in OHIO for the development of OHIO industries 


Admitted Assets............... cs . eovcee$ 3,286,468.00 
Insurance in Force...............- Laos ceccce £B9891,875.00 
Surplus to Policyholders.. es Rone eeanoe 383,467.60 


New iit Monthly meas Policies 
Splendid epportunities for AGENTS in many sections of Ohio. We solicit inquiries from responsible parties. 


Dr. W. O. THOMPSON G. W.. STEINMAN 


President Secretary 




















Combination Accident and Health Policy 
$6,000.00-12,000.00—$25.00 per week 
$24.00 a Year 
Membership 74,296 Claims Paid $1,715,549.36 


Unusual Agency Opportunities at present in 
Wisconsin, Minnesota, Indiana and Iowa 


Our Leading Salesman in 1918 made more than $9,000.00 


BUSINESS MEN’S ACCIDENT ASSOCIATION 


W. 'T. GRANT, Secretary KANSAS CITY, MO. 
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agents do, the agency managers do, it 
really is quite remarkable that any 
human being can ever succeed in selling 
life insurance in a sufficient volume to 
make a decent, respectable living. 

Side Line Agent 


“It was only yesterday that a man pre- 
sented his card to me and there have been 
a hundred others presenting similar 
cards in the last few years. The word 
‘insurance’ was printed in large type, 
red ink, across the face of his card, 
which indicates that he sells fire, wind- 
storm, plate glass, workmen’s compensa- 
tion, rent, sprinkler leakage, burglary 
and robbery; automobile fire, theft, lia- 
bility and property damage and on top 
of all this he wanted a contract to sell 
life insurance. He said that occasionally 
someone asked him whether or not he 
sold life insurance and he wanted to be 
able to tell them that he did. He wanted 
the commission on $4,000 or $5,000 worth 
of insurance, which rightfully belonged 
to you. You worked up the trade, got 
these people interested, coached them 
along and then he happens in just about 
the time they are ready for the insur- 
ance and if he has the right and if he 
has a contract and if he has a license, he 
will gladly take your profit from your 
pocket without one moment of work or 
effort. Now I know that that same in- 
dividual can step from my office into 
your office and you will welcome him 
with open arms; kiss him on both cheeks 
and thank a kind providence for send- 
ing him to you and by your very act you 
are choking the life out of some poor 
fellow, whom you induced to give up a 
lucrative employment to enter the golden 
field of life insurance. 


Stick to His Business 


I told Mr. General Insurance Man that 
I wanted him to keep all of the commis- 
sions he could get in all of the lines of 
insurance which he is at present hand- 
ling. I also told him that I would keep 
his card and if I saw an opportunity to 
do so I would throw some trade his way 
and I would not expect or accept one 
cent of compensation. I advised him to 
stick to his own business and leave ours 
alone; that we wanted the commissions 
and all of the commissions on the sale 
of every life insurance policy sold by my 
company and I informed him that I was 
trying to build up a whole-time sales 
agency, that I was trying to protect the 
interests of the men and women whom 
I had induced to enter this field and I 
certainly would be inconsistent and sub- 
ject myself to just criticism on the part 
of these men and women, if I permitted 
him to hook in at every opportunity on 
business which they had created the de- 
sire for. 

Takes Adv annaiies of Position 


Within the past 60 days a bank em- 
ploye asked for a part-time contract, 
assuring me that he could secure at ieast 
100 applicants within the coming year. 


Assume that he could, what does it 
mean? It means that he, because of 
certain influence, and not sales-abiiity, 


can cause the loss of a portion of this 
business to my own sales force, and a 
loss of the other portion to you. He is 
not a competent insurance man, able to 
render a real service and never expects 
to become one. He did not secure a 
contract from me; he is not entitled to 
one. If he has backbone and ability 
enough to learn life insurance and sell 
it, then let him quit his job and enter 
our sales force on a whole-time basis 
and we will teach him the business and 
make him a real life insurance agent, 
but if he hasn’t the ability then let him 
dub along with his present line and not 
dabble in ours. I have turned him down 
because I have some regard for our cus- 
tomers, for our salesmen and for you, 
but what are you going to do? Will 
you permit him to step from my office 
to yours and will you bid him enter, or 
will you support the president of our 
association in an effort to eliminate the 
useless and undesirable element from 
the great business of life insurance? It 
is through this association, through this 
organized body of individuals that you 
can eliminate, absolutely eliminate, the 
life insurance commission grabber and 
srafter, that is, if you want to eliminate 
him from the field. If you don’t want to, 
well then go ahead and follow the lines 
of least resistance and I venture the pre- 
diction that those who follow other lines, 
who have some regard and respect for 
the men and women of their office, will 
ultimately produce ten times the volume 
of business which you will produce by 
taking what seems to be the easiest way, 
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IOWA 


DES MOINES 


“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family; 


plan, any age, either sex! 


This is a service our men 
appreciate these days, 


If it appeals to you, write 


HOME OFFICE 


(R-T Bldg.) OWA 


TERRITORY 
SOUTH DAKOTA 











A Penn 


Policy, 





Mutual Premium, less a Penn Mu- 


tual Dividend, purchasing a Penn Mutual 


containing Penn Mutual Values, 


makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members 


The Penn Mutual 


Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 

















ACTUARIES 





— F. CAMPBELL 


CONSULTING 
ACTUARY 


76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 





811 


_— J. HAIGHT 


CONSUL1ING 
ACTUAR* 


-812-813 Hume-Mansur Bldg. 


INDIANAPOLIS 





Chemical 


ULIAN C. HARVEY 


Consulting Actuary 
Building 


ST. LOU IS, MO. 





T. J. 


feed 


McCOMB 


COUNSELOR AT LAW 
CONSULTING ACTUARY 


a Reserves, Surrender Values, etc., cal 


uations and Examinations made. 


licles and all life Insurance forms 
The Law of Insurance a S; 


Colcord Bldg. 
OKLAHOMA CITY 








Telephone 
Cc 


J. H. NITCHIE 


entral 3462 


ACTUARY 


19 S. LaSalle St., CHICACY 





ARRIS E. VINEBERG 


Feilow Actuarial Society of Am 
Fellow American Institute of acters 


CONSULTING ACTUARY AND EXAMINE. 
Room 1437 First National Bank Builds 
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Founded 1865 
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The 
Provident Life 


and 


Trust Company 
of Philadelphia 


—_—— 


Provident policies are “seeing 
ahead” policies. Taken out 
now, they provide effective 
protection at the time when 
it is most needed. 


—_—— 


Northwest corner Fourth and Chestnut Streets 

















“SOMETHING 
NEW FOR 
AGENTS” 





National 
American 
Life 
Insurance 
Company 





Burlington, lowa 











HOME LIFE 


INSURANCE Co. 
(Purely Mutual) 

2% BROADWAY, NEW YORK 

GEORGE E. IDE, President 
The 59th Annual Report ef the Home Life 
Insurance Company shows over Four Mil- 
lion Dollars paid to policyholders in 1918 
ef which over Seven Hundred Thousand 
was in dividends. The influenza pneumonia 
epidemic caused an abnormal mortality, 
Greater than any experienced in the Cem- 
pany’s history, but notwithstanding this 
the assets show an increase of more than 
= ate now over Thirty Six Milli 
The total insurance in force in 
during the year 8.6% and is cae ie 
Hundred and Fifty Nine Millien Dollars. 

W. A. R. BRUEHL & SONS, 





Northern tucky 
Reoms 601-606 The Fourth 
CINCINNATL Guy Bank Bldg. 














INSURANCE STOCKS 
BOUGHT AND SOLD 
Quotations Furnished 
BABCOCK, RUSHTON & COMPANY 


St. Cen 
CHICAGO “a! 8900 











NEWS OF LIFE POLICIES 


News Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 


Books, etc. Suppl t Policyholder: igest, 
Poblehed Annoy ia Mey oe SR ICES 50 


ROYAL NEIGHBORS 


The Royal Neighbors of America 
adopted new rates at a special meet- 
ing in Chicago last week. This frater- 
nal found itself confronted with a 
serious deficit in its benefit fund on ac- 
count of influenza claims. The deficit 
ran considerably above $1,000,000. The 
rates to apply to new members will 
take effect Sept. 1. These rates are 
based upon the Royal Neighbors mor- 
tality tables. The new rates for pres- 
ent members also take effect Sept. 1. 
The rates are: 

New Present 























Members Members 
,000 $1,000 
$0.75 $0.75 
-75 -75 
.80 -80 
-85 .85 
-85 85 
-90 -90 
90 .90 
95 .95 
.95 -95 
1.00 1.00 
1.00 1.0 
1.05 1.05 
1.05 1.05 
1.10 1.16 
1.15 1.15 
1.20 1.20 
1.25 1.25 
1.25 1.25 
1.30 1.30 
1.35 1.35 
1.40 1.40 
1.50 1.50 
1.55 1.50 
1.60 1.50 
1.65 1.50 
1.75 1.50 
1.80 1.50 
1.85 1.50 
1.95 1.50 


New York Life 


The various clauses in New York Life 
policies with regard to an extra pre- 
mium of 10 percent for military or naval 
service provided for a refund six months 
or a year after declaration of peace of 
the unearned portion of the war extra 
premium paid. The company has decided 
that the refund may now be made, and 
has also decided that it will not charge 
against the extra premiums the deaths 
from natural causes while on military 
service—such as influenza and pneumo- 
nia. After meeting the death losses 
strictly chargeable to warfare, the com- 
pany is prepared to return 70 percent 
of the extra premiums paid under poli- 
cies issued in the United States and 
Canada. These refunds will be made as 
rapidly as possible. 


Illinois Legislation 

SPRINGFIELD, ILL. June 10.—The 
house has passed house bill 527 (Scanlan) 
which relates to the consolidation and 
reinsurance of insurance companies, as- 
sociations and societies. Would permit 
any resident company to consolidate with 
another resident or nonresident company, 
or to reinsure its risks, in whole or in 
part, in another resident or nonresident 
company or to reinsure the risks of such 
other companies on complying with re- 
quirements set forth in the act. Fixes 
procedure. Calls for approval by the 
director of trade and commerce or arti- 
cles of consolidation or contracts of re- 
insurance, and such articles and con- 
tracts would not be effective until such 
approval. Repeals present (1909) act re- 
lating to the consolidation and reinsur- 
ance of life companies. 

Senate bill 354 (Curtis) passed, re- 
lates to fraternals and provides that 
funds and assets shall be held for the 
benefits promised in certificates. Pro- 
vides that such societies, which have is- 
sued certificates on rates, which shall 
create and maintain a reserve thereon, 
may provide that the assets representing 
the reserve contributed upon such cer- 
tificates shall be maintained in a separate 
fund, to be applied to the payment of 
sums agreed to be paid in such certifi- 
cates, 


H. H. Hadlow of Gary, Ind., manager 
of the Century Life of Indianapolis 


tnere, has gone with the Reliance Life 
at Gary. 


Earning a little every day and spend- 
ing a little less leaves a little saved. 





“The Oldest Company in hinsatinl 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The _ 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


“Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 























General and Local Agents 








Contracts With Very Attractive 
Perpetual Renewals 








We Can Use a Field Superintendent—Salary, Expenses 
and Over-Writing Commissions 


Write, Giving References. TERRITORY: Indiana 








Gary National Life Insurance Company 
Gary Theatre Building 


Gary, Indiana 
WILBUR WYNANT, President 
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Stock Salesmen Attention! 


THE GARY NATIONAL ASSOCIATES 
COMPANY 


FINANCED THE 


GARY NATIONAL LIFE INSURANCE 
COMPANY 


We are doing a Mortgage Loan, Mortgage Loan and 
Investment business. 


We have $250,000 6% Participating Preferred Stock to sell. 




















Can use a few high-grade stock salesmen who can 
furnish references. 











ADDRESS OR CALL: 
GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building GARY, INDIANA 
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| A-FARM- MORTGAGE. 


BEHIND 


EVERY: POLICY 


Why Our Agents 
Succeed Rapidly—12 Reasons 7s 


1—We Insure Both MEN and WOMEN on equal terms. Women are important factors in pt 
business today. hide fi 
2—We Sell both PARTICIPATING and NON-PARTICIPATING Policies—A Big Ad- out in 
vantage in meeting competition. = 
3—WE INSURE TOTAL ABSTAINERS AT REDUCED RATES—How many Total doing. 
Abstainers could you Insure if you could offer this advantage? How much would it 
help your organization? Th 
4—WE GIVE SERVICE TO AGENTS—Every man is given assistance and instruction the se 


until he is a success—Every man must make good—He is our partner—His Success is pier 
our Success. me 


5S—OUR OWN MEN GET ALL OUR GOOD POSITIONS. red 
All promotions are made from the ranks of our own agents—Each man has an opportu- said. 
nity with us—Something to work for all the time. dodge 
6—WE SELL SPECIAL POLICIES which are up to the minute, giving the agent the ad- ee 
vantage of the “Best Sellers” in the Insurance Market. Every Policy the best we can 
make it. Special Policies for Total Abstainers. 
7—WE GUARANTEE TO SAVE 4 PREMIUMS on a 20 Pay Policy and give dividends 
besides—This Policy is our G. P. A—It is our best seller—FOURTEEN MILLION 
OF IT IN FORCE. 
8—WE SELL THE BEST INCOME POLICIES we can make on both Participating and 
Non-Participating plans. A check from beyond the grave is Daddy’s monthly contribu- 
tion to the family. 
9—WE GIVE SERVICE TO POLICYHOLDERS—Wher the policy is placed our Service 
has just begun. Death Claims are allowed within 30 minutes after proofs received at 
Home Office and check immediately issued. No delay—No red tape. This Service 
makes our agents popular. 
10—WE HAVE A FARM MORTGAGE BEHIND EVERY POLICY. No Investments 
are made in any other Securities (except Liberty Bonds)—Rate of Interest 6.2%. 
1I—WE ARE DEVELOPING NEW TERRITORY and making new op- 
portunities for our agents—WE MAKE THE CHANCE FOR YOU 
TO MAKE GOOD. 
12—We offer to good clean men a LIFETIME CONTRACT direct with 
the Company, giving full advantage of all there is in the business and 
in the best territory in the world. 


To Good Clean Men We Offer Success— 
May We Prove Our Offer? 


PEORIA LIFECcPany 


PEORIA ILLINOIS ——_ 
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‘WHAT IOWANS 


Didand Heard at Big Annual Meeting 
of Local Agents Association in 


Des Moines Last Friday 


ITH 188 registered as present and 

more than 200 attending each of 
the sessions the Iowa Association of 
Insurance Agents, held the largest 
meeting in its history at Des Moines 
last Friday. This was the twelfth an- 
nual session and was easily the most 
important since the organization was 
formed. In opening President Eugene 
Walsh of Davenport extended a cordial 
welcome to the field men and all out- 
side of the insurance business who 
might be present. He said that the or- 
ganization had absolutely nothing to 
hide from anybody, that it was working 
out in the open and that it was anxi- 
ous to have people know what it was 
doing. 


HE welcome was extended by Mayor 

Thomas Fairweather. He said that 
the session was the second largest that 
he had attended in Des Moines in the 
past three years. Insurance men have 
lived up to their opportunities and have 
attained to the title of profession, he 
said. I can remember when _ people 
dodged an agent like a politician but 
times have changed. Now when one 
sees an agent, he wonders how many 
favors that man has done for humanity. 
There is one thing, however, that in- 
surance men still have to do—that is 
to get rid of the shysters in their pro- 
fession. They can do it through their 
organization. ‘ 

As soon as Mr. Fairweather had com- 
pleted his remarks, John Hynes of 
Davenport arose and said that he did 
not know Mr. Fairweather’s politics, 
nor very much about him, but felt that 
he was the right kind of a man and 
should be made governor of the state. 
The refrain was taken up by several 
and a little boom started for him. 


L H. STUBBS of Cedar Rapids, who 
*was later elected president, re- 
sponded to the address of welcome. 
He said that the insurance people had 
gone as far as they possibly could to 
get people to improve their risks and 
cities to improve their fire departments 
and their building laws and the times 
have come now for the insurance peo- 
ple to push for the enactment of legis- 
laton that will fix personal responsibil- 
ity for fire as well as diseases. 


PRESIDENT EUGENE WALSH in 

his annual address called attention 
to the fact that the golden’ age of 
Greece came immediately after the Per- 
Sian invaders had been turned back and 
that the golden age of America was at 
hand now that autocracy has been de- 
leated. It was after the defeat of the 
Persians that the great statesmen, the 
great authors and the great poets of 
Greece lived. American leaders will 
come into their own now and with them 
will go insurance. 

FE; Alfred Fleming, state fire marshal 
of Ohio, opened with a tribute to the 
good work done by the state fire mar- 
shal, Ole O. Roe, and Deputy Tracy of 

(CONTINUED ON PAGE 15) 
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CAPITAL ONE MILLION DOLLARS 


EMORY H. ENGLISH, President 


JOEL TUTTLE, - - Secretary 








Fidelity and Surety Bonds 
Workmen’s Compensation 
Automobile, 

Public Liability and 


Burglary Insurance 


ANNUAL STATEMENT, DEC. 31, 1918 


Admitted Assets............ Cee eer ret $1,491 ,840.87 
Liabilities and Reserves.................. 90,573.61 
Paid Up Capital............ 2.22.0... _ 1,000,000.00 
Seppe. 0. ecko. 401,267.26 


$1,016,800.00 in Approved Securities on Deposit with Insurance Dep rtment of lowa 





BROWN, MANN & BARNUM, General Agents, 504 Waldheim Bldg., KANSAS CITY 
CHRIS J. MUCKERMANN INS. AGENCY CO., General Agents, Pierce Bldg., ST. LOUIS 
CARL M. ERDMAN, Mgr. Northwestern Branch, 615-619 Security Bldg., MINNEAPOLIS 
JULIUS BACHER, General Agent..................... 207 Brumder Bldg., MILWAUKEE 


WM. H. WHITE & SON, General Agents...................- Lincoln Bldg., ST. JOSEPH 
MICHIGAN BONDING & INSURANCE AGENCY, 802 Real Estate Exchange, DETROIT 
MARTINI-ROBERTS CO., General Agents............ Brandies Theatre Bldg., OMAHA 


H. W. BINDER & CO., Agents.................-.-0ee eee 32 Pearl St., COUNCIL BLUFFS 
GEO. G. KEELER, Agent .....................csceeees 307 Granby Bldg., CEDAR RAPIDS 
VOGT & STENGER, Agents..................5... 206 Central Office Bldg., DAVENPORT 
SCHANEE & CO., Agents. ...5..0.06 0. ck ccc ccc dcncegaweee M. B. A. Bldg., MASON CITY 
H. E. WEATHERWAX AGENCY, Agents............. 707 Blackhawk Bldg., WATERLOO 
VAN ORMAN & VAN ORMAN, Agents, 11 First Nat’! Bank Bldg-, MARSHALLTOWN 
BEVERLY B. HOBBS, Agent ....................0000-eeeee 28 North Fifth St., KEOKUK 
Ba. WR. TR AmORnG ois so ccc ccesccectocces 401 East Second St., MUSCATINE 


THE HILLS AGENCY, INC., Agents.................... 415 Trimble Bldg., SIOUX CITY 
JAEGER MORTGAGE & INV. CO., Agents, 413 Bank & Insurance Bldg., DUBUQUE 
E. M. WILLIAMS, Agent......................00..0055 526'4 Central Ave., FORT DODGE 


We Mee Wet PUNO oo vio ce vknc Sos Nbc ccabicceecusksshaesemegee 101 East Main St., OTTUMWA 
Cx Ds GENO, AOtae |. 5. oo eo ccd eect diisewlapees 117 North First St., OSKALOOSA 


ALL DES MOINES AGENTS REPRESENT THIS COMPANY 





Home Office, 715 Locust Street 
DES MOINES, IOWA 


10th Floor, Register Tribune Building 














RESOLUTIONS 


Passed by the Twelfth Annual Con- 
vention of the Iowa Association 


of Insurance Agents 


Whereas, This association and con- 


vention have been so royally entertained 
by the 


; insurance interests of Des 
Moines, be it resolved that this con- 
vention show its high appreciation 


thereof by expressions individually and 
collectively. Be it further resolved that 
the convention express its thanks and 
keen appreciation for the cordial wel- 
come given by the city and its organi- 
zations through its honorable mayor, 
Thomas Fairweather. 


Whereas, This meeting has been at- 
tended by more public officials than 
any other meetings of the Iowa Asso- 
ciation of Local Agents, therefore be 
it resolved that it is the sense of this 
convention that we express to these 
public officials our great appreciation 
of their presence and cooperation and 
be it further resolved that we pledge 
our unqualified support to and coopera- 
tion with all public officials in creating 
fair and equitable practices and just 
laws for the insured and insurer alike. 


Whereas, The income of the state 
and National association in the past 
has been wholly inadaquate to properly 
finance the work that our association 
should and must do, be it resolved. that 
it is the sense of this meeting that 
officials of the organization take imme- 
diate steps:to increase the income by 
reclassifying the membership and fix- 
ing the dues on a fair and equitable 
basis along the lines outlined by the 
National association. 


Whereas, A practice seems to be 
prevalent throughout the state among 
bonding and casualty companies of in- 
discriminating appointing agents to 
secure a particular line of business to 
the detriment of local agents in the 
community directly affected, therefore 
be it resolved that it is the sense of 
this association that the managers and 
general agents of bonding and casualty 
companies doing business in Iowa be 
asked to meet and see that business 
comes to them only through duly ap- 
pointed agents in the territory in which 
the business originates. 


Whereas, The fire insurance condi- 
tions in Iowa show a marked improve- 
ment on account of the active coopera- 
tion on the part of our state organiza- 
tion, be it resolved, that we go on 
record as reaffirming and endorsing our 
support to the principles upon which 
our National and state and local asso- 
ciations are formed, be it further re- 
solved, that this convention extend our 
warmest congratulations to the officers 
of the National Association of Insur- 
ance Agents for their progressive and 
effective campaign for the betterment 
of the insurance business. 


Whereas, The anarchists, the red flag 
waver, and the bolshevik are endeavor- 
ing to instigate a reign of terror and 
destroy the principles of free govern- 
ment in this country, be it resolved, 
that this association pledge our loyal 
and vigorous support to city, county, 














(CONTINUED ON PAGE 16) 
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Need of Fire Insurance Publicity 


so much of antipathy toward fire in- 

surance interests, and, laying no 
claim to having probed the matter to its 
depths, I feel that I know two at least 
of the prime causes. First, its monopo- 
jlistic characteristics, and second, the 
fact that the layman has no means 
whatever of ascertaining its net cost. 
Taking these in their order, I presume 
it will be said that fire insurance is not 
a monopoly, and I am constrained to 
admit that it is not an absolute monop- 
oly in the sense in which gas, water, 
electric light and telephone service are 
monopolies. I am not a political econ- 


| HAVE wondered why there exists 


LURTON H, STUBBS 


Newly Elected President Iowa Associa- 


tion, Cedar Rapids 


omist and I haven’t looked in the dic- 
tionary to ascertain the exact meaning 


-of the word “monopoly,” but practical 


experience leads me to say that while 
it is not an absolute monopoply it is 
clearly monopolistic in its tendencies. 
It is more in line with the position of 
the railroads. There are six or seven 
competing lines between Chicago and 
Omaha and a traveler may take his 
choice among them, but whether he 
goes Northwestern or Burlington or St. 
Paul he will find the fare the same, the 
sleeping car cost the same, including 
the tip to “George,” while the cost of 
the meal in the diner will not vary 
materially as between one line and 
another. Not an absolute monarchy 
but tending in that direction in a very 
marked degree. 

The traveller may go by auto or trol- 
ley, if he wishes, but if he wants to go 
by steam and rail he will find the 
monopoly within the group of roads is 
virtually complete. 


OW stock fire insurance has this 

sort of a monopoly. To be sure 
it is possible in many instances to get 
insurance through mutuals and inter- 
insurers and other irregular channels, 
but the insurer who wants the best 
must take his insurance from some 
member of the group of stock com- 
panies, and whatever of competition 
exists is not visible in the rate or the 
terms of the policy or the rules under 
which it is written. Pretty close to a 


BY CHARLES 


F. HILDRETH 





Charles F. Hildreth of Freeport, Ill., gave the agents a few new things to think 


about. 
as the leaders in the agency movement and 
Mr. Hildreth is a former president 
Agents and has lived to see some of the 


men. 


Mr. Hildreth’s talk is worthy the consideration of the rank and file as well 


it will also prove interesting to company 
of the National Association of Insurance 
things that he fought for accomplished 





monopoly in the eyes of the assured,— 
and in fact, isn’t it? 

I am not condemning fire insurance 
at all on this account. I am merely 
stating a fact as one of the reasons for 
the popular feeling against us. The 
fact is inherent in the business, and is 
for the public good just as it is for 
the public good that rail rates should 
be uniform to all comers under like 
conditions. Any other condition in 
transportation or insurance results in 
the favoring of one individual or 
establishment or community at the ex- 
pense of another and is wholly inimical 
to the public good. 


E had an old-time governor and 

senator in Illinois in the person of 
old “Dick” Oglesby, who was a master 
of phrase-making in political oratory. 
He was a Republican, and one of his 
famous quips was “Why, the Demo- 
crats can’t run the Government, damn 
it! it’s all we can do to run it our- 
selves.” How can the people be ex- 
pected to understand fire insurance 
rates when it is with difficulty that we 
understand them ourselves. 

It seems trite to say that all fire in- 
surance is based on the law of averages. 
If we are to obtain money enough out 
of the business in Iowa, let us say, to 
pay the Iowa losses, it is. inevitable 
that most of the towns and villages in 
Iowa must pay a considerable profit 
on the business most every year if we 
are to accumulate a fund sufficiently 
large to pay the exceptional loss, such 
for instance, as has just occurred at 
Cedar Rapids. We are told that there 
is an insurance loss of approximately 
three million dollars in the recent 
Cedar Rapids disaster, so that Cedar 
Rapids will be a debtor to the com- 
panies for. many, many years to come, 
even though its loss record during 
those years should be a normal one. 
But the field of observation of the 
average property owner is limited to 
his own town, and he sees the com- 
panies collecting good premiums for 
years at a time with no losses of any 
magnitude, and it is not altogether un- 


natural that he should believe that his 
rate is entirely too high. 


THIS view has been taken by men 
of some prominence who ought to 
have known better. For instance our 
own Judge Potts, who occupied, al- 
though he may not have filled, the 
chair of insurance superintendent in 
Illinois, sponsored a bill in the Illinois 
legislature which definitely provided 
that each political sub-division in IIli- 
nois, from the smallest incorporated 
hamlet to the largest city, should have 
its fire insurance rates reviewed and 
readjusted from time to time on the 
experience of that individual village, 
town, or city, and he argued the case 
with more noise than light. 

Applying the theory to Iowa, it is 
conceivable that Blairsburg and Ap- 
lington may not have a fire of any kind 
for ten years, and their rates should 
be reduced to a point just high enough 
to permit the companies to pay their 
taxes, while on the same theory Cedar 
Rapids should now be penalized to the 
extent that it would put all fire insur- 
ance in Cedar Rapids on the prohibited 
list from the standpoint of the proper- 
ty owner. It is as absurd from one 
point of view as from the other. But 
the property owner with a _ limited 
field of observation doesn’t know or 
realize this, and so, because fire insur- 
ance has been profitable, for he soon 
forgets the losses even in his own 
town, he naturally thinks that all rates 
are too high. And this, together with 
the monopolistic feature, helps to se- 
cure that full crop of antagonism which 
is so frequently in evidence. 


T HS brings me to the very impor- 
tant question of remedies. Speak- 
ing for myself I am not a believer in 
sure cure for the ills of the body 
physical or the body politic. When I 
am told that some nostrum will cure 
every affliction from dandruff to corns 
I am perfectly satisfied that it is a 
fale, 

The point I am just now trying to 
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make is that there is no shor 


a better understanding with pi Cut to 


about fire insurance. Possibly 
ought at this juncture to inquire jr" 
much real cause for co ow 


people have along the lines that 


suggested. Admitting that the ; 

panies have a more or less com ice 
monopoly with what consideration © 
lack of consideration have they a. 
cised it? My own conviction fie: 
the companies’ sins have in genie 


been sins of omission rather than i 
commission. I don’t altogether tied 


€S in earlie 
OWN experienc: 


the attitude of the compani 
years, but within my 


Cc. P. HILDRETH 


Former President of the Nation 
Association 


which now dates back over twenty 
three years, it has been my obser 
tion that a failure to conciliate or 
try to conciliate the people, rather tha 
an unfair and unjust handling of affairs 
has been a_ considerable cause 0 
trouble. 


HERE have been exceptions, att 

just now I have in mind a purely 
bitrary rule that long existed, whit 
required that mercantile stocks and ft 
tures must be written specifically. | 
have talked with a good many mt 
agers about the matter and I nev 
found one who could give an adequt 
reason for the rule. If it ever operat 
to the pecuniary benefit of any 
pany it was because of some remot 
instance an assured’s insurance was fil 
properly distributed as between “7 
and fixtures, and in case of loss 
company escaped paying as much 0! 
loss as the assured would have bet 
entitled to had his insurance 7 
properly distributed or written blanke! 
in other words, he wasn’t ab 
lect as much insurance as he had . 
for. This isn’t an argument that 
agent could well present to the asst 
in support of the rule. ; 
were very small and the loss ad 
way of friendship and good-W 
entirely out of proportion ee 
meager and unfair saving. r 
in Freeport is a fair sap 
antagonisms from this rather 
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cause the country over would run into 
the thousands. 

Not the least interesting part of this 
whole matter is that after much back- 
ing and filling by way of suspending 
and re-instating this silly rule we in 
Illinois found it quietly abrogated in a 
new book of advisory rules some 
months ago, and were gratified at the 
discovery, but we were left to wonder 
why, if the thing were finally to be done 
it might not better have been done be- 
fore rather than after an unseemly 
scramble that did no good to anyone 
except our enemies. 


| PRESUME it ought to be said in 

justice to the more progressive 
managers that they can go no faster 
in making changes than their bourbon 
brethern. will agree to their going, and 
that majorities in favor of reforms, 
even the most evident reforms, are 
built up slowly. I am not at all sure 
that this last comment is in the nature 
of a compliment, but it is in harmony 
with the truth as I see the truth. 

I have mentioned this annoying 
thing to show the littleness of some of 
the matters that cause friction, but on 
the whole I believe that the public has 
had but little reason to complain of the 
arbitrary way in which the business 
has been conducted in the face of the 
fact that something very like a mon- 
opoly has existed and does exist. I 


have been speaking about rules; How 
about rates? 


HAT an elusive thing fire insur- 
ance rating is. In the various lines 
of manufacturing and merchandising, 
suring costs seems like a compara- 
tively simple matter. Materials and la- 
or and €ven over-head expense are 
very tangible things that can be figured 
on with an accuracy that seems wholly 
impossible in fire insurance. We must 
° eed necessity make our selling price 
oh, vance of figuring our costs, and 
ra er ae know costs from experience 
r this year we have no assurance 
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whatever that next year’s costs will 
even approximate this year’s. 


Thus we know, that the average 
profits of the business are meager com- 
pared with the percentage of profits in 
manufacturing and merchandising 
where hazards are infinitely less. 

Assuming then that prices (prem- 
iums) in general afford no more than 
a fair profit, have we or has the insur- 
ing public any assurance that prices 
are so adjusted as to do justice be- 
tween classes and even as between risks 
of the same class? 

Schedule rating has done a_ great 
deal to furnish an affirmative answer 
to these questions, but in the very 
nature of things they cannot be an- 
swered fully and accurately. 


R. DEAN has told us a good deal 

about “relativity,” but after all who, 
except in an arbitrary way, is going 
to give us accurate information as to 
the “relativity” of the fire hazard of 
a sweat-shop on the seventh floor of 
an unsprinklered building of non-fire- 
proof construction, along with forty 
other companies of various kinds, and 
the hazard of a first class clothing 
factory in a modern fire-proof, sprink- 
lered building? If this question is sat- 
isfactorily answered who will then tell 
us of the relativity of the hazard as be- 
tween two factories, the one making 
fireworks and the other fire-extinguish- 
ers? There is evidently plenty of 
room for misunderstandings and an- 
tagonisms, isn’t there? 

Assuming that there is skill and wis- 
dom enough in fire insurance ranks to 
do all this rating with exact accuracy 
and with the most perfect regard for 
fair dealing, how are the people going 
to know that they are getting a fair 
deal? They don’t know it now, or even 
believe it under existing conditions, and 
because they don’t believe it they prove 
easy marks for the demogogue in or 
out of public office. 


D° you believe that Potts, or Revelle, 
or Laffoon would ever have gotten 
very far off the reservation had they 
not believed that the general discontent 
of the people could be capitalized to 
their benefit? Do you believe that our 
pink-whiskered senator would have 
thrown a scare into us all by his free 
talk about government insurance ac- 
tivities last summer, if he  hadn’t 
thought that such talk would prove 
popular among the people and would 
help to re-elect him to the senate? No, 
I don’t believe it. Well, there were so 
many other matters demanding the at- 
tention of the people just at that time 
that Jim Ham’s pronouncement didn’t 
secure the attention that he hoped it 
would, and he lost out, and is now in 
a position to do but little harm, but it 
is well enough to remember that there 
is a good sized element in Washington 
and elsewhere, with very distinct lean- 
ings toward all sorts of socialistic ex- 
periments, and it is wholly conceivable 
that J. Ham may find himself in some 
appointive office where his power for 
mischief will be even greater than in 
the senate. I speak of him only by way 
of illustration. 

There are many others of his kind. 
That “eternal vigilance is the price of 
liberty” is as true in business life as it 
is or ever was in government affairs. 
The bungling of affairs in the soldiers’ 
insurance bureau and Burleson’s almost 
pathetic failure in his wire absorption 
schemes, together with high rates and 
poor service under government control 
of the railroads, have given the parlor 
and practical socialists a very decided 
setback in their plans to substitute gov- 
ernment for private operation of busi- 
ness in general, and it seems likely that 
we shall have something of a respite 
from this sort of performance for a 
time, and we have now slipped through 
most of the legislative sessions with- 
out very serious injury in the way of 
handicapping legislation. But what 
have we done to set ourselves right be- 


fore the people? If the answer as to 
the past is unsatisfactory, as I think it 
is, what can and ought we to do with 
the future? 


BELIEVE fire insurance is about 

the poorest advertiser in the world. 
I think that the first thing that we need 
is intelligent publicity, and this we are 
not getting. I hold no brief for the 
Hartford Fire, although I do hold its 
commission of authority as agent at 
Freeport, but it does seems to me that 
this is the one company that is spend- 
ing money intelligently, not only to 
.produce business for itself but to set 
fire insurance right before the public. 
It is doing in its individual capacity 
what ought to be done by the com- 
panies collectively. 

I presume that I ought to admit that 
this matter of fire insurance publicity 
has become somewhat of a _ hobby 
with me. 

The National Board of Fire Under- 
writers must be spending a good deal 
of money in combatting hostile legisla- 
tion and administration, and possibly 
with as much of success as the state of 
the public mind will permit. 


| 7 has long seemed to me that we are 
trying to cure the disease without 
removing the cause. Take our case in 
Illinois, for instance; by hard and col- 
lective work we succeeded in defeating 
Potts’ program for an absolute iron- 
clad State control of the rate-making 
machine, but we did very little in the 
way of convincing the people that some 
such alleged reform as Potts advocated 
was not needed but would be ruinous, 
and there is no reason to believe that 
another Potts, or possibly the same 
Potts in the superintendent’s office a 
few years hence may not repeat the 
performance, possibly because he may 
believe in the virtues of the policy, but 
at least as likely because he thinks it 
will prove a winner with the people. 
(CONTINUED ON PAGE 21) 
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The Insurance Question 


| THE VIEWPOINT OF A MANUFACTURER 


their own goods, carried them to 

market, sold them themselves, hid their 
own money and took all the risks. 
Naturally, there was a limit to what 
individual manufacturers could do in 
those days. 

In these days it is sufficient for a 
manufacturer to invest the broad out- 
lines'of his business; he hires everything 
else done. -He gets labor to carry on 
the processes of manufacture, he gets 
the railroads to carry the goods to mar- 
ket, he gets the merchants to sell them, 
he gets the banker to safeguard his 
money and he gets the insurance com- 
panies to take his risks. Modern manu- 
facturing is impossible without each 
and all of these agencies, because it is 
so extensive. Modern business is im- 
possible without insurance. 


ETWEEN the insurance company, 

which. carries the risk, and the manu- 
facturer, who hires it carried, is the 
insurance agent. The agent should 
stand midway between the insurance 
seller and the insurance buyer. He is 
in business for himself, but his business 
is to bring the insurance buyer and the 
insurance seller together. 

The insurance agent, who, by his good 
judgment, good salesmanship and right 
conception of his function in the busi- 
ness world, builds up a business of his 
own, has a vast field to choose from 
in regard to the companies he may 
represent. It is obvious that the better 
business man he is the more he will 
strive to repress those insurance sellers 
who do not offer the insurance service 
which his clientage most desires and 
ought to have. 


[’ olden times manufacturers made 


HE manufacturers are the big insur- 

ance buyers. A very distinct line 
must be drawn between the big buyers 
of insurance and the little buyers. To 
the small buyer of insurance, let us 
draw the line at $25,000, the one 
thought is safety from the consequences 
of the damage against which he is in- 
sured. He is not very particular about 
cther details. The expense involved is 
not great enough to warrant him in 
making a study of the insurance busi- 
ness himself or to warrant him in hir- 
ing an adviser. He, therefore, trusts 
entirely to the insurance agent in all 
matters of the soundness of the insur- 
ance company, the correctness of -the 
coverage and the reasonableness of the 
rate. Generally speaking, also, the prop- 
erty he is covering, if lost, would not 
spell ruin to his business occupation. 
The smal insurance buyers include 
householders and small merchants, a 
very numerous class. ~ 


But the big insurance buyer has a 
problem in insurance which con- 
tains several elements never considered 
by the small insurance buyer: 


Ist. His extensive business depends 
absolutely upon security from disaster. 

2nd. His insurance expense is an im- 
portant part in the “overhead” element 
of his production cost. 


8rd. His insurance situation is very 
complex. 
He must, therefore, either make a 


study of the insurance business himself, 
to a sufficient extent to enable him to 
make sure that his insurance is sound 
and that the cost of it.is right, or he 
must hire an expert, or he must entrust 
his insurance affairs to a reliable insur- 
ance agent. 


|t is perfectly clear that when a manu- 
facturer entrusts the handling of his 
insurance to an insurance agent, he ex- 
pects,—first, that the insurance agent 
will see that the risk is carried by per- 
fectly sound companies. Second, that 


By George W. Wrightman, Secretary, lowa Manufacturers Association. 





George W. Wrightman was for some time looked upon as an arch enemy of 
insurance. He indulged in pretty severe criticism of the companies and agents in 
various circulars which he sent to members of his organization and was looked upon 


as a man extremely unfriendly to insurance and insurance people. 


During the past 


year, however, Chester Ford, as president of the Des Moines Fire Underwriters As- 
sociation, and P. J. Clancy, as secretary of the Iowa Association of Insurance Agents, 


took up with Mr. Wrightman the various points of difference. 
that neither side found the other at variance on fundamental principles. 


The result has been 
In fact, it 


was found that insurance agents and the manufacturers had many interests in com- 
mon and Mr. Wrightman announced that at the last session of the Iowa Manufac- 
turers Association a committee had been appointed to cooperate with the committee 
of the Iowa Association of Insurance Agents on the consideration of insurance legis- 


lation. 


organizations have ever made. 


Mr. Wrightman stated that the Iowa manufacturers had fought state insur- 
ance for three sessions in the legislature and it would again at the next session. 
said it would certainly appreciate any assistance 
This alliance will probably be one of the most 


He 
which the Iowa agents might render. 
valuable which the insurance agents’ 





the cost of the insurance is the lowest 
obtainable for sound insurance, and 
third, that thorough and complete ad- 
vice is furnished him by the agent as 
to the condition of the plan which will 
enable the manufacturer to enjoy the 
lowest possible insurance cost. 
Unless an insurance agent can render 
exactly such service as this on these 
three heads in full measure ‘to his 
clients, he cannot complain if his clients 
leave him and ask service elsewhere; 
for it is just as bad business for a man- 
ufacturer to pay more than is necessary 
for his insurance as it is for him to be 
a bad buyer of. material, labor, ‘trans- 
portation, credit or any other element 
of his business. A manufacturer is open 
to the imputation of bad‘ business 
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methods if he pays a higher price for 
insurance than the market offers; this 
is perfectly obvious and any insurance 
agent who fails to consider it is not 
building his business on a solid founda- 
tion, because the manufacturer is apt to 
discover the leak any day, or is apt to 
have it pointed out to him by competi- 
tive agents. 


TAKE up these three expectations of 
the manufacturer in regard to the 
insurance agents and let us consider 
them as follows: 


1st. 


It is not enough that an insurance 
agent should represent only a small 
assortment of “goods” and expect his 
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client to be satisfied with that small 
assortment. If he is a good business 
man he will seek out the best and inal 
attractive insurance institutions in the 
world and make them available to hig 
clientage through his agency, 

The reason why manufacturers go 
looking over the country for insurance 
is that at their conventions and through 
other agencies they find that men in 
their same line of business and having 
substantially similar risks, are able to 
purchase insurance from good, sound 
companies at much lower rates than 
they are paying, but from companies 
they had never heard of. 

An agent who loses clients on this ac. 
count has no one to blame but himself 
and he is certainly doing the baby act 
in business when he complains about 
losing such clients. The boast hereto- 
fore of an agent, when he starts into 
business is, “Il have taken the agency 
for some splendid companies which are 
so big and so well managed that they 
can make money by carrying insurance 
at very lowest cost to the insurance 
buyer.” 

This variety in companies is very 
great and is based very largely upon 
the methods of doing business. Some 
companies specialize upon certain 
classes of risks, and therefore, the cost 
of their insurance to the insurance 
buyer is based upon the losses in that 
iine of business only; other companies 
select certain classes of risks and so 
reduce the loss ratio and hence the in- 
surance cost, other companies turn over 
to the insurance buyer the interest on 
the invested premiums; and so on. 

The manufacturer who is a good busi- 
ness man desires to be served by the 
least expensive sound insurance and he 
will never be fully satisfied until he gets 
it. It is, therefore, the duty of the in- 
surance agent, if he expects to hold 
his clientage, to represent such insur- 
ance companies for the benefit of his 
big insurance buyers. 

As to the soundness of the insurance 
companies represented by the agent, a 
man whose judgment and selection is 
not reliable in this respect, has no busi- 
ness to be an insurance agent, and he 
will not be very long. Insurance that 
is not sound is not insurance; ‘it is a 
serious damage and is worse than no 
insurance at all. 


2nd. As to Coverage 


A manufacturer is in no better posi 
tion to be sure of the technicalities 
of his coverage than he is of the tech- 
nicalities of the companies and their 
rates. The technical language of in- 
surance is so very technical that it fre- 
quently takes the courts to decide what 
a policy or a form really means, after 
a damage has occurred. The business 
like and reliable insurance agent will 
clear up every one of these mooted 
points and have every phase of his serv- 
ice to the insurance buyer clearly un 
derstood and agreed upon at all times. 
This is no light task. Any one who will 
read the standard insurance policy form 
of lowa will be of the impression that, 
as far as the insurance contract itself 
is concerned, it depends almost entirely 
upon court decisions; because very few 
insurance buyers in Iowa are able all 
of the time to escape such violations of 
the written contract as would render tt 
void. 

Insurance up to the full and _propet 
limit on every phase of the business 's 
not a thing to be avoided by a manufac- 
turer, or a thing to be looked upon 4s 
an evil but rather a thing to be looked 
upon by the manufacturer as a mos 
fortunate privilege. No manufacturer 
who is a good business man, will see 
to see how little insurance he can carry, 
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but will try to make sure that every 
possible form of insurance, which is 
good business, is placed upon every 
phase of his business. An insurance 
agent, therefore, who renders proper 
service to his clients will not rest until 
his client has insurance of the right 
kind and to the full measure of his re- 
quirements against loss by fire, wind, 
injury to employes, injury to the pub- 
lic, loss of use and occupancy, and that 
he enjoys every insurance advantage 
permitted under the laws and practice 
of the timse. It is the duty of an in- 
surance agent to lay before every one 
of his clients a full and complete state- 
ment showing exactly what insurance 
the client’s business demands and to 
advise him that he is under-insured 
until he is completely covered by all 
of these forms. 

8rd. The third phase of an agent’s 
relationship with his manufacturer 


client may be considered by some to be 
unreasonable; but unless the agent is 
willing to extend such service, he can 
never consider that his own business 
with that client is on a sound footing. 
I refer to the analysis of the manufac- 
turer’s plant and the making sure that 
the plant is so constructed and main- 
tained that the hazards of loss are elim- 
inated and the plant constructed and 
maintained in condition to demand in- 
surance at the very lowest expense. It 
may be objected that few insurance 
agents have the ability or facilities to 
make such service but that does not 
alter the soundness of the proposition. 
The insurance agent who will provide 
himself with facilities to do that is the 
best insurance agent and will build up 
the most sound and enduring business 
for himeslf. The fact that some in- 
surance agents are content to leave the 
client under the penalty of a high in- 


surance cost, in the interest of larger 
commissions to the agent, lies at the 
root of practically all the friction be- 
tween manufacturers and insurance 
agents.’ There should be friction, or 
worse, whenever such a condition ex- 
ists, and it is amazing that any agent 
should presume to complain because the 
manufacturer awakens some day and 
discovers that he has been short- 
changed where he had placed his con- 
fidence. 

We have had hundreds of examples 
in Iowa, in the last few years, where 
manufacturers have employed insurance 
advisers who have pointed out to them 
where they were paying all the way 
from a few cents to as high as $2.00 per 
hundred on all the insurance they car- 
ried on account of little removable haz- 
ards which had never been pointed out 
to them. It is hard when they think 
back over the number of years they 


a 
gi ood Mone 
W Tidiculoys 


have gone on paying out 
and big money on a fe 
things which they in their close 
tention to production process, financing 
and selling goods, had entirely pcs 
looked, and which their trusted q pes 
had never mentioned to them, altheae 
the agents knew them because ha 
were distinctly specified in the mak * 
of the rates. _ 
I have in mind one instance 
man reduced his high insy 
exactly 50 percent by the operations of 
——— of hours which cost him about 
Insurance agents may not think that 
the surveying of plants and the odes 
ing out of hazards are parts of thei, 
business; but the manufacturer may he 
very easily brought to think that a 
insurance agent who will give that for. 
ice is the best agent for him to oul 
ploy. ” 


© where a 
Tance rate 


Coinsurance and Its A pplication 


HE old saying that under a well 
T eriteen policy any loss occurring 

is half adjusted applies only when 
if coinsurance is used the insurer fully 
understands and observes the condition 
and it is a regrettable fact that most 
of the insuring public of Iowa, and I 
must also add a large percentage of the 
insurance agents of the state, do not 
today have this knowledge. 


RIOR to the enactment of the pres- 

ent statute it had become the gen- 
eral practice in writing insurance on 
stocks of merchandise to attach the 
coinsurance condition to the policy, no 
credit being allowed therefor, however, 
and in very many of these cases the 
insured was not aware of the clause 
being attached and even though called 
to his attention had no idea what it 
meant until a loss occurred and he 
found himself under its provisions se- 
verely penalized and not only carrying 
a large part of his own insurance, but 
the liability of the company under the 
provisions of the clause reduced one- 
half or more under policies as held. 
Very naturally the enforcement of this 
condition in loss settlements was not 
conducive to its popularity and finally 
resulted in the enactment by the thirty- 
fourth general assembly of the present 
* statute under which not only the word- 
ing of the condition is specifically pro- 
vided but the use of the condition 
restricted. The very, unsatisfactory 
experience under its previous operation 
had, however, seriously prejudiced the 
insuring public so that it was not until 
under the operation of the lowa rating 
law when specific credits for its use 
were generally promulgated and a more 
thorough understanding of its condi- 
tions acquired by some of the larger 
agencies that the use of the clause be- 
came again at all general. 


WHY under the wording of the 
clause its conditions should not be 
fully and easily understood is difficult 
to see except that the business man of 
today makes no pretense of reading 
his policies but depends on the agent 
entirely and the agent in turn depends 
on the company representative for his 
information. For this reason it is, in 
my judgment, necessary that all agents 
should be fully advised as to the opera- 
tion of this condition. In these days 
from the agent who gives service, his 
work has just begun when he has is- 
sued a policy. Up-to-date service re- 
quires that he shall keep himself 
informed as to the increases or de- 
creases in stock values and protect his 
patron accordingly. In the application 
of the condition to a building the agent 
again must be sufficiently informed as 
to values to prevent the insured from 
under-valuation which is the usual 
tendency in placing insurance and to 
keep in mind increased reproduction 


BY C. S. VANCE 





C. S. Vance who spoke on coinsurance and his application is vice-president of 


the Iowa National Fire. 


Mr. Vance made clear the operation of this clause which 


for years has been the greatest source of mystery and misunderstanding in the insur- 


ance business. 
entirely straight on this subject. 


He used illustrations that are clarifying to the minds that are not 
Mr. Vance, prior to going with the Iowa National, 


was connected with the insurance department of Iowa. 





values such as have occurred during 
the past two years. 


THE question is often asked what 
percentage of age depreciation 
should be applied in valuing a building 
preparatory to applying coinsurance. 
It is my contention that there can be 


no hard and fast rule followed. A 
building under one ownership may 
show a depreciation double that of an- 
other with practically the same occu- 
pancy, although the matter of occu- 
pancy is one of the largest factors to 
be considered. 


In no other line of business today, 
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to be successfully conducted, is there 
so much necessity for a thorough 
knowledge of practically all lines of 
business as to the up-to-date insurance 
agent and the business is fast becoming 
one which should be classed as a pro- 
fession and specific lines of study pre. 
scribed therefor. 


N° agent should recommend or per- 
mit his client to apply the coin. 
surance condition until he is fully satis. 
fied that the conditions of the clause 
are fully understood by his client and 
that the records of his business are 
kept in such a way that values can be 
readily determined under practically 
any condition that might arise. Few 
merchants in Iowa carrying stocks of 
less than $10,000 in value keep records 
from which this information can be se- 
cured. 

While the credit obtained through 
the use of the clause may be of mate- 
rial assistance in securing the business, 
a failure to comply with the conditions 
through ignorance or otherwise will be 
found considerably more expensive in 
the end than to pay the increased rate. 


OST, if not all, of those present are 

undoubtedly familiar with the op- 
eration of the coinsurance condition 
but an illustration will, nevertheless, 
not be amiss. On a stock of $50,000 in 
value, written under 80 percent coin- 
surance, $40,000 insurance is required 
and the credit allowed therefor. In case 
the loss equals or exceeds the percent 
age required, the clause is ineffective 
Therefore, on the above example, under 
a loss of $40,000 or over, so long as the 
value has not increased, the clause 
inoperative. But let us suppose this 
stock has increased to $60,000, on which 
80 percent would require $48,000 insut- 
ance and the loss sustained was $20,000. 
The deficient insurance is $8,000, which 
is 20 percent of the amount found in 
force and 16% per cent less than the it- 
sured through a reduction in his rate 
received credit for carrying. Therefore 
he becomes a contributor to his owt 
loss to the extent of the percentagt 
of shortage in insurance, 16%4 percent 
or $4,000 in this case, while the com- 
panies are called on to pay 83% percent 
of the amount of the loss only, or $16; 
000. The fact that the full 80 percent 
of value at time of writing the policy 
was carried is not sufficient. The ! 
80 per cent of value at all times during 
the term of the policy, whether mort 
or less than the original amount @& 
written, must be maintained or i cast 
of loss the insured becomes 4 pose 
surer with the company to the exten 
of the percentage of such deficiency 4 
then found, and for the concern be 
records are not so complete as to sn? 
the total stock on hand at the esa 
each day’s business, the condition 
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Inter-State Automobile 
Insurance Company 


Rock Rapids, Iowa 





CASH CAPITAL, $200,000.00 





The most attractive and easiest selling automobile 
proposition in the field. 


This is the Company that is setting the pace with 
term coverage for automobiles. 





Premiums since organization in 1916: 


1916 Premiums - ~ - - $ 24,777.00 
1917 Premiums - . - 77,834.00 


1918 Premiums - an, 262,118.58 
1919 Premiums (‘t,t we i: ) 750,000.00 





Operating in Iowa, Minnesota, Nebraska, South Dakota and Kansas. 


Arranging to enter other adjoining States. General Agencies with real agency plants. Better 
get busy and connect with the most progressive Company in the game before it is too late. 





Home Office, Rock Rapids, Iowa 


N. HAMPE, E. A. TONNE, 
President Secretary and General Manager 
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not desirable, either for the insured or 
the company. 


N manufacturing establishments 

where items of insurance on ma- 
chinery are to be written under coin- 
surance, the use of special appraisals 
is fully recommended and on buildings 
the use of reliable contractor’s specific 
estimates, and such values if by reliable 
concerns and up to date are usually 
acceptable to any adjuster. 


One condition incidental to the use 
of the clause is not being closely ob- 
served in the state of Iowa. Under a 
ruling of the commissioner the clause 
must not be made a part of or included 
with any form of covetage, nor even 
attached thereto. The application for 
the use of the clause and the clause it- 
self must, under the decision of the 
commissioner, be printed on a separate 
sheet of paper and attached to the pol- 
icy as a separate condition and not in- 
cluded with any form of coverage, 
although the application for the use of 
the clause and the clause itself may be 
attached to each other. 


SOME of you may ask why can a 
company afford to allow the credits 
it does for the coinsurance condition. 
I believe an illustration will show you 
this clearer than any other way. Let 
us take a stock of $50,000 on which in- 
surance of $25,000 is carried without 
coinsurance. Any loss not in excess of 
the amount of the insurance is paid in 
full, so a loss of 50 percent of the stock 
is a total loss under the policy. Now 
take the same policies under an 80 per- 
cent coinsurance clause. Instead of 
$25,000 insurance we receive premium 
on $40,000, or an increase of 37% per- 
cent in premium, while in case of loss 
the liability of the company on a 50 
percent loss, the conditions having 
been observed, instead of being total 
is reduced to five-eighths the amount 
of the policy or a saving of 37% per- 
cent, and it is only by reason of the 
fact that the majority of losses are 
partial and that on certain classes, such 
as fire-proof structures, except for the 
large percentage of credit, the tendency 
would be to very light insurance so 
that under an insignificant damage the 
loss under a small policy becomes total. 


HE question now arises, is the con- 

dition one desirable for an insured? 
Since very few business men of today 
but that are trading to a large degree 
on credit, and their policies of insur- 
ance are the basis of such credit, in a 
protection of their own, as well as their 
creditors’ interest, practically full in- 
surance is necessarily carried and to 
the concern whose books are kept so 





W. P. Powell 


AGENCY 


AETNA INSURANCE 
ALL KINDS 


Cedar Rapids 


that values are determinable at all 
times, the additional cost for short 
time coverage on excess stocks is in- 
significant, and since in the smaller 
towns use and occupancy insurance is 
practically unknown, the loss of a 
building or stock may be only a part 
of the actual loss suffered, the loss, 
through interruption of business, if 
seriously delayed, often amounting to 
practically as much as the fire loss, and 
while this condition is one as probably 
has not been taken into consideration 
prior to the fire, an insured seldom 
needs the matter called to his atten- 
tion after one experience. In addition 


there is also the conflagration hazard 
where everything is swept away and 
where the loss to the insured, even 
with full insurance, would far exceed 
his recovery. 

Does the condition add to the moral 
hazard, is another question, but since it 
is equally as easy to secure the per- 
centage of insurance without the con- 
dition as with it, there would seem no 
foundation for such a contention, and 
a summary of the arguments to me in- 
dicate the condition where information 
for observance of its conditions is at 
hand to be of benefit to the insured 
without ‘question. 


Suggestions for Good of Association 
BY JOHN BERWALD, DAVENPORT 


UBLICITY is the greatest educator 

if used right. It would bring on 
good results if we could induce the 
newspapers in our home towns to print 
an item on insurance affairs three or 
four times a year, similar as the Des 
Moines agents did when the 10 per 
cent surcharge was introduced. The 
Des Moines agents induced the local 
papers to publish in full, the little leaf- 
let which they had issued. In that way, 
the people of Des Moines understood 
the situation and a better feeling pre- 
vailed. As the insurance men are usu- 
ally good advertisers, they certainly 
could induce their home papers to 
print items of interest on the insur- 
ance affairs every once in a while; such 
as the many tailurs in mutual fire 
companies, explaining the _ rating 
bureau, the four different kinds of auto- 
mobile insurance, coinsurance clause 
and a great many other items of in- 
terest to the public. 

Commissions 


A decrease in commission on large 
special hazards of that kind, which are 
mostly written by the big Chicago 
brokers, and on which the local agent 


only receives 5 per cent commission. 
Now, if such risks would be written at 
5 per cent for the insured direct, the 
local agent would receive an increased 
business and the rate could be reduced 
10 per cent—which is the differential 
in commission for the agent. 
Graded Dues 
Agents should pay organization fees 
according to the amount of business 
transacted. It is not more than fair 
that the larger agencies who do 5 to 
20 times the amount of business that 
the smaller agents transact, should pay 
in proportion to the upkeep of the in- 
surance organization. 
Forms 


Some particular official should have 
authority to pass upon forms for the 
laiger plants. It has been suggested 
that the agents come together and de- 
cide on one certain form; but you know 
that each agent considers his form the 
best: and so no result can be made. 
Therefore, if some official would have 
to pass upon the form, more satisfac- 
tion could be given. 

Terms 
The allowance for the five-year plan 
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for the assured, should be a little mo 
liberal. As on the present plan ‘he 
three-year policy is cheaper than the 
five-year policy. . 
Terms—Frame Mercantile Buildings 
Frame mercantile buildings 
be allowed a three-year oolies Fora 
and one-half times the annu Ps 
and a five-year policy for four tim 
the annual rate. For certainly vial 
the owner of a building, or stock i 
willing to pay that many years ahead 
it proves that he is a good moral risk 
Dwelling House Rates 


These rates should vary according to 
the class of the cities. At the present 
time it does not matter in what class 
the city is, the rate is the same. 

Dwelling House Exposure 

A change should be made in rate for 
exposure of dwelling houses. It is cer. 
tainly against all good fire insurance 
rules for a party to be compelled to 
pay on the same rate on a dwelling 
that has an exposure only within one 
hundred feet than another party pays 
on a dwelling that has an exposure 
within five feet. ; 
Irresponsibility of Mutual Companies 


If a manual could be issued for the 
agents, explaining the bad features of 
the mutual fire, automobile and other 
companies, and bringing facts and fig- 
ures of mutual companies that have 
failed, and the liabilitv of a policy. 
holder in a mutual company, do believe 
a booklet of this kind would be of 
value. 

At stated, these are suggestions only; 
and as Capt. Clark, the old and faithful 
State Agent of the Phenix Ins. Co, 
of Brooklyn, stated, “one idea will lead 
to another and so I hope it will be the 
ease With the suggestions I have made. 


al rate; 


Cabaret at Smoker 


The Friday evening entertainment 
arranged for the convention was lively. 
There were good cabaret numbers and 
a wrestling match between the twin 
sons of Chester Ford, president of the 
Des Moines Fire Underwriters Asso- 
ciation. The boys put on a bout that 
was extremely exciting. Both were 
just about evenly matched and it took 
about twenty minutes for one to score 
a fall. The difference between their 
wrestling and that of professional 
wrestlers was that both of the boys 
could squirm out of sure holds with 
much more ease than the average thick 
neck habitue of the match. 


Have you seen a recent issue of Fire 
Protection? Let us send you a sample 
copy. Send 15 cents in stamps for a 
recent 40-page issue. 229 E. Sixth street, 
Cincinnati, Ohio. 
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eo This Company Makes Iowa Loans 

ote 

policy- 

believe 

bi: A. T. BENNETT, President S. J. DON CARLOS, Secretary L. M. BARLOW, Treasurer 


‘= | | The Des Moines Life and Annuity Co. 

















“THE COMPANY OF CO-OPERATION” 
inment 
ine Iowa’s youngest Company, now writing a million a month, and offers to Banks, Bankers 
e twin and Fire Insurance men who wish to co-operate with us the benefit of a thoroly organized 
of the ° ° : ° ° : 
Asso field force and experienced life men in the office. 
ut that 
Wen Remember we write the whole family. 
2 thal Our perfect protection policy is different. 
‘ssional 
Ae For further particulars call and see us when in Des Moines or write to 
e thick 
HOME OFFICE, 12th Floor Register Building, DES MOINES, IOWA 

sample A. L. HART, Agency Manager 
~ | | NATIO 
e J Conservative Western Reliable 

| Prompt Progressive Service 
WA | 


A Useful and Desirable Agency Company 


yn Iowa Local Agents Wanted 


T. M. AVERILL, Special Agent 
JEFFERSON, IOWA 


Home Office: 1406 Farnam St. - - - Omaha, Nebraska. 
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Report of Secretary Clancy 


HE association has made a great 

advance in the past two years. We 

have made a gain of over 100 per- 
cent in membership, have become 
recognized by business men and manu- 
facturers, and by the companies as 
working in their behalf and to the best 
interests of all parties concerned for 
the purpose of giving the public infor- 
mation and service in the insurance 
business. There is a much different 
feeling between business on the one 
hand and insurance agents on the other, 














P. J. CLANCY 


Retiring Secretary-Treasurer, Who Be- 
comes Vice-President, Des Moines 


over that of a few years ago. The serv- 
ice of the qualified agent is recognized 
as indispensable, and the educational 
campaign that is being carried on by 
both the national and state associa- 
tions, and the efforts they are making 
for cooperation all along the line is 
meeting not only with splendid success 
but is being encouraged on other 
hands. 


HOSE who are not in close touch 

with the work of the association, 
both state and national, cannot appre- 
ciate the immense amount of work and 
effort that is being put forth in the 
interest and on behalf of the associa- 
tion throughout the country, nor can 
they appreciate, unless it is directed to 
their attention, the many excellent 
things being done for them. I can but 
briefly point out some of those benefits 
accruing to the agents. 

In the first place the agency business 
is becoming recognized as a profession 
and not a trade, and those entering it 
realize that in order to satisfy the pub- 
lic and render proper service for the 
compensation they receive, must be 
qualified in all the different lines that 
they handle or they will gradually lose 
their prestige with the assured and be 


‘replaced by those who do know their 


business. 

Secondly—We have gained the re- 
spect and confidence of the companies 
in rendering them the best of service 
possible and trying to be fair with them 
and their representatives in all our 
dealings with them. 

Third—We have the increasing con- 
fidence of the assured in knowing that 
we are handling his interests in the best 
manner that is possible, helping him in 
conserving his property, suggesting 
ways and means of improvement, re- 
ducing the hazard of his risk and point- 
ing out to him the methods of obtain- 
ing the lowest rate in proportion to 
the risk he has, thereby not only sav- 
ing him money but reducing the re- 
sulting loss which every assured knows 
is not a gain but means a loss of busi- 





P. J. Clancy is one of the popular men of the Iowa Association. 


They relieved 


him of some of the arduous duties that he has been performing for the past year and 
a half, but kept him in office by naming him vice-president instead of secretary- 


treasurer. 


Mr. Clancy took the job of secretary and treasurer in the middle of the 


term, succeeding Joel Tuttle when Mr. Tuttle went to the Iowa Bonding as secre- 
tary. Mr. Clancy did the well-nigh impossible by greatly increasing the membership 
of the association with a circular letter campaign, something that has been more or 


less futile in many territories. 


During the past year he has done excellent work 


together with other officers and the Iowa association now stands more than 


double its size of a year ago. 





ness as well as loss of property when 
a fire occurs. 

These are only a few of the many 
splendid things being done and which 
are resulting in not only benefits to the 
members of the association but to all 
of the local agents throughout the 
country. These are some of the few 
reasons why our membership should 
be extended and that every agency, 


large or small, should become identified 
with the association. 


V ERY often the local agent doing 

only a small business is inclined to 
think he does not need the association, 
and sometimes, although there are only 
a few exceptions, the agent doing a 
large business, thinks he is independent 
of the association, but neither one real- 
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W. OQ. Jamison, Seymour. 
Chester E. Ford, Des Moines. 
John S. Cutler, Shenandoah. 

E. S. Phelps, Burlington. 
Clifford Watson, Cedar Rapids. 
Cc. Arnold Grasse, Des Moines. 
J. I. Petty, Des Moines. 

R. V. McCormick, Davenport. 
A. Q. Verran, Des Moines. 
James R. Grant, Boone. 

E. D. McDade, Algona, Ia. 

W. S. Merritt, Seymour. 

P. H. Witmer, Des Moines. 
Robert Evans, Des Moines. 

J. C. Bauch, Des Moines. 

E. M. McKinney, Des Moines. 
E. H. Mulock, Des Moines. 

J. A. Boeye, Webster City. 

E. F. Stenger, Davenport. 

V. H. Wernentin, Jr., Davenport. 
John Hynes, Davenport. 

E. E. Crawford, Des Moines. 
E. O. West, Centerville. 

E. F. Gibson, Des Moines. 

R. W. Miller, Webster City. 

F. R. Sherman, Des Moines. 

J. Stuart, Des Moines. 

E. C. Cody, Burlington. 

J. F. MeCargin, Council Bluffs. 
Charles E. Tyson, Council Bluffs. 
E. M. Wesner, Burlington. 
Mrs. E. M. Wesner, Burlington. 
George B. Salter, Burlington. 
F. H. Noble, Des Moines, 
Samuel B. Brewster, New York. 
J. D. Frazee, Des Moines. 

H. G. Montgomery, Omaha. 

W. C. Dagwell, Omaha. 

L. H. Stubbs, Cedar Rapids. 
Joel Tuttle, Des Moines. 

Cc. W. Van Beynum, Chicago. 
Cc. M. Phillips, Guthrie Center. 
J. E. Hull, Ottumwa. 

Gus A. Doerfier, Cedar Rapids. 
Ralph O’Hara, Oskaloosa. 
Fred A. Bell, Oskaloosa, 

Carl Johnson, Oskaloosa. 
Ralph F. McElroy, Ottumwa. 
M. T. Valentine, Waterloo. 

I. R. Collard, Des Moines. 

D. H. Sage, Cedar Rapids. 

W. J. Reese, Cedar Rapids. 

H. N. Wood, Omaha. 

H, M. Rose, Omaha. 

T. Alfred Fleming, Columbus, Ohio. 
J. E. Bartley, Oskaloosa. 

Cc. M. Goodrich, Clinton. 

c. G. Allen, Keokuk. 

Scott Humbert, Milton. 

John Berwald, Davenport. 
Wm. C. Kirchheck, Cedar Rapids. 
Charles T. Millard, Keokuk. 
R. D. Hawks, Audubon. 

James R. Gillis, Mount Pleasant. 
Otto F. Remmers, Red Oak. 
W. K. Wisner, Cedar Rapids. 
N. J. Caldwell, Des Moines. 

L. A. White, Des Moines. 

A. D. Long, Manchester. 

M. F. Yakish, Cedar Rapids. 
Charles S. Hills, Sioux City. 

C. M. Paden, Des Moines. 

John F. Weible, Des Moines. 
Dawson Brande, Grinnell. 

A. E. Johnson, Boone. 

W. E. Peterson, Boone. 

W. A. Scherfe, Fort Madison. 
J. H. Bunten, Des Moines. 
George D. Lucas, Des Moines. 
O. J. Davis, Des Moines. 

Dan Brown, Omaha. 

Rollin I. Read, Chicago. 

Don C. Cook, Cedar Rapids. 
R. N. Wells, Des Moines. 
John L. Peterson, Webster City. 
O. B. Harris, Waterloo. 

K. E. Innes, Waterloo. 

George O. Holbrook, Omaha. 
A. E. Read, Des Moines. 


Cc. Ray Brand, Des Moines. 

George W. Fones, Des Moines. 

Cc. M. McFatridge, Moravia. 

Clyde H. Kissick, Albia. 

Cc. McCarthy, Griswold. 

F. Hildreth, Freeport, Ia. 

W. Follett, Des Moines. 

B. Wright, Des Moines. 

G. Zimmerman, Des Moines. 

S. Avery, Mason City. 

M. Lieser, Des Moines. 

S. Howell, Des Moines. 

P. Rosser, Des Moines: 

. A. Hauge, Des Moines. 

D. Berry, Des Moines. 

D. Finch, Newton. 

E. Ellis, Des Moines. 

C. Cook, Des Moines. 

C. Smith, Mount Ayr. 

Harry Miller, Eddyville. 

Clark Smith, Winterset. 

Mrs. E. E. Homrighouse, Moville. 
W. N. Mintogne, Des Moines. 
George M. Farnsworth, Des Moines. 
G. L. Caldwell, Sioux City. 

J. A. Tracy, Des Moines. 

Cc. W. Fracker, Des Moines. 

George C. Newman, Des Moines, 

B. B. Hobbs, Keokuk. 

F. E. Hathorn, Des Moines. 

Sam R. Cooke, Red Oak. 

John Christie, Des Moines. 

Will H. Harrison, Des Moines. 

F. L. Hull, Marshalltown. 

M. L. Dudley, Des Moines. 

E. A, Tonne, Rock Rapids. 

George W. Lilly, Des Moines. 

Cc. Bird Gould, Des Moines. 

J. P. Montrose, Des Moines. 

Guy W. Andrews, Sioux City. 

E. E. Clock, Hampton. 

F. C. Hendricks, Council Bluffs. 

Cc. H. Clark, Lovilia. 
J, 
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. F. Donica, Des Moines. 
. G. Wellman, Des Moines. 


E. P. Morlan, Garden Grove. 
Ira W. Stinson, Mason City. 
Emory H. English, Des Moines. 
W. A. Abbett, Des Moines. 
Paul B. Van Slyke, Des Moines. 
Chambers & Chambers, Des Moines. 
H. Johnson, Sioux City. 
Charles M. Young, Waterloo. 
C. Mather, Des Moines. 

O. Glasure, Oskaloosa. 

Cc. Sanbourin, Des Moines. 

J. Crocker, Des Moines. 

H. Hahn, Colfax. 

J. Stauffer, Colfax. 

J. Mack, Inwood. 

. H. Lewis, Marengo. 

E. H. Warner, Des Moines. 

D. H. Kooker, Des Moines. 
George W. Holton, Des Moines. 
Frank E. Hathorn, Des Moines. 
John L. Bleakly, Des Moines. 
J. H. Belden, St. Louis. 

W. M. Palmer, Des Moines. 

Cc. W. Phelps, Prairie City. 

A. C. Daley, Des Moines. 

R. F. Smith, Des Moines. 

R. E. Mackintosh, Des Moines. 
Louis A. Riemann, Des Moines. 
D. A. Hainy, Marian. 

J. D. Carrick, Cedar Rapids. 
G. A. Holland, Des Moines. . 

P. M. Rich, Oskaloosa. 

oO. J. Graham, Ottumwa. 

J. R. Paynter, Des Moines. 
James A. Slater, Des Moines. 
F. M. Averill, Jefferson. 

J. H. Huckleberry, Des Moines. 
A. F. Bliss, Des Moines. 

R. W. Hanson, Des Moines. 
R. F. McClure, Griswold, 

W. H. Faulkner, Des Moines. 
B. G. Hough, Des Moines. 
James S. McHugh, Des Moines. 
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izes the fact that without 0 
and consistent effort along t 
above mentioned our busines 
not be nearly what it is today. 
we would not be recognized by ¢h 
business world as being men who are 
able to conduct a business on a high 
plane and take our place with the a 
engaged in other business lines and 
combine our efforts in assisting ‘them 
to better business conditions gener. 
ally. The local agents should become 
active in business associations jn their 
own city, because of the character of 
their business, they are more familiar 
with other business lines than the man 
who happens to be engaged in one ine 
dividual business and consequently can 
be of service to the community, 

WANT to make the following sug- 

gestions and recommendations to 
your Convention: 

First—That the terms of the officers 
be made to expire on Oct. Ist of each 
year, thus giving them the opportunity 
of completing the year’s work, which 
has only just begun at the time of the 
convention. This need not interfere 
with the election of officers at the con. 
vention, but you can readily see that 
the out-going officers are more familiar 
with the immediate situation than the 
new ones would be, and the National) 
association generally holds its meeting 
in October or the latter part of Septem; 
ber. If this resolution is adopted by 
this convention, it will necessarily) 
mean that the present officers’ terms 
be extended to Oct. 1 of this year; after 
that, the matter will take care of itself, 

I would make another suggestion 
that is—that your committees which! 
now consist of the executive, legisla.) 
tive and grievance committees, be com) 
bined in one committee of not less than. 
nine members who would give actively) 
of their time to the association. There 
can be one chairman of this committee! 
and the officers can be ex-officio mem- 
bers. I believe this will facilitate the 
work of the association and there will 
be only one source to refer any matters 
which may come up. 

The dues of the members are now $5 
per year—$3 of which goes to the Na- 
tional association. That only leaves $2 
per member to carry on the state work. 
Necessarily we are hampered by lack 
of funds to do more than the work we 
can do by mail and by the assistance 
of the various members throughout the 
state. It occurs to me that the sug- 
gestion of the National association is 
a good one, and which has been 
adopted in several states—that is—that 
we have a grade dues based upon the 
production of the different agencies. 
The minimum would be $5 and the 
maximum $25. It is reasonable to sup- 
pose that an agency that is writing a 
business of $100,000 or more could af 
ford to pay $25 as easily as the agency 
which is writing $10,000 or less could 
pay $5. If we had additional funds it 
would be possible for the officers and 
members of the committees to visit 
various portions of the state in behalf 
of the interest of local organizations 
that would be of much benefit to the 
state and to the local agents. I hope 
this convention can work out some 
thing along this line. It may not be 
exactly according to the suggestion 
made above, but it is unfair to expect 
those who would like to do this wo 
to not only give all their time but use 
their own money for the purpose 0 
developing the organization. 

It was the intention last year of the 
officers to hold group meetings ™ 
various parts of the state but owing 
to the war being in progress at that 
time, and the epidemic of “flu” later om 
it was deemed inadvisable. This sus 
gestion should be carried out as soon 
as it is possible because I am sure it 


ganized 
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will be of untold benefit to the asso 


ciation and to the members generally. 
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WITH THIS COMPANY— 


Every man has the benefit of an especially prepared course of life insurance information— 
with particular reference to this Company’s business. These are ‘“‘Guide Posts” to success. 


Every man our agent sees can buy Life Insurance, Accident and Sickness Insurance, Old 


Age Income, Permanent Total Disability Insurance—all in one contract—at one premium 
which is fixed —-GUARANTEED—and within his means to pay for. 


Che National 


5 POINT POlicy 


“Complete Fo a Gst” 


Every company seeks good men—this Company “takes care” of them—its contract 


assures a liberal income while building a general agency. We have what you need—Company 
—Goods—Territory—Tools to work with— 


‘What have youP Write fully to 


ALBERT M. JOHNSON, President ROBERT D. LAY, Secretary 
29 South La Salle Street 
CHICAGO, ILL. 


ONE HUNDRED MILLIONS IN FORCE 


National Life Insurance Co. of the U. S. of A. 






































AUTOMOBILE LIABILITY INSURANCE. 


Against 


Injuries to Damage to 


other Persons Insured’s own 


Car 
Damage to Injuries 
Property of to Insured’s 
Others Chauffeurs 





ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT CO. Ltd. 


Fiead Office, CHICAGO, ILL. 
KF. VW. LAWSON, General Manager 
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should no longer be characterized 

by the more or less discredited 
name of “agent” or bear the unsatis- 
factory title of “solicitor.” I much pre- 
fer that they should be known as 
“salesmen.” 

The insurance business has become 
such an essential part of our economic 
life that it should no longer be neces- 
sary to beg and coax the property 
owner to part with his cash for an in- 
surance contract, and thus confer a 
friendly favor upon the struggling 
salesman, nor should it be necessary to 
use his earnings in doing a thing that 
good business sense demands. 

The salesman has something to sell 
that has become almost as essential 
as silks and satins, or grape fruit and 
breakfast foods. He has a contract 
affording protection against loss and 
failure, made with great corporations 
yielding tremendous influence in the 
economic, financial and commercial 
world, and which corporations are to 
a large degree dependent upon the ac- 
tivity, ability, loyalty and honesty of 
such individuals as are here repre- 
sented, a contract clear in its pro- 
visions and furnishing assurance of re- 
muneration in case of misfortune. 


[ste members of this association 


ERVICE is to be sold, which sees 
to it that policies are kept in force 
and protection afforded, that policies 


Discusses 





Legislation In lowa |. 


BY .A. C. 


SAVAGE 





A. C. Savage is the new insurance commissioner of Iowa. 


He was formerly a 


state senator and has long been engaged in the banking and local agency business. 
His administration is one that is satisfactory to companies, agents and the public. In 
his address, Mr. Savage came out in favor of rate supervision along the lines for- 
merly followed by Iowa and still followed by such states as Wisconsin and Michigan. 
Mr. Savage will probably have the cooperation of the agents’ association, the Iowa 
Manufacturers Association and the companies in the reenactment of this measure 


at the next session of the Iowa legislature. 





are concurrent avoiding misunderstand- 
ing in time of loss, that settlements are 
promptly and fairly made.—service that 
points the way to reduction of hazard, 
prevention of loss and lower rates. 

It should no longer be necessary for 
the insurance salesman to belittle him- 
self or his business by being obliged to 
get on his knees and beg any individual 
to take advantage of this protection and 
service. : 

From knowledge secured from your 
membership, I am led to believe that 
your association has high ideals and a 
sincere desire to render more efficient 
service both to your companies and to 
the insured; a desire to raise higher 
the standard of salesmanship, and to 
weed from your ranks the undesirable, 
unprincipled and deceitful individual 
who preys upon the uninformed, caus- 
ing loss to them and bringing down 
wrath upon the heads of both salesman 


and company. The insurance depart- 
ment may be depended upon, as your 
ally, to use such powers as the law 
gives in removing from, and keeping 
out of circulation the undesirable and 
crooked salesman of insurance, and it 
asks your co-operation. 


VERY salesman should be fully 

posted on the condition of his com- 
pany, have a clear and _ thorough 
knowledge of its policies, be able to 
intellingently point out what the in- 
sured can do in the reduction of 
hazards and prevention of fire that will 
give him the lowest rate and at the 
same time afford the greatest protec- 
tion to property and life. He should 
iook after expirations promptly, be neat 
in appearance and display the dignity 
that goes with selling a proposition of 
merit. Above all, he should be square 
and have faith in the company he 


represents. If you can’t be honest with 
both company and insured and hay of 
faith, then seek another job. Keep 
before you at all times the mott— 

“I will render efficient service.” 


I want to speak of legislation and 
testify to the interest and help rep. 
dered during the last session of the leg. 
islature by members of this association, 


MAXY measures were before that @§ded 
assembly—some vicious and 
others most worthy. As is usually the 
case, some worthy bills were defeated 
and, with the assistance of your mem. OM 
bership, all the vicious were put in the 
discard. a 
Much of the legislation had to db 
with matters of administration and was #Be 
not of such nature as to concern the 
business of the salesman. Live stock 
insurance companies will be permitted @. 
to enter this state with capital of $100, MMS 
000, instead of being compelled to have 
$200,000 as at present. Companies 
are permitted to organize and 
enter the state protecting phys: 
cians, dentists, druggists and _ nurses 
against actions brought in case of 
error, mistake or negligence. Life 
companies are permitted to insure 
groups of employees without medic 
examination. Increased benefits are 
given employees under an amendment 
to the Workmen’s Compensation Act 











AGENTS 


Who Appreciate Prompt and Efficient SERVICE 
Appreciate the 


ROYAL 


INS. CO., Ltd. 
LEADING FIRE CO. OF THE WORLD 





FIRE — LIGHTNING — TORNADO 





WE SPECIALIZE IN 


FARM AND. AUTOMOBILE INSURANCE 





GEO. W. LAW 
Manager 


WESTERN DEPT., CHICAGO, ILL. 








C. R. TYRRELL 
State Agent 
DES MOINES, IOWA 
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OF DES MOINES, IOWA. 
The Progressive Company of the West 


An opportunity for a man who can write 100 applications in one year. 
TERRITORY IN IOWA AND SOUTH DAKOTA. 


Out Of The West Comes The Best 








Jas. H. Jamison, President 
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Better salaries were provided for the 
Insurance Department that will result 
in more efficient service to the state by 
reason of the fact that capable exam- 
iners and employees will be longer re- 
tained in the service. 


T is to be regretted that in spite of 

the efforts of your associates and 
the Department, the agents’ qualifica- 
tion bill as proposed by your associa- 
tion failed to receive the approval of the 
legislature. You are to be commended 
for proposing a measure having for its 
purpose the raising of the standard of 
insurance salesmanship in Iowa. It is 
the desire of the Department, as well 
as yours, to have men who are efficient 
and honest, and who are concerned not 
only in financial returns from their bus- 
iness, but desirous of rendering real 
service. The Department yet hopes to 
be able to work out a plan to be put 
in operation this summer, requiring 
more evidence as to the qualifications 
of those who desire to be insurance 
salesmen in this state, and you should 
not be surprised if you receive blanks 
from your companies requesting infor- 
mation for the use of the Department. 


AN additional regret is the failure in 
passage of the anti-discrimination 
or rating bill. This bill received the ap- 
proval of the senate, but met defeat 
in the house. A similar law was en- 
acted in 1915 and had proven its value 
to the state in the reduction of rates 
and losses, but strong influence by a 
favored class as to rates charged 
brought about the repeal of that law 
in 1917. An anti-discrimination law 19 





necessary if there is to be a fair and 
just adjustment of rates, and such a 
law would do more than anything else 
to bring about a reduction.in fire waste. 

Much has been said in regard to the 
ten percent surcharge made by most 
fire companies last year, and which is 
still in force in this state. Without pre- 
suming to say whether the charge is 
justified or not, it is worthy of note 
that the only states that prevented the 
placing of the charge, or have caused 
its removal, have been those states 
that have laws providing for super- 
vision of rates and rating bureaus. 
Five or six states were added the past 
winter to those that had previously 
enacted some form of law _ provid- 
ing for control by the state and it is 
becoming more evident each day that 
Iowa should again enlist under the ban- 
ner which it formerly followed. 


VERY person is or should be con- 

cerned in the reduction of waste due 
to fire in order that loss of life and 
property may be prevented and rates 
of insurance reduced. The hopes of 
those endeavoring to reduce losses are 
not to be realized so long as the law 
permits discrimination in rates upon 
similar classes of risks. The rates 
presumably are, and must be based 
upon loss experience, and it is only 
possible to expect or secure a further 
reduction, after a reasonable and just 
rate has been determined, by reducing 
the hazard and doing everything pos- 
sible to prevent fire. It is therefore 
necessary that, first, it be determined 
what constitutes a reasonable and just 
rate; and second, what can the individ- 


ual voluntarily do or be compelled to 
do that will reduce or prevent fire. It is 
my firm opinion that laws should be 
enacted fixing a greater responsibility 
for fire loss upon the person who by 
carelessness or neglect fails to use all 
reasonable precaution against fire. 
Greater care should be exercised in the 
construction of buildings of every de- 
scription. The erection of chimneys 
should be supervised by those who 
know. The use of wooden shingles 
should be forbidden. Electric wires 
placed strictly in accordance with law 
and scientific rules. Stove pipes should 
be periodically inspected by state offi- 
cials and stoves placed over non-in- 
flammable material. These and many 
other suggestions will occur to you in 
your experience with the various risks 
upon which you place your business. 


you can render no greater service to 
your company or your client than to 
concern yourselves with fire prevention 
and your labor in this field will be 
easier if, through your influence and 
that of others who may be interested, 
the legislature can be induced to enact 
the rating law proposed last winter. 
May not Iowa have your continued as- 
sistance in securing this needed legisla- 
tion? 

You are in a measure public servants 
with a serious responsibility, and if you 
would serve your communities and 
companies conscientiously, be salesmen 
who “will render efficient service.” 


Begin New Year’s Work 


DES MOINES, June 10—The Iowa 
Association of Insurance Agents is 


already outlining its campaign for the 
coming year now that the convention 
is over. A meeting will be held shortly 
at which time definite plans will be 
made to boost along the securing of 
anti-discrimination and agents qualifi- 
cations bills with a hope that they may 
be enacted at the session of the legisla- 
ture which will be called for next win- 
ter to ratify the suffrage amendment. 
The new president, L. H. Stubbs of 
Cedar Rapids; first vice-president, Fred 
Werenton of Davenport, and the sec- 
ond vice-presidents will confer with 
Secretary Pat Clancy of Des Moines as 
to the best way to proceed. 


Many Companies Help 


Des Moines is probably as well pre- 
pared to entertain a convention of a 
state association as any city in the 
country, barring hotel accommodations. 
It has as many companies as any city 
in any state where there is a good live 
organization and all are glad to lend a 
hand through their officers and through 
their coffers to see that things go hap- 
pily. When the convention was invited 
it was expected that the two new hotels 
would be ready at this time but strikes 
interfered—a fine suggestion to the 
agents to get busy on strike, riot and 
civil commotion insurance. Accommo- 
dations were hard to secure unless the 
agents wrote for reservations. 


Between the morning and afternoon 
sessions of the Iowa convention a 
buffet or cafeteria luncheon was served 
in the ball room of the hotel where 
the meeting was held. 








Fire 
Automobile 
Aviation 
Tornado 
Lightning 
Wind Storm 


C. H. Coates, 
Manager Western Dept. 


160 W. Jackson Blvd. 
CHICAGO, ILL. 


Naerhiliatcnen cis 











Nation! Liberty 


Insurance Gompany 
of Ametica. 


WICORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859, 


Riot and Civil Commotion 


Rents 
Use and Occupancy 
Sprinkler Leakage 
Tourist Baggage 
xplosion 
Parcel Post 


Frank B. Phillips, 
State Agent 
513 Citizens Bank Bldg. 
DES MOINES, IOWA 











“strength and endurance.” 
agents for this and much more. 
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HE ATLAS does two things on automo- 

bile insurance that are especially interesting 

to agents. It provides them with “agency 
helps,’’ advertising literature that actually gets 
results for the agents as well as the Atlas. And 
it protects agents on automobile business. It 
does no overhead writing either through the issu- 
ance of policies to “finance concerns” nor through 
the reinsurance of non-agency companies. 


This is just a sample of Atlas service. 
also a good agency company for fire, tornado, use and 
occupancy, explosion, riot and civil commotion insurance. 


The Atlas is famed throughout the world for 
It is appreciated by its 


It is 
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Agent and Casualty Adjustments 


NE of the most important events 
in ali the interesting history of 
insurance was its recent admis- 


‘ sion to a committeeship in the Cham- 


ber of Commerce of the United States. 
The wonderful opportunity thus pre- 
sented insurance for expansion and 
growth ought to stir the imagination 
of even an actuary. This recognition 
is at once an admission and a challenge. 
An admission long delayed, perhaps 
from want of invitation, but a recog- 
nition of the vital part insurance has 
and gives in modern industrial society. 
A challenge, also to ignorance and rad- 
icalism. A challenge that insurance 
stands firm with all constructive activ- 
ity for the perpetuity of individual 
achievement, that force by which pre- 
eminently it rose and conquered. To 
us in this splendid and constant com- 
monwealth of Iowa, the call is to our 
capacity and to our vision. 


HERE never was a time when the 

value of a man was so much and the 
value of a dollar so little as today. 
Cooperation and public service are fast 
displacing exploitation and competition. 
It follows that certain purposes and 
results of insurance must be broadened. 
Not the least among these is the place 
and the importance of the local agent. 
The success, possibly the very contin- 
uance of certain lines of insurance as 
private enterprise depends, now, more 
than ever before, possibly ever again 
upon this local representative. The 
agent is the medium by and through 
which the insurance carrier comes in 
contact with the public. Not only does 
the agent secure the business but con- 
sciously or unconsciously he guides 
public ideas and shapes public opinion. 
The agent of today is not a clerk; he 
is a member of the insurance profes- 
sion not as old, but as honorable as 
any evidenced by a sheep skin. 


A® population increases and society 
grows more complex, protection by 
means of insurance becomes more nec- 
essary, varied and complicated. Only 
a very few years ago so-called casualty 
insurance obtained mostly on the larger 
centers. Today the volume of pre- 
miums from this source in one of our 
villages is considerable. That source of 
income is growing and widening. I 
predict that soon the major portion of 
the ordinary agent’s livlihood will pro- 
ceed from this class of business and 
miscellaneous lines. 

Therefore the adjustment of claims 
under casualty policies has lately be- 
come of great concern to the agent. 
He is personally and financially inter- 
ested. Prompt and fair claim service 
satisfies his policyholders and increases 
his income. Delayed and inefficient at- 


BY G.H. CALDWELL 





G. H. Caldwell, attorney of the American Bonding, explained why insurance 
agents could not and should not want to handle adjustments on the various casualty 
lines in somewhat the same manner as many of them handle adjustments on fire 
insurance business. His presentation was clear and forceful. Mr. Wells also touched 
on the change in attitude of casualty adjusters toward the general public. 





tention may 


ruin years 
effort. 


of patient 


THIS is from the agent’s side only. 
But did you ever think how much 
more real claim service means to the 
assured? To the agent a claim is an 
incident—to the policyholder a claim 
by or against him is an event—a com- 
edy, maybe, possibly a tragedy. How 
came John Smith to be on your books 
anyway? To please you—give you a 
commission? Partly, but fundamentally 
John Smith assented to your solicita- 
tion and became a policyholder because 
he wanted protection—for himself, his 
family, his business. Self-preservation, 
the first law of life and the jungle, 
actuated him. Now in his trouble he 
naturally comes to you, who sold him 
his policy, for help and comfort. He 
asks for bread, and a stone you do not 
want to give him. What is the agent 
to do? What is the agent to say? 
These questions appear innocent 
enough. The answer is important and 
has been quite often evaded. It would 
avail nothing and belittle your interest 
and intelligence for me to indulge in 
platitudes or vague commendations. 
We all agree that claim service the 
policyholder must have and that, too, 
prompt, courteous and efficient. In this 
connection I advance the following 
propositions and reasons: 


Proposition One 


As a general rule it is neither the 
function nor the duty of the agent or 
broker to adjust casualty claims. On 
the contrary the adjustment of claims 
and the payment of losses peculiarly 
and logically devolves upon the insur- 
ance carrier. The agent having found 
the prospect, solicited and sold the pol- 
icy, reported, collected and remitted 
the premium has performed his proper 
function. His sole interest in claims 
is to provide the carrier’s claim service 
for his customer and be certain of its 
honesty and efficiency. The responsive 
duty of the carrier requires it to sup- 
plement the good work of the agent 
and provide this service. It here re- 
mains true that the aim and interest 
of the agent is to have the carrier ful- 
fill this duty. To this end where the 
policyholder upon the happening of an 
event comes to the agent in doubt and 
perplexity the agent should respond 


immediately by furnishing surgical first 
aid, secure names of parties, witnesses 
and situs, and prepare necessary re- 
ports. In so doing he is for the time 
being satisfying his policyholder’s ex- 
pectations and beginning good claim 
service. Further he should not go. To 
advance opinions upon coverage or lia- 
bility or attempt to adjust the case is 
beyond his sphere. 


[N support of the proposition that the 
agent should not handle claims, I 
briefly refer to a few fundamentals. 


A. The writing agent in securing 
the policy is under obligation to his 
policyholder. In many cases the inter- 
ests of the policyholder and the insur- 
ance company are adverse. The agent 
cannot, at one and the same time, truly 
serve two masters. This is an elemen- 
tal principle of law, ethics and com- 
merce. 


B. The agent is not usually quali- 
fied to properly adjust casualty claims. 
This statement is neither discourteous 
nor a reflection upon any agent’s intel- 
ligence, no more so than if he were 
denied the privilege of pulling a tooth 
or repairing a watch. This is the day 
of special training. As stated, insur- 
ance now is a profession in itself re- 
quiring ability and constant application 
to retain rank. Adjustments under 
varied casualty policies require an en- 
tirely different habit of thought, train- 
ing and experience than that afforded 
by the insurance office. No two leaves 
are exactly alike, neither are any two 
claims. A law library contains thou- 
sands of cases on a point of law but 
no two involve the same facts. Cases 
involving coverage under the policy, 
automobile liability and property dam- 
age, burglary, theft or larceny bonds of 
fidelity or suretyship, teams and ve- 
hicles, contractors’ or manufacturers’ 
public liability, employers’ liability, or 
workmen’s compensation involve the 
problem of legal liability. The prin- 
ciple that the agent cannot solve these 
problems remains whatever the amount 
involved. 


C. The agent gains neither wealth 
or prestige by adjusting losses under 
policies written in his office. The con- 
trary usually results—he usually loses 
both premium income and public con- 


fidence. I am aware that some will 
disagree with this statement, | appre 
hend that if an agent desires to handle 
claims it arises from his belief that re 
agency advertising “we adjust losses” 
has some advantage over an agenc 
which does not. The power of an cme 
to adjust casualty losses is a Privilege 
given and not a right incident to his 
relationship. To those whose conce 

tion of this privilege is for the Purpose 
of stimulating business it may be ad- 
mitted there is a temporary advantage 
It is, however, paying dividends out 
of the capital. If the agent can and 
does use the power as the company 
would, the advantage is small, indeed 
if any. If it is used to buy business the 
loss ratio soon reflects the situation 
eventually resulting in a cancellation of 
the power or the agency. A few repe- 
titions of this experience is more fatal 
to success than bankruptcy. 


D. It is not expedient for an agent 
to adjust claims. Eventually embar- 
rassing circumstances arise. One of our 
agents wrote requesting information, 
“How far can I go in furnishing first 
aid when an automobile backs against 
a lady and damages her somewhat and 
injures her otherwise?” No one can 
satisfy everyone concerned in an ad- 
justment. Where these can be charged 
to the agent dissatisfaction and enmi- 
ties accumulate to the loss of commis- 
sions. Paying claims from the writing 
office withdraws that great advantage 
of “passing the buck,” an old game un- 
der a new name. Neither can the agent 
consume the time to carefully investi- 
gate claims when his rival is investi- 
gating prospects. 


Proposition Two 


The adjustment of casualty claims is 
the function and duty of the insurance 
carrier and this duty cannot be wisely 
delegated. 

The truth of these propositions does 
not vary with the size of the agency. 
Even one employing an adjuster but 
controlling adjustments is different in 
degree only. ‘“‘Where an _ adjuster’s 
treasure is, there will his heart be also.” 
The adjuster should be paid by the 
carrier. 

The propositions advanced are ex- 
pressions of general principles and ad- 
mit of exceptions. Every carrier has 
the inalienable right to work out its 
own salvation and waive its rights gen- 
erally or specially. These propositions 
inure, as I have argued, as much for 
the benefit of the agent as the carrier 
and ultimately the public. 

The principles are general. No one 
minimizes the great service of the agent 
on many localities in assisting adjust- 
ments. Otherwise no service would be 
























































American Bonding & Casualty Company 
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Home Office: Sioux City, Iowa 


Assets December 31st, 1918: $1,365,275.23 


Writing Fidelity and Surety Bonds and Casualty Insurance 


The unprecedented growth of this Company is evidence of the quality of our service. 
Agents are invited to avail themselves of this service where we are not represented. 
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IOWA AGENTS’ NUMBER 








‘yen. No one fails to recognize those 
Fats whose poise and experience in- 
diuding adjustments have made cas- 
valty insurance popular. No - ails 
to accord them the honor they deserve. 


N conclusion I wish to recall my 

reference to broader conceptions of 
our great profession of insurance. In 
the past the companies have paid too 
much attention to collecting premiums 
and too little in furnishing claim serv- 
ice. The so-called “claim agent of the 
ast was an interesting character. He 
served his day and time and is going 
with Uncle Tom's Cabin, and John 
Barleycorn. The new day of workmen’s 
compensation, social insurance and 
aeroplane policies 1s here. The call is 
to our capacity and to our vision. From 
my acquaintance among you no state 
will answer it stornger or better. 


IOWA AGENTS MEETING 
(CONTINUED FROM PAGE 1) 


Iowa, and then spoke on the fire waste 
in its relation to insurance men. 

Charles F. Hildreth, ex-president of 
the National association from Freeport, 
Ill, said that the present administra- 
tion of the National association has 
maintained the excellent standard es- 
tablished by previous administrations, 
but had done one more thing. It has 
contributed some fresh views, some 
new ideas, and great inspiration. Mr. 
Hildreth spoke strongly in favor of 
publicity for the business as a whole 
through the National Board, through 
individual companies, through associa- 
tions of agents and through individual 
agents. 


THE afternoon session was opened 
with the report of Secretary Clancy, 
which is given in full on another page. 
Insurance Commissioner Savage in pre- 
senting his paper which is also given 
in full in this issue, said that he wished 
he could compel every agent in the 
state to not only join the Iowa asso- 
ciation but to participate in its conven- 
tions. He believes, he said, that many 
of the difficulties of the business would 
be eliminated if agents did get together. 
He also said the trouble makers were 
always people who did not belong to 
organizatons. 


THE address of George W. Wright- 
man, secretary of the lowa Manu- 
facturers’ Association, was not on the 
program. It was arranged after this 
had been printed, but it was easily one 
of the most interesting. Mr. Wright- 
man’s attitude in the past has not al- 
ways appeared friendly, in fact, it has 
appeared just the opposite. His ex- 
pressions in his address were entirely 
friendly and two organizations that 
have in the past been working at cross 
purposes will in the future, no doubt, 
be working together as Mr. Wright- 
man and members of the organization 
have arranged for co-operative work 
along legislative lines. 


EPORTING for the executive com- 

‘ mittee, John Hynes of Davenport 
said that one of the big problems be- 
fore the association today was the at- 
titude of certain surety companies. It 
was their habit to appoint anyone or 
anybody if such an appointment would 
help secure a particular bond, that the 
recognized agents were left out on the 
business. The executive committee 
helped secure the collection of the sur- 
charge throughout the state of Iowa 
when it became necessary and did much 
toward bringing to time a few refrac- 
tory agents. The organization waged a 
ght against state insurance at the last 
session of the Iowa legislature and had 
eteated all of the vicious insurance 
legislations that had been presented. 
It did not, however, accomplish the 
nactment of laws which it desired, par- 
ticularly the agent’s qualification act. 

Next year’s meeting, said Mr. Hynes, 
shovld be held in northern Iowa, either 
at Mason City, Fort Dodge or at Sioux 


se — interest in the organiza- 
~On has been shown among th 
in those c Pata 


ities or in the territories sur- 











Farmers Buy Life Insurance 


A General Agent who began to develop life insurance among farmers found 
that each interview with a farmer was worth FIVE TIMES as much as an in- 
terview with a city man. In other words, in the country FIVE TIMES as much 
life insurance can be written on the same number of calls as in the city. 

Farmers want security. The Peoria Life has 


A FARM MORTGAGE 
BEHIND 
EVERY POLICY 


It also has a good agency contract. Local agents can write Life Insurance 
and INCREASE THEIR INCOMES. A prominent Iowa agency “took on” a life 
company and wrote $400,000 the first year without increasing its expenses. 

Life Insurance is not hard to write. It is simpler than fire insurance, and 
nowadays the prospect is half convinced before he is approached. The govern- 
ment war risk plan and the influenza epidemic have “sold” the public on Life 
Insurance. There is one difference, a life insurance application never comes into 
the agent’s office unsolicited. A local agent, however, is soliciting most of the 
time, and Life Insurance offers him a splendid opportunity for additional com- 
missions. The knowledge of his customers which comes to him through his fire 
business would be worth a fortune to a life agent. Why should not the local 
agent profit by this knowledge himself? 


For a good company, a good policy and a good agency contract write 


EMMET C. MAY, President 


PEORIA LIFE 
INSURANCE. COMPANY 


PEORIA, ILLINOIS 




















Farmers Automobile Insurance Company 
SIOUX CITY, IOWA 








CAPITAL ... . . $100,000.00 


We specialize on term Insurance on Automobiles against Fire, Lightning, 


Tornado, Wind and Theft. 


Agencies wanted in lowa; better get busy and connect with a good, live 
Automobile Insurance Company. 


C. S. RENSHAW, President N. J. HVISTENDAHL, Secretary 
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Willcox-Howell-Hopkins & Mulock 


202 Central Life Building, Telephone Walnut 1082 
The Oldest and Largest General Insurance Agency in the State 


ESTABLISHED 1865 
General Agents for the 
GLOBE INDEMNITY CO. 


In Central Iowa 
“Our Facilities Are Yours”’ 








Service Facilities 


ELLIS & HOLLAND CO. 


General Agents for All Classes of Insurance 
1000 Iowa Agents 
DES MOINES~ - - 


Experience 


IOWA 








EUGENE WALSH JOHN HYNES 


Snyder, Walsh c@ Hynes 
GENERAL INSURANCE 


Established 1874 Davenport, Iowa 











SCHANKE & CO. 


General Insurance 


M. B. A. Building Mason City, Iowa 








Meyer, Ellsworth ©, Company 
39 Davenport Savings Bank Building 
EVERY LINE OF INSURANCE DAVENPORT, IOWA 








C. G. GREENE INSURANCE 


528 Cedar Rapids Saving Bank Building 
CEDAR RAPIDS, IOWA 











John Ruhl 


Ruhl & Wernentin 


REAL ESTATE & 
GENERAL INSURANCE 


Fred Wernentin, Jr. Established 1883 


H.W. Binder & Co. 


Every Known Kind of 
INSURANCE 


Room 225, Masonic Temple 


Council Bluffs, Iowa 
DAVENPORT, IOWA 




















rounding them. Mr. Andrews of Sioux 
City promptly invited the association 
to hold its next meeting there. 

In his address on the importance of 
automobile liability insurance, R. W. 
Wells of the Southern Surety said that 
it was one of the best lines of insurance 
to solicit and secure. His paper on the 
subject appears in this number. Joel 
Tuttle, secretary of the Iowa Bond- 
ing and Casualty presented in the dis- 
cussion of Mr. Well’s paper some very 
excellent arguments for automobile 
liability insurance, which he termed as 
the most important of all lines of auto- 
mobile insurance. 


THE resolutions of the meeting were 
presented by Lurton H. Stubbs. 
These touched upon the indiscriminate 
appointments made by bonding com- 
panies, reaffirmed the principles of the 
state and national associations, pro- 
vided for the appointment of a legis- 
‘ative committee to work with the lowa 
Manufacturers’ Association, called for 
the engagement of legal counsel to de- 
termine the right of mutual companies 
to issue non-assessable policies, prom- 
ised the support of the association to 
the government in the suppression of 
anarchy and bolshevism and paid trib- 
ute to the men who fought in the war 
against Germany. 


The address of C. S. Vance on co- 
insurance was one of the good explana- 
tions of this very difficult problem. 

G. H. Caldwell, attorney of the Amer- 
ican Bonding Company of Sioux City, 
spoke on the agent and casualty adjust- 
ments. He said many things that show 
why casualty companies on a major- 
ity of lines cannot allow agents to 
settle small! losses as fire companies do. 
His talk was explanatory and also con- 
vincing. 

C. Bird Gould, manager of the United 
States Fidelity & Guaranty at Des 
Moines, talked extemporaneously on 
surety bonds. The first application the 
agent ordinarily writes for a surety 
bond, said Mr. Gould in usually rejected. 
It is because the agent and his pros- 
pect or client do not understand just 
what a surety bond is. Actuallv, said 
Mr. Gould, it is a renting or leasing of 
the name of the company for the credit 
use of the bond buyer. The surety com- 
pany never issues a bond if it considers 
there is a chance for a loss any more 
than a bank makes a loan when it con- 
siders there is a chance for loss. The 
surety company leases its credit at a 
small percentage or premium, while 
banks loan actual cash. Suretyship is 


—— 
really in its infancy, said Mr, Goyy 
is now in a strong position to BO ahead 


RESOLUTIONS ADOpTEp 
(CONTINUED FROM PAGE 1) 


state and federal authorities in g 

pressing this un-American spirit Me 
further resolved, that it is the hs t 
of this organization that all public of 
ficials should take prompt and efi 
action against these enemies of oa 
ress, civilization and liberty, be it Pa 
ther resolved, that it is the unanimon 
sense of this convention that ths 
country of ours stands for but one dan 
of people, one flag, and one langaal 
and that American in the fullest eae 
ing of the word. 


Whereas, Insurance against loss js 
one of the fundamental needs of the 
business of manufacturing and where. 
as, numerous errors exist in the laws 
and regulations affecting insurance that 
in view of the fact that the Iowa State 
Manufacturers Association recommend 
that a joint committee composed of 
members of this association and of {he 
Iowa Association of Insurance Agents 
be formed for the purpose of effecting 
such changes in the laws and regula. 
tions as shall render them serviceable 
and just to both the insurer and jp. 
sured, be it resolved, that it is the sense 
of this association that the executive 
committee be empowered to cooperate 
with the.lowa State Manufacturers As. 
sociation in this matter. 


Whereas, The laws of Iowa covering 
the organization and operation of my. 
tual insurance companies and associz- 
tions transacting fire and liability fines 
of business, provide for a contingent 
liability upon the part of the members 
thereof, unless any such association 
holds a surplus of at least $100,000, 
above all liabilities, be it resolved, that 
the president and secretary of this as 
sociation be and they are hereby, d- 
rected, to secure legal counsel and take 
up with the commissioner of insurance 
of Iowa the practice of said mutual in 
surance companies issuing policies in 
this state, upon a cash premium basis 
purporting to relieve the member policy 
holder of contingent liability for future 
assessments, to the end that a ruling 
may be had by the commissioner that 
will clarify the application of the pro 
visions of law, establish the limitations 
of the policy provisions of such mutual 
companies and bring the practices of 
all licensed companies and associations 
into entire harmony with legal require 
ments. 


Extracts From Address by Walsh 


In his annual address, President 
Walsh touched on the new attitude of 
business men toward their business. 
Some extracts from his remarks follow: 

To the savage, life was a lottery. 
Civilization tends always to the elimina- 
tion of chance. The war has broken 
down autocracy but it has done more 
than that. Unselfish America has car- 
ried the message of unselfishness to 
her sister nations. The battle ships 
you have sent abroad with their car- 
goes of destruction will bring back to 
you a thousand fold cargoes of good 
will. Humanity depends for its prog- 
ress on the great developments of 
civilized trade. World-wide trade car- 
ries with it world-wide banking and 
world-wide insurance. You men in this 
new era must go forth with the same 
high ideals in your profession as the 
American ambassador carries when he 
goes forth to represent his government. 


Cooperation is the spirit of the day. 
Helpful service is the need of the hour. 
Great insurance companies of the na- 
tion with their experienced manage- 
ments, with their far reaching ma- 
chinery, with their agents trained to 
service are and must continue to be 
part of this great new movement, The 
companies, agents and public must work 
together to the end that insurance may 
be considered a great helpmate of busi- 
ness. 


The short-sighted insurance man 0 
the past, who saw nothing but pre 
miums and commission is dead. Just 
as the successful lawyer is always seek 
ing to avoid trouble for his client, just 
as the successful physician is always 
trying to avoid sickness for his patiest 
so the typical American insurance ma 
of the day is seeking further lines 0! 
better building and preventive mea 
ures to avoid loss for his client. The 
agents of the United States must be 
urged to go forth as missionaries 2 
the great movement of fire prevention 
With fifteen thousand fires destroying 
nearly a million dollars worth of prop: 
erty a day, over a billion dollars loss 
every four years, the nation may W 
be awake to the fire menace. : 

The development of these great se 


vice agencies in every part of the lant 


bringing home to the business man that 
this is his fight, that this, itself, is 
part of the great future thrift, mor 
ment of the nation with scientific mat 
agement demands that this waste § 
cease. The development of these ere 
service agencies must be a matter & 
education on the part of the compa! 
Local agents! 
and wide are the men on_ the fill 
line of your industry. 


: t 
States in her soldiers, demands thé 3 


each man shall be carefully 7 
and given proper equipment am 
port. 


ses 
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Automobile Liability Business 


BY R. W. WELLS 


should make each of you an auto- 

mobile insurance agent. I say this 
because Iowa has an automobile for 
every 7 persons, and ranks fifth in the 
United States in number of cars, hav- 
ing over 326,000. You will, therefore, 
realize that every 7th person in the 
state is a prospect for either fire, theft, 
liability, property damage or collision 
coverage, and if you are not actively 
soliciting these lines you are overlook- 
ing a large volume of premiums. 

Please bear in mind that the casualty 
lines produce an enormous volume of 
premium. In the year 1914 the total 
for these lines was $14,000,000; 1915, 
$22,000,000; 1916, $30,000,000; 1917, $47,- 
00,500; 1918, $68,000,000. 1918 shows 
an increase of 43% over 1917, while 
1917 shows an increase of 58% over 
1916. The number of cars in 1916 in- 
creased 46% over 1915; 1917, 40% over 
1916, and 1918, 20% over 1917. You will, 
therefore, realize that the casualty pre- 
miums have increased in greater pro- 
portion than the number of cars, indi- 
cating that more assureds are carrying 
this line of coverage. At the first auto- 
mobile show in New York City, 19 years 
ago, there were only seven cars on ex- 
hibition, while at the recent automobile 
show in this city there were several 
hundred. At the present time there are 
between five and six million cars in 
America, including about 500,000 com- 
mercial trucks. What can we expect for 
the next few years realizing that the 
automobile business is still in its in- 
fancy, and that the war has introduced 
a great many new uses and proven the 
value of the motor vehicle? 


Tete fact that you are lowa agents 


IRE and theft coverage are more ap- 

parent to the average owner of a 
car than the liability, property damage 
and collision coverage, but in my opin- 
ion the liability is most important in 
view of the large number of vehicles 
operated and the crowded streets of 
the present day city. When a serious 
accident occurs an automobile quickly 
turns from an asset to a liability, and 
unless the assured is properly protected 
with liability coverage it will probably 
cause considerable financial embarrass- 
ment, since recent court decisions have 
allowed much larger recoveries for au- 
tomobile accidents than was ever 
dreamed of in the past few years. The 
owner may be a careful driver, but it 
is always the unforseen that happens, 
and whenever the car is taken from the 
garage it carries with it a certain 
amount of liability and the owner 
should not feel safe without the proper 
protection. 


|? is apparent to the average agent 
that good roads are a great incentive 
for the ownership of automobiles, and 
naturally the more cars the more busi- 
ness, hence every agent should be a 
booster for good roads in his locality. 
I desire to call your attention to the 
lact that the various states of the Union 
within the next year will expend $300,- 
000,000 in road improvement, in addi- 
tion to the several hundred million dol- 
lars of government aid for good road 
work. There would be much more 
pleasure in owning a Ford in this state 
if we could ride from the Missouri to 
the Mississippi on a hard surface road. 
Good roads, however, are inducive to 
accidents, as they encourage speeding 
and increase the traffic. 
€ companies find considerable 
trouble in connection with the settle- 
ment of accidents where the policies 
Were sold without proper explanation 
to the assured or without the assured 
having a clear understanding of what 
his Policies cover. This applies espe- 
cially in connection with the new form 
of restricted coverage under the lia- 
ility policies which allow 8 and 20% 





R. W. Wells of the Southern Surety presented some strong arguments for auto- 
mobile liability insurance—arguments that agents can use in soliciting the business. 
He also showed the agents a land of Canaan in this liability field. 





reduction. Misunderstandings also oc- 
cur in a number of instances in con- 
nection with the $50.00 and $100.00 de- 
ductible collision clauses, as the assured 
does not always understand clearly how 
these deductible averages operate. 


|? is necessary that the agent under- 

stand these coverages and also have 
confidence in the policy which he is 
selling and in the company behind the 
policy. For your information perhaps 
it would be interesting to outline just 
what happens to the premium after it 
reaches the company. When the com- 
pany places $100.00 of business on its 
records it is necessary that it use ap- 
proximately $115.00 in handling this 
amount of premium. This amount is 
comprised of commission, taxes, home 
office expense, premium reserve and 
special claim reserve. At the end of the 
policy year the premium reserve is re- 
tired and the claim reserve is doubled, 
and the result is that the company just 
about breaks even on the transaction 
with the exception “that it has been 


necessary to use company funds during 
the policy year to take care of current 
losses. The claim reserve is maintained 
until every claim or suit which has 
occurred during this year has been set- 
tled, and as a rule this reserve is held 
for at least five years. You will there- 
fore realize why it is necessary for a 
company beginning business to have 
large reserve funds to handle liability 
business of any kind. This may explain 
to you why the reserves of some of the 
smaller companies are hard to maintain 
and why most of them during the first 
few years of business generally de- 
crease to a considerable extent. After 
a company has been in business five to 
ten years then the claim reserve begins 
to expire on previous years’ business 
and assists to offset the money used 
in handling the current business. Satis- 
factory experience cannot be obtained 
on liability insurance of any kind less 
than five years and until the company 
has been in business six or seven years 
and the volume of premium begins to 


reach a constant level it is hard to de- 
termine the outcome. Sufficient claim 
reserves are very necessary in liability 
insurance the same as with any other 
form of insurance, as is indicated by the 
experience of several companies in con- 
nection with life insurance. When a 
company does not set aside the regular 
claim reserve, it not only jeopardizes 
the interest of the policyholder but 
likewise its own existence. 


AUTOMOBILE underwriting is at 
present undergoing a considerable 
change, and the next few years will 
probably see a number of innovations 
in automobile insurance. Perhaps the 
most recent which: affect commercial 
business are rules permitting the writ- 
ing of commercial business on a payroll 
basis, the same as teams policies, and 
also the experience rating of large 
risks. Any assured operating five or 
more commercial cars may have his 
risk covered on the payroll basis. The 
experience rating is applied to both 
large pleasure fleets and commercial 
fleets. On the commercial it is neces- 
sary that a risk have at least fifteen 
cars during the present year and ten 
the previous year. This experience, of 
course, is individual risk experience and 
the credits are small except on the very 
large risks since the volume of expo- 











Greetings— 
lowa Insurance Agents: 


The Southern Surety Company, an lowa Company, with 
Home Offices in Des Moines, was pleased to see you in Des 
Moines on the occasion of your annual meeting this year, and 
extends an invitation to you to call upon us at any time and 
get acquainted. 


We trust your meeting was full of good results, and that 
your visit to Des Moines this year will be recalled with 
pleasure by all of you. 
C. S. COBB, President. 











SOUTHERN SURETY COMPANY 


AN IOWA CORPORATION 
Home Offices: DES MOINES, IOWA, 7th & 8th Floors, Register & Tribune Bldg. 


Writes Surety Bonds, Workmen’s Compensation, Liability, 
Automobile, Burglary, Plate Glass, Elevator, Commercial and In- 
dustrial Accident and Health, Workmen’s Collective. 


Location, service and growth make this the ideal surety and 
casualty company for lowa Agents. 


Capital Stock $1,000,000 


Total Assets $2,770,083.82 


Surplus $482,067.36 
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sure really determines the amount of 
credit. 

Loss of use is also another form of 
coverage which has been added to the 
property damage, and which, in my 
Opinion, is very important, especially 
on commercial risks operated in the 
congested districts. If damage is 
caused to some commercial car, the 
injured party generally wants some- 
thing for the loss of use, since as a 
rule it is necessary that he rent a car 
to replace the vehicle which is dam- 
aged. This additional coverage is 
given for a premium of 10% on the 
property damage, and, in my opinion, 
can be very easily sold. 


OME assureds do not own cars but 

hire from transfer companies to do 
their trucking. If such an assured de- 
sires to cover his liability it can be 
taken care of under a policy issued with 
the understanding that the company 
will protect this assured for his liability 
in connection with these rented cars, 
and the premium will be adjusted at a 
rate per automobile hired or so much 
per hour or fraction thereof. This cov- 
erage should only be used where it is 
certain that the assured will keep an 
absolute record of these cars and a 








JOEL TUTTLE 
Secretary Iowa Bonding & Casualty 


record that can be depended upon since 
the premium secured by the company 
will depend entirely upon this record 
of hired cars as kept by the assured. 
This rate per hour is determined by 
taking 1/2000 of the regular manual 
rate per year for each automobile. 
These methods of coverage on com- 
mercial risks should be studied and 
used in connection with large risks as 
live competitors may convince 
some of your assured that you are not 
giving them the proper attention or the 
proper service. 


] AM afraid that a good many of the 
agents in the smaller towns are 
overlooking the automobile casualty 
lines as they feel that there is not much 
liability in the smaller town, and that 
as a rule the average automobile owner 
does not care to take such coverage. 
The new rural rates put out by the 
conference companies are a decided 
advantage to the small town agent 
since they are considerably lower than 
the previous rates and should enable 
these agents to secure a considerable 
volume of premium income from the 
automobile lines. There is a certain 
amount of liability in connection with 
the operation of automobiles in the 
smaller towns, but in addition to this 
the cars of these owners are generally 
operated several times a month in some 


»» of the larger towns and cities of the 


state, with additional hazard, since as 
a rule the driver is not accustomed to 
traffic congestion. This occasional haz- 
ard should be a very good reason why 
the small town owner should secure 
a proper liability coverage. You can 


cover any car under $3,500.00 for lia- 
bility coverage at $1.50 to $2.00 per 
month, which is reasonable enough for 
$5,000 and $10,000 limits. Do not get 
the impression that all serious accidents 
occur in cities and towns, as our claim 
records will indicate that a good many 
accidents of a serious nature occur on 
the country roads. 


The automobile business is an im- 
portant line of insurance, and should 
not be considered as a side line, but 
should be ‘given careful consideration 
in the operation of your agency. 
Agents handling fire and theft alone 
are overlooking something when they 
do not give proper consideration and 
attention to the casualty lines. 


Do Not Realize Need of Insurance 


BY JOEL 


HAVE often felt that I would like to 

express myself forcibly on a 
wholesale basis to the men of financial 
responsibility who own and operate au- 
tomobiles and who do not see the value 
of protecting themselves against their 
liability for injury to persons and dam- 
age to property by reason of the opera- 
tion of such automobiles by insurance. 
Never having had the opportunity of 
doing this on the aforesaid wholesale 
plan, I am going to tell you agents 
what is on my mind along this line. 
While the owners of these automobiles 
are to blame in a large measure for 
not protecting themselves, you agents 
also share in the blame and in this I 
refer particularly to the agents in the 
small towns. My personal experience 
has been that the reason that many 
agents do not push this line of business 
is because they personally do not un- 
derstand the necessity for the protec- 
tion and many of them, I can almost 
say most of them drive their own cars 
without protecting themselves by lia- 
bility insurance. A man who does not 
himself feel the value of insurance is 
& poor salesman of it. 


HERE are few owners of auto- 

mobiles or few agents who have 
not at some time seen the literature 
of the various companies which have 
this class of insurance for sale and who 
have not read of the catastrophies de- 
scribed in that literature intended to 
show the value of the insurance. Most 
of the automobile owners who read 
this literature will file it in the waste 
basket, believing that they are immune 
and that the only people who become 
involved in the class of accidents which 
are described are careless drivers, joy 
riders or those who live in and are 
constantly exposed to the hazards of 
congested traffic of large cities. Agents 
who themselves drive and have had con- 


siderable experience driving without 
having incurred any serious acci- 
dent or agents who have not 


personally come in contact with seri- 
ous accidents, also feel this immunity, 
not only in respect to themselves but 
to their customers who buy other lines 
of insurance from them. That is, 
agents often feel a delicacy in approach- 
ing a new owner of a car and urging 
upon him the necessity of liability pro- 
tection for fear that they will be over 
doing the insurance business with this 
customer and incur his displeasure. I 
maintain that the agent who does this 
is doing his customer a_ great 
injury. It is an injury for which 
the agent cannot be held legally re- 
sponsible, but he cain be held morally 
responsible and his efficiency as an in- 
surance agent depreciates immediately 
and materially with the man who has 
had a serious accident which will cost 
him a considerable amount of money 
when the agent has not offered him for 
sale any more protection on his car 
than mere fire and theft. I, as an agent 


TUTTLE 


would not risk my business reputation 
or prospects for the future by failing 
to urge, in fact, insist upon my cus- 
tomers protecting themselves by auto- 
mobile liability, property damage and 
perhaps collision coverage. 


| AM sure—very sure—that in talking 
to you seriously on this subject 
I am _ not overestimating or over- 
emphasizing the importance of automo- 
bile full coverage insurance for the man 
who is not judgment proof. The man 
who is judgment proof and who places 
no value upon his credit because he has 
no credit and does not care whether he 
ever has it or not is not the man I am 
talking to or about. His salvation is 
something which he is not concerned 
about, hence why should anyone else be 
interested in it. But the importance of 
the thing as I see it is to the man who 
has property and who does value his 
credit. There is nobody so wealthy 
that he will look upon a loss of his 
private fortune to the extent of five 
or ten thousand dollars with impunity, 
neither does he want to be involved, 
nor want to have his estate or wiie 
so involved in the event he is himself 
killed, in the bickerings incidental to 
the settlement of a personal injury or 
property damage claim, nor does he 
want to be sued in court with its at- 
tending annoyances, so that it is no 
argument for failure to insure that he 
could afford to stand the loss himself. 


“THERE is nO man too poor or too 
much in debt who values his credit 
to be able to afford this class of pro- 
tection. Every one of you men know 
that the modern idea is that insurance 
in every branch is nowadays relied upon 
by the man in debt to the greatest 
extent to protect himself, his estate 
and his dependants against adversity 
through unforeseen misfortunes to him 
or his property. So I draw this con- 
clusion. That neither the rich man nor 
the poor man can afford to be with- 
out it. Now the next thing, and I am 
still talking only of the man who valued 
his credit, is the man who thinks he 
is what I choose to call here “cute.” 
He has been smart in his business ac- 
tivities and he has been smart in driving 
bargains and making trades. He is in 
many cases his own lawyer and believes 
implicitly in his own ability to handle 
himself under any circumstances. He 
believes that nobody has helped him 
much to. gather his fortune and that 
because he has not relied upon help in 
this connection, he needs no help in 
preserving his fortune. This is the type 
of man who is often found as a suc- 
cessful country banker and when he 
is approached upon this subject, he 
waves you away comfortably feeling 
within himself that he does not need 
the protection which you have to offer 
him. That is the man whom it is the 
hardest for you to get to and he is the 
man that I would like to have look 
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DUBUQUE FIRE AND MARINE INSURANCE CO. 


DUBUQUE, IOWA 


200,000 
SURPLUS to POLICYHOLDERS 765,087 
S. F. WEISER, Sec’y. 


$2,397,202 


Cc. J. SCHRUP, Treas. 
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over some of the claims which the; 
surance companies have come © iM 
their desks daily. I would like to on 
him read the story of this claim jp = 
ticular. “My wife and I drove yy, 
the house of Mrs. Armstrong ie . 
pointment, to take her and her dua 
ter to an evening entertainment ee 
lives on the west side of 7th str ; 
which at that point is a steep hill 
When we arrived at her house, she 7 
her daughter were standing on the ae 
stone, awaiting our arrival. As ps 
proached I had my foot on the br: af 
firmly and the car was almost stage : 
but when applying final pressure va 
brake to bring the car to a standstill 
my foot slipped from the pedal which 
had grown a little shiny and strug 
the accelerator with the result that th 
car bounded forward over the curh a 
I ran over Mrs. Armstrong, our jpg 
mate friend and her daughter with both 
right front and rear wheels.” 


Think of the man who caused this acgi. 
dent: How mixed must be his gent. 
ments on such an occasion. He realizes 
at once that he has severely injured 
or killed his intimate friends and at the 
same time his sympathies cannot go 
out freely to them on account of th 

















EUGENE WALSH 
Retiring President Iowa Association ani 


Vice-President 
Davenport 


National Association, 


knowledge that the accident will cos 
him money. 


WHERE is the “wise guy” that ca 
foresee and avoid such a cata 
trophe? Just why any man who valued 
his credit will run such a risk is be 
yond my comprehension. He will pr 
protect his family against his death 
by violent or natural causes. He wil 
also protect his property against tit 
hazard of wind storm and tornado, bi 
leave often the possibility of loss 
his capital through such a common atl 
well known danger as an automobil 
accident. 


There were reported to the police 
the city of Des Moines last year 
automobile accidents in this city alow 
You will say some of these are due ® 
congested traffic, careless driving a 
joy riding. What if they were duet 
these causes? Have you or has af 
body any right to believe that m the 
grist which comes out in the pape 
tomorrow morning, your name will n0! 


be included among the list of thos 


who caused the accidents or were 

victims of them? And if you happt 
to live in a small city or town wit 
there are not as many accidents 


day as there are here, what reason ve 
you to believe that the law of averagt | 


has been suspended insofar as yar 
concerned and that you are a law Ler 
yourself and will be able to get by# 
enjoy the breaks of the game eo 
your neighbor or someone Rees 
never heard of before is getting 
the hard luck? Don’t ever fool yo 
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: ieving that the insurance com- 
ee do aot know that the risk is less 
-. small town than it is in a large 
city and the larger the city the greater 
the risk. Yes indeed the companies 
know that. For a policy that would 
cost you $18.00 on a Ford in the town 
of Spirit Lake, the same coverage would 


cost you $35.50 in Chicago and $88.00 
in New York City. Do not think that 
you are fooling anybody but yourself 
in these matters. You are not the 
discoverer of this fact. You haven’t 
as great a risk in the small town as 
you have in the large, but don’t let 
anybody ever make you think that all 


of the accidents are going to happen 
in New York or Chicago because the 
hazard is greater there. The man who 
sits down and mourns the loss of his 
fortune because of his neglect in pro- 
tecting it can find no excuse to justify 
his foolishness. His friends merely 
say. “It’s too bad.” 


It would seem to me that the provi- 
dent man, the business man who is vi- 
tally interested in his own financial 
progress, would insure himself against 
this rush and leave it to the careless 
man or the man who has nothing to 
protect to ignore the opportunity he 
has to insure. 


Eliminating Spurious Ag ents 


BY T. ALFRED FLEMING 


which I have addressed this year, 

this is the largest. It shows that 
you people of lowa are awake to the 
spirit of today. The vocation of the 
agent has evolved from business-get- 
ting to a business serving and the in- 
creasing size of these meetings 1s in- 
dication of this advance. 

One of the greatest services which 
the agency forces of the country can 
perform is to reduce the economic 
waste from fire. This now amounts to 
$1,400 a minute for the United States, 
or in ten years to the entire capital 
stock of all the national banks of the 
country; in ten years to 77 percent of 
all the imports of the nation and in 
ten years to 66 percent of all the ex- 
ports. The annual loss exceeds all the 
salaries paid to professors, instructors, 
teachers and all manner of educators 


O* THE seven state associations 


each year by an amount of $27,000. It 
exceeds the cost of postage by 
$76,000. If the waste were repre- 


sented in silver dollars there would be 
a row 575,000 miles long. 

To reduce the fire waste we must 
eliminate from the insurance business 
all the two-by-four agents, those repre- 
sentatives of companies who are not 
attending this convention and those 
that never do come. 


THERE are four classes of agents. 
There is the wishbone class which 
wishes, but never does anything; the 


Automobile 


sons why an organization such as 
this can well hold a discussion on 
the subject of automobile insurance. 

The. first that comes to mind is more 
commissions. 

The second is the performance of 
the agent’s duty to the public. 

The third is to further strengthen 
the American agency system as the 
most efficient method of selling insur- 
ance, 


Toons are at least three good rea- 


AGENTS are actually receiving now 

about one sixth of the potential au- 
tomobile insurance commissions. There 
are more than six million motor cars 
in the, United States and this means 
potential automobile premiums of over 
$600,000,000. The actual automobile 
Premiums collected last year just ex- 
ceeded the $100,000,000 mark. Figure 
for yourself the commissions earned 
ona hundred millions as compared to 
the commissions earned on six times 
that amount. 


Now as to the duty of the agent 
to the public. If you saw a man 
deep in thought walk in front of an 
automobile you would feel that it was 
your duty to holler to him. When you 
See an automobile owner so engrossed 
in other things that he does not realize 
the risk he is assuming by not buying 
automobile insurance do you not feel 
it also your duty to warn him in more 
than a whisper? 
‘ And you have a duty toward the pub- 
1¢ as a whole. You have taken upon 
yourself the guardianship of the public 





T. Alfred Fleming, state fire marshal of Ohio, spoke for the seventh time before 
a state association of insurance agents this year. Mr. Fleming spoke at the National 
Association meeting last fall and aroused so much interest that he has been in great 
demand by various state organizations this year. 





jawbone class that talks, but never 
does anything; the funnybone class 
that goes to all of the free feeds, the 
free entertainments and other social 
functions and that doesn’t take life 
seriously. Then there is the backbone 
class which wishes less, talks less and 
plays less, and does more. These are 
the men who get the business, they are 
the men who attend these conventions. 
They are the men who organize the 
state associations and they are the men 
who lead the associations. 

In their relations with the public, all 
agents are like mail boxes, some of 
them lift up and some of them pull 
down. 


ie CAN be pretty safe to say that the 

man who is really in the insurance 
business and who stays away from 
conventions and meetings of other 
agents and who refuses to cooperate 
in any way is running a_ spurious 
agency. 

In Ohio we have an example of just 
such an agency. We began receiving 
reports of fires from different insur- 
ance companies on property in one 
Ohio city and there were no corre- 


FIRE AND 


sponding reports of these fires from 
the local fire chief. There is a law in 
Ohio that the fire chief must report 
all fires to the fire marshal or else stand 
a fine of $25. We immediately took the 
matter up with the fire chief and found 
there had been no such fires. We 
called in the representatives of the 
various companies in the agency that 
had reported these fires to the various 
companies and put before them the 
situation. There were 26 such repre- 
sentatives. The situation was not un- 
like that uncovered at Decatur, IIL, 
some months ago. Our investigators 
found that these agents would report 
fires and collect small claims, where 
there had been no fires, and that they 
would collect excessive amounts where 
there had been small fires and keep the 
difference between the amounts col- 
lected from the company and the 
amounts paid the claimants. We ad- 
vised all of the representatives of all 
these companies that not one of them 
should mention outside of the meeting 
a single thing that he had learned, 
that the case must not be talked over 
even with the companies or the other 
field men; that anyone who “leaked” 
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insurancewise and it is your duty 
to give a good account of your steward- 
ship. When a man suffers a _ loss 
through an automobile accident, he is 
not the only sufferer. His family and 
his creditors very often suffer as much 
as he. Without insurance the loss is 
distributed between him, his dependents 
and his creditors. When you have 
surrounded him and them with insur- 
ance the loss is spread out over the 
public pretty generally and each indi- 
vidual’s share of the loss is inconse- 
quential. 


{ 
HAT is the connection between 
justification of the American 
agency system and automobile insur- 
ance? Just this. The American agency 
system is securing between 16 and 17 
percent of the potential automobile in- 
surance business of the country. Is 
that enough? 

No form of selling organization, of 
course, functions up to 100 percent. A 
good many cannot show as good a 
record as 16 or 17 percent but even at 
bey is 17 percent as good as it should 

e? 

If by employment of this system the 
companies cannot get what they con- 
sider a fair proportion of this business 
they may resort to other means. A 
few here and there have. They have 
written blanket or open policies for 
finance concerns, which may or may not 
be overhead writing. They have ac- 
cepted reinsurance from interinsurance 


exchanges or direct writing mutual com- 
panies that are conducted by secretaries 
of automobile clubs. In either case 
the net result to you is the same as if 
they had resorted to overhead writing. 

Someone is going to say, of course, 
that if the agents of the country: were 
securing 70 percent of the potential 
automobile premiums there would still 


be some companies who would resort 


to these various schemes to get busi- 
ness. No doubt there would but they 
would have little opportunity if 70 per- 
cent were being secured by agents. 


W HEN we say that 17 percent of the 
potential ‘automobile insurance 
business of the country is being written 
we do not mean that’only 17 out of 
every hundred car owners are insured. 

But there are certainly a lot who 
carry no insurance whatever. The su- 
perintendent of an automobile depart- 
ment for one of the larger companies 
recently took a trip through Indiana, 
to stimulate his company’s automobile 
business. His first call was in a medi- 
um sized city where the agent was a 
banker. 

“How about automobile insurance,” 
he asked. 

“Oh, there isn’t much of that written.” 

“How about your own car?” 

The banker-agent admitted he wasn’t 
insured and also admitted he should be. 
Policy No. 1 was issued. 

“Do you finance any automobile pur- 
chases? Do you take notes and loan 


would be prosecuted for compounding 
a felony. While a good many of them 
did not need this advice, there is always 
at least one in a group of 26 who does 
need treatment like this. The result 
was that a record was made in bring- 
ing these men before the grand jury 
and in returning indictment against 
them on 16 counts, sixteen of the 110 
cases uncovered being used as evidence 
for these indictments. 

Agencies such as this one, and there 
are others in Ohio and no doubt others 
in other states of the union, are doing 
much to put the business in the wrong 
light in the public eye. It is your busi- 
ness to help stamp them out as quickly 
as possible. 


THE trouble with so many people is 
that they get started wrong as 
school children. We find that it is 
necessary to get a grade of 75 to get 
through and they never get a much 
better grade than 75in school. We find 
that they must be only 30 percent effi- 
cient spiritually and about 50 percent 
efficient commercially and that is about 
all they are. In the insurance business 
they can be from 40 to 45 percent effi- 
cient and get by and do not try to 
become any more efficient. 

The greatest economic war in the 
history of the world is just beginning 
and insurance must do its share in 
helping business generally to win. In- 
surance must be brought up to 100 
percent efficiency to do this. 


Insurance 


money to dealers or to clients who pay 
the dealers cash?” 

The banker said he did. 

“Haven’t you any insurance on these 
chattels that you are loaning money 
on? Do you insist on fire and tornado 
insurance on a farm when you loan 
money on such property and none on 
chattels when you loan on them? Do 
you realize that the land value of the 
farm would pay off the loan even: if 
the building were burned or blown away 
but there is no land value to an auto- 
mobile?” 

As Goldberg would say, the banker 
had never thought of that. With the 
automobile insurance “accelerator” they 
went over the notes in the bank and 
found twenty-one on automobiles. Re- 
sult—twenty-one automobile fire, theft 
and tornado policies. Total result, 
counting the bankers car, twenty-two. 

“We probably could have- secured 
some liability, property damage and 
collision insurance from these pros- 
pects,” said the automobile man, “but 
my time in that town was limited and 
there would have been no direct bene- 
fit in this to me. The agent might have 
remembered me if I had helped him 
earn some casualty commissions and 
then again he might not.” 

Now this isn’t an isolated case. There 
are bankers everywhere who haven’t 
yet seen the light. If they do not com- 
pete with you in the insurance business 
it will be worth your while converting 
them. 


ENTION of financing cars brings 
up another point. Sixty percent of 
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the automobiles purchased last year 
were purchased on time. Not all on 
the monthly payment plan, of course, 
but on time just the same. The big fi- 
nance concerns which we hear so much 
about and which bring about some over- 
head writing probably financed a small 
percentage of these. The bulk were 
probably financed by local banks and by 
dealers themselves. 

Some wideawake agents at various 
points have been instrumental in or- 
ganizing finance concerns and are mak- 
ing some nice banking profits. One 
company has gotten out forms and in- 
formation on financing cars which it is 
supplying to its agents. 


ONE of the most frequent complaints 
of the local agent which he uses 
as a reply to the complaint of his com- 
pany that he is not getting the business 
is that some fly-by-night concern is 
getting all the business. There are 
some such outfits that are doing a big 
business but that big business dwindles 
into a mere bagatelle when compared 
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to the total business that is done 
through regular channels. 

An agent recently wrote in asking 
if we had not made a mistake ‘in quot- 
ing the premiums of one of these un- 
orthodox concerns. He said in effect: 
“Tf this is all the business this exchange 
is doing in our state we have been 
kidding ourselves. We thought they 
were getting nearly everything in sight. 
We lost a couple risks through them 
and I guess we magnified the competi- 
tion in our minds until it became for- 
midable. The figures, if they are cor- 
rect, show that it isn’t.” The figures 
were correct. 


BY. fly-by-night concerns I do not 
mean all of the companies outside 
of the conference. There are some 
good stock companies and some good 
mutuals outside but there are also a 
lot of concerns that are giving imita- 
tion automobile insurance. 

One of these “associations” that is 
getting a big volume of business pro- 
vides in its contracts for fire and theft 
insurance that the actual amount of in- 
surance will be determined by the age 
of the automobile at the date of appli- 
cation, in accordance with the follow- 
ing schedule: First year, four-fifths of 
list price; second year, two-thirds; third 
year, one-half; fourth and fifth year, 
one-fourth. 

The liability of the insurer automatic- 
ally decreases in accordance with this 
schedule, but the policy holder is as- 
sessed for the cost of his insurance on 
the face of the policy and not on the 
reduced amount of insurance. 

The theft feature of these pseudo 
policies does not grant any coverage 
on spare tires carried on the machine 
and spare tires are among the parts 
stolen most frequently on which the 


policyholder needs insurance the most. 
The theft cover also provides that $25 
will be deducted from the amount of 
each claim unless the claim be total. 

The collision clause provides as fol- 
lows: “Against actual loss for damage 
R solely by collision with another 
vehicle, any animal, or any of the roll- 
ing stock of any public carrier. Dam- 
age or loss to tires by collission is not 
covered. 

“Each collision claim under this pol- 
icy shall be adjusted separately and 
from the amount of each claim, when 
determined, the following amounts will 
be deducted: 

“15 when damage is to car, list price 
of which when new does not exceed 
$500. 

“$20 when damage is to car, list price 
of which when new exceeds $500, but 
does not exceed $750. 

“$25 when damage is to car, list price 
of which when new exceeds $750. 

“And the association shall be liable 
only for the difference between the 
amount so deducted and the actual 
amount of each collision claim as de- 
termined, but on no collision claim shall 
the association’s liability exceed twenty 
times the amount deducted according 
to the above scale.” 

It will be noted that this “associa- 
tion’s” collision coverage does not pro- 
tect the insured if he runs into a tele- 
phone post, into the curbing, into the 
side of a building or into any other 
immovable object. It will further be 
noticed that the collision coverage is 
limited to three-fifths the value of the 
cheapest car and less than 10 percent 
of the value of a car costing over $5,000. 
It will also be noted that there is no 
tire coverage. 

Under the liability feature of this 
policy, the limits are $2,500 and $5,000 
or just half what they are under the 
ordinary liability policy. Measured as 


against the size of verdicts recently 
rendered against automobile drivers, 
these limits are altogether too small. 

The liability under the property dam- 
age feature is $500 or just half of the 
amount called for under the ordinary 
property damage rider. 


fei cs agents are losing commis- 
sions by not getting all car own- 
ers to insure they are losing far more 
by selling only partial coverage. There 
was a time when theft insurance wasn’t 
very necessary outside the big cities. 
But what community today hasn’t had 
a theft or a near theft? Just one is 
enough to make theft insurance a good 
seller. And as for fire insurance—well 
that is habitual enough with the Ameri- 
can public so that it can be sold on 
nearly any car at present rates. There 
was a time when automobile fire rates 
were pretty high in proportion to the 
hazard but that time passed a few years 
ago. 


FROM actual experience I do not 
know how to sell complete automo- 
bile insurance or in fact partial insur- 
ance. And far be it from me to tell 
you how. But I will outline a few 
points that have been made by some 
of the best automobile insurance sales- 
men in the country and have not been 
thrown in the scrap heap by these 
men. 

The first point made is to consider all 
hazards under one heading. Do not 
separate them. Talk about fires, thefts, 
collisions and lawsuits all in one breath 
and show how the policy or policies, 
when complete, surround the car owner 
with protection from financial loss. 
Show him that this insurance is insur- 
ing him, not his car. That it is pro- 
tecting him against loss of property ad- 
ditional to the automobile itself. And 
when it comes to the matter of price, 
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: 
which should always be held as th 
last consideration, quote the Premium 


in one lump sum. Do not quote 
premium on liability, property dama . 
and collision, or any one of these se 
rately and then a rate on fire ther 
and tornado. You know in adyan : 
usually, what the car is, and yoy on 
total this premium in advance, And 
apply all the good method of salesman 
ship that you know. Remember that 
automobile insurance differs in this ts 
spect from fire insurance on a hound 
it has to be sold and salesmanship is 
necessary. 

The American agency system has 
been functioning for more than a cen- 
tury and as it has specialized on fire 
insurance good educational work has 
been done and fire insurance js cop. 
sidered a necessity. Some time auto- 
mobile insurance will be considered jn 
the same light but in the meantime 
salesmanship is required. This might 
be backed up by advertising very aq. 
vantageously. Some companies have 
gotten out some very attractive circu- 
lar matter that has been used profitably 
Some agents have employed the col. 
umns of their local papers to their 
financial advantage. Others have used 
circular letters and other advertising 
matter. Consideration of this moderp 
force—advertising—which helped 9 
much to win the war, can well receive 
the attention of agents. 


IOWA AUTOMOBILE INSURANCE 





Premiums Received and Losses Paid 
During Past Year by Companies 
Operating in Iowa 





Automobile premiums collected and 
losses incurred in Iowa during 1918 fol- 
low: 

IOWA COMPANIES 
Name of Company Prem. Losses 
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FIRE INSURANCE PUBLICITY 

(CONTINUED FROM PAGE 3) 

cate and enlighten the people and 
— will educate and enlighten Potts 
and all of his kind. It would take 
money to do this,—a good deal of 
money and a good deal of effort, but I 
believe it would be money and effort 


well spent. 


OMEBODY has characterized this 
S as an age of conventions. There 
are very few lines of activity nowadays 
that are not organized, and very few 
organizations, if any, are not meeting 
in annual convention, both state and 
national. The constituent parts of these 
organizations have almost without ex- 
ception to deal with fire insurance. If 
you have any doubt as to the numerous- 
ness of these conventions, suppose you 
take a look at the bulletin boards of 
any of the leading hotels in Chicago, or 
any other large city. Or glance at the 
badges on the breasts of the delegates 
in the hotel lobbies in the evening and 
you will begin to realize that an_op- 
portunity is being wasted in the failure 
to present fire insurance tactfully and 
intelligently to those organizations. 

Let us suppose that the National 
Board had a corps of able speakers 
from the ranks of managers and agents, 
with someone in charge whose business 
it would be to see that an able speaker 
was on the program of each of these 
meetings, so far as the organization 
would welcome such a speaker. Can 
the good results that would accrue be 
overestimated? 


OR instance, the Illinois Bar Asso- 

ciation met in Decatur last week. 
Not only have the lawyers a very in- 
timate connection with fire insurance 
but they have a very intimate connec- 
tion with legislation and administration. 
Now suppose that an able manager or 
an able agent were to present the mat- 
ter frankly to these lawyers as an 
avowed apostle of a better feeling and 
a more complete understanding. Sup- 
pose he were to tell them of the dif- 
ficulties of the situation; of the utter 
impossibility of so administering fire 
insurance as that absolute and exact 
justice shall be done to every in- 
lividual and every interest. Suppose 
he tells them frankly that fire insur- 
ance is not and cannot be an exact 
mathematical science, but that we are 
doing the best that we can do through 
the most capable and intelligent in- 
strumentalities that we have been able 
to build up during the course of years. 
Let us assume that he tells the lawyers 
something of schedule rating and its 
effect on the fire hazard by penalizing 
the property owner for defects in build- 
ing construction, and that it penalizes 
entire communities for defects in fire 
departments and water service, and, 
above all, that while we charge for 
these defects we just as cheerfully give 
credit for their removal. Isn’t it per- 
fectly clear to you that these lawyers 
are going to go back to their homes 
with a better feeling toward fire in- 
surance and its administration? That 
they are not going so easily to fall for 
the blatant demagogism of a Potts or 
a J. Ham Lewis? And now suppose 
that having done something to convince 
the lawyers, we tell the grain dealers, 
the coal dealers, the lumber men, the 
creamery men and the wholesale and 
retail grocers, and, in fact, all lines of 
organized activities, not excepting labor 
organizations. Haven’t we done some- 
thing to clear away the fog? And then 
suppose that we use the press as intel- 
ligently as our Opponents use it when 
they are after our scalps. 


] HAVE followed with a good deal 

of interest the magazine advertising 
campaign conducted by many promi- 
nent business establishments, and I am 
very fully convinced of their beneficial 
effects. As an example, I pay my 60c 
a pound, or such a matter, for a slab 
of Star Bacon much more cheerfully 
after having followed Mr. Armour’s line 
of reasoning as to the necessity of the 


high price. Maybe Mr. Armour is lying 
about it, but if he is he is doing it so 
cleverly as to be very convincing, and 
he is cultivating popular good feeling 
in a way that we ought to be cultivating 
it and are not. I mention the packing 
industry only by way of example, for 
numerous other so-called monopolies 
are reaching the people in a way that is 
unquestionably good for their business. 
By the way, I wonder if the packing in- 
dustry is not in a sense analogous to 
our own. Mr. Armour makes it very 
clear that his average profit per pound 
on Mr. Pig is as modest as our own 
average profit on fire insurance, but 
we are obliged to rely entirely upon 
him for the distribution of the profit, 
for no man outside of the industry can 
tell whether the relative price of head- 
cheese, pickled pigs’ feet and curled 
pigs’ tails, to say nothing of hams, lard 
and breakfast bacon, are anywhere near 
the proper mark. Maybe the packers 
have some way of classifying their 
combined experience in this important 
matter, but the public must content it- 
self with the evidence that the average 
profit is not excessive. 


AM not even suggesting that we 
make skilled underwriters of all the 
people, for the thing is impossible even 
if it were desirable. What I am arguing 


for is that we take the public into our 
confidence by conducting a campaign 
that will enlist public sympathy and 
good-will. I am satisfied that this is 
less difficult than it looks. 

Since the preparation of this paper 
began I have noted with pleasure in the 
annual report of President Buswell of 
the National Board that that august 
body has actually begun some publicity 
work by way of pamphlets that may, 
and I hope will, prove the forerunner 
of an extensive and enlightened pub- 
licity campaign. 

The recent organization of an insur- 
ance division in the United States 
Chamber of Commerce seems to me 
like a good omen for the future. 

I appreciate very fully that I am 
talking to a gathering of local agents 
and that these things must come from 
company organizations if they are to 
come at all. The trouble with the whole 
thing is that we agents have but little 
opportunity to talk to company organ- 
izations. It is a rather peculiar thing 
that we invite company managers to 
talk to us and accord them a very 
hearty welcome, and agree with them 
whenever they will permit us to agree, 
but we local agents, who are after all 
the real interpreters of fire insurance 
to the people, are never afforded an 
opportunity to talk direct to the man< 


agers in or 
tions. 


through their organiza- 


| PRESUME I might be considered a 

bit presumptuous in even suggesting 
the possibility of such a thing, but it 
may not be as presumptuous as it ap- 
pears. We are not less interested in 
the success of fire insurance than are 
the managers, officers and stockholders. 
To be sure, it is their money that is 
invested, but it is our living, and so 
our interest is no less vital than theirs. 

I have said that we are interpreters 
of fire insurance to the people, but it is 
no less true that we might be useful in 
interpreting the people to fire insur- 
ance, because we are in direct contact 
with the insuring public, and we have 
an opportunity of knowing the whims 
and foibles of the people that the man- 
agers and officers do not have. 

I think agents in general will agree 
with me that individually managers 
are a mighty fine lot of men, and I sur- 
mise that they would equally agree 
that collectively or through their or- 
ganizations they are just a bit frigid 
and hard to approach, and yet closer 
affiliation and co-operation between 
managers and agents would be mighty 
helpful to the business in all its phases. 
We could tell the managers a lot of 
things that they ought to do and to 
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Mutual Fire and Tornado Association 


Cedar Rapids, lowa 


J. Lindley Coon, Secy. 


FIRE and LIGHTNING INSURANCE 


on Town Dwelling, Church, School and’ Farm Properties 
F WINDSTORM INSURANCE ON ALL GOOD RISKS 


Insurance in Force May Ist, 1919, over $23,000,000 


C. SPICER, Cedar Falls 


D. L. CLARK, 


Treasurer, Newton, Iowa 


E. T. SORUM, Ringsted 
J. LINDLEY COON, Cedar Rapid 
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know, and it is entirely possible that 
they might convince us of the reason- 
ableness of some of their actions that 
viewed from a distance seem exceed- 
ingly unreasonable. 


HE National Association has tried 

repeatedly to bring about this closer 
relation but with no very notable suc- 
cess. All this doesn’t alter the fact that 
we agents are practically the only in- 
terpreters of fire insurance to the peo- 
ple who buy insurance. This throws a 
burden of responsibility upon us that 
we ought to be both fit and willing to 
meet. We ought to be students of fire 
insurance. We ought to have a pretty 
comprehensive and somewhat detailed 
knowledge of schedule rating in order 
that we may show the assured how 
his rate is made, what defects are be- 
ing charged for, what credits can be 
had for the removal of these defects 
and for the making of improvements 
that will lessen “the fire hazard. We 
ought to know the defects in the fire 
department and water service, and to 
be both able and willing to lend our 
cooperation in bettering conditions. If 
we are to be interpreters of the busi- 
ness we ought to be loyal interpreters. 
For my own part I find it exceedingly 
hard to argue any point in which I am 
not myself a believer, and there are 
occasional actions of the companies to 
which I find myself unable to offer any 
real defense. For instance, I could 
never argue the propriety of the old 
rule of which I have before spoken, re- 
quiring specific insurance on mercan- 
tile stock and fixtures, because I didn’t 
believe in it, and the best that I could 
do with my clients was to tell them the 
truth,—that this was an arbitrary rule 
which I thought ought to be abolished, 
but that while it existed I could do 
nothing but comply with it. Happily 


such cases are rare, and speaking in a 


general way, we have nothing to con- 
ceal or of which to be ashamed, and so 
we can and ought, wholeheartedly, to 
present the fire insurance case at its 


best, and thus do all that is in our 
power to allay that feeling of distrust 
and suspicion which is so frequently 
found among customers. 


HEN the necessity of an increase 

in rates arises, as for instance the 
present 10% surcharge, we will do 
much for the maintenance of good feel- 
ing if we present the matter logically 
as a business necessity rather than to 
throw the burden back on the com- 
panies as being a case which we neither 
understand nor approve. It is one of 
those cases where “passing the buck” 
is detrimental to the interests of all 
concerned. 

On the other hand, we have a great 
and never ceasing opportunity for serv- 
ice in all this that is at least three ply 
in its beneficial effects. It benefits the 
companies that we represent; the peo- 
ple with whom we deal, and ourselves. 
Then, if we are actuated wholly by 
purely selfish motives, as I am sure we 
are not, we have plenty of reason for 
interpreting fire insurance to the people 
in its very best and truest light. 


ARDON me if I seem to have for- 

gotten that I am here as a repre- 
sentative of the National Association. 
I assure you that such is not the case. 
These State Associations and the Na- 
tional Association are the only official 
mouth-pieces of the fire insurance 
agency forces of the country. Prior to 
their organization there was no means 
of knowing what the agents collectively 
thought on any phase of their business; 
in fact it is a question if there was any 
collective thinking done by the agents. 
Each agent dealt with his companies 
and each company dealt with its 
agents with no other guide than indi- 
vidual judgment of their own interests 
and of their proprieties and equities. 

By the organization and growth of 
the National Association, built up, let 
me say, by the existence and growth of 
the State Associations, it became pos- 
sible to establish a rather informal 
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code of ethics governing the relations 
existing between agents and companies 
that has proven beneficial to the busi- 
ness as a whole. I am thinking particu- 
larly of territorial rights, overhead 
writing and ownership of expirations. 


T is true that none of these reforms 

have reached the point of absolute 
perfection. There are some backward- 
looking companies today, not always 
small companies either, whose manage- 
ment seems wholly oblivious to any 
changed sentiment or conditions along 
some, at least, of these lines. I have 
particularly in mind one very old com- 
pany which withdrew from my agency 
a few years ago and unreservedly, and 
over my protest, placed my expirations 
in the hands of the new agent, but the 
old foxy manager and his subservient 
assistant manager are now both dead 
and I surmise that the new manager 
would take a very different position on 
the matter. I cite this case only to in- 
dicate that the reforms are not yet fully 
accomplished, while gladly recognizing, 
even boasting of the fact, that great 
progress has been made along this line. 

We have never been able to accom- 
plish all we had hoped to accomplish 
in the way of uniform blanks. The uni- 
form form movement has invaded the 
land, and it seems to be a fair inference 
that it is in some measure at least 
an outgrowth of our own campaign. 
We set out to accomplish the use of a 
typewriter form of policy with daily 
report manifolded with it; to secure the 
use of a uniform daily report, uniform 
endorsement blanks and uniform ac- 
count currents. The endorsement blank 
has come in connection with the uni- 
form forms movement, while each com- 
pany is still consulting its own whims 
as regards daily reports and account 
current blanks. I surmise that the gen- 
eral existence of the Audit Bureaus for 
checking rates and forms will soon 
solve the daily report problem. 


HAVE been decidedly amused at the 
failure of the National Board itself 
to secure the adoption of a Uniform 
Account Current blank. I was _ priv- 
ileged to labor with the National 
Board’s committee in New York on the 
subject two years and a half ago. Like 
the Peace Treaty the outcome was a 
matter of compromise; far, very far 
in my judgment, from being the best 
possible blank, but it was adopted by 
the committee and the committee’s 
work approved by the National Board, 
with the recommendation that the 
blank be put in use by all companies 
January 1, 1918. The recommendation 
seems to have been ignored by most 
of the companies. 

I think that you men as individual 
agents can solve this problem for your- 
selves, if you so desire, by securing the 
blanks from the secretary’s office. 

It is quite natural that the early 
years of the Association should have 
been devoted almost wholly to the 
building up of these reforms within the 
business and that comparatively. little 
attention should have been given to fire 
insurance matters of wider public scope 
and importance. 


WE are now in a position of greater 
power and greater responsibility. 
The men of our organizations are in 
large measure the leading agents of 
their respective states. Not all the big 
men of the business are with us but 
most of them are. I have had an op- 
portunity for pretty wide observation 
along this line, but of course I am more 
familiar with conditions in our own 
state than elsewhere. 

It is generally conceded that in the 
fight against the Potts program four 
years ago the agents contributed at 
least their full share to the defeat of 
the program, and I think it fair to say 
that the capacity of every agent who 
had a leading part in this fight had 
been developed and made known 
through his activities in the State and 
National Associations. I take it that 
a similar condition exists in every 
state where there is an active state or- 


ivati d I beli e that a 
ganization, an sean Ate 
under-estimating rather than ee 
mating our power for good. " 

It seems to me to be true that ; 
rather recent years the National Asus: 
ciation had in some measure fallen ‘ake 
a rut and was exerting a disproportio : 
ate share of its time and energies to 
issues that were not worth all the é 
fort invested, but the avidity with 
which the officers and membership re 
sponded to the J. Ham Lewis chaj- 
lenge of last year may properly be 
taken as an evidence of the broadened 
vision now present in the Organization 

= 

DON’T mean this as a belittling of 

the past but rather as an indication 
that the Association is alive and alert 
and ready to contribute its share in the 
solving of these larger problems with 
which we are being confronted and are 
likely to be confronted at any time 

I am satisfied that we haven't had 
the general recognition from either in- 
dividual companies or company organ. 
izations to which our bigness and our 
intelligent power entitle us, but there 
have been some reasons for this for 
which the companies were not alto- 
gether responsible:—Some things that 





CHESTER E. FORD 


President Des Moines Fire Underwriters 
Association 


caused friction and annoyance need- 
lessly. 

Our interests and the companies’ in- 
terests are mutual rather than antag- 
onistic. We are agents rather than em- 
ployees, and our organizations are not 
mere Jabor organizations intent on 
securing the highest possible wage. To 
be sure we want the best working ar- 
rangements with our companies, but 
we also want the general up-building 
and presentation of stock fire insurance 
with which our interests and the com- 
panies’ interests are identical. 


Reception Committee Active 


The reception committee, consisting 
of E. E. Crawford, E. H. Mulock and 
Chester E. Ford was active at all 
times. It looked after all of the wants 
of the various guests, saw that smokes 
were always within reach and had 
everything ready when it was wanted. 
Mr. Ford, who is president of the Des 
Moines Fire Underwriters Association, 
—the host—was probably the busiest 
man in Des Moines Thursday and Fri- 
day. 


— 


Fletcher-Gibson Agency 


Succe ssor 


Wayland C. Ballard 
GENERAL INSURANCE 


316 Sixth Avenue 
Des Moines 
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What the Business Man 
Should Know About Fire Insurance 











12. Is illuminating gas generated on or adjacent to the premises? 
13. State name of apparatus (ascertained if approved) 


Is natural gas used on premises?.. 


14. Check each of the following articles used, kept or allowed on your 


premises: 
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The Lloyd-Thomas Company 
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This is the eighth and last installment of an able manuscript prepared by Mr. 
Thomas. The previous installments appeared in the Aug. 8, Oct. 17, Oct. 31, Nov. 21, 
Dec. 19 and Jan. 23 issues of THE NATIONAL UNDERWRITER. 


CHAPTER EIGHT 


HOW TO COOPERATE WITH THE AGENT 
HE agent and broker will find the following outline a medium whereby he 
Tem easily obtain from the business man the essential information relating 
to a proper writing of the rider form. In case policies cover in more than 
one place complete information should be obtained on each risk. 


RELATING TO TITLE 


If partnership, give full name of each partner................... eee eee 
4. Give exact nature of assured’s title or interest in the following, whether 
fee simple, leasehold or otherwise: 


A 
2. Is assured an individual, partnership or corporation? 
3. 


CMO eS cgitin cn! cal eA ais Hee IEE 6 ease Male u 2s 4.0 ws/Sui he xe oe dite wots cat 
Nanny SERUM PS kor EG RE eG aid POW hain Gtwas eae buona os sa eeee 
(c) Personalty (Equipment and (or) Stock)............... ccc cece eee 
5. If interest in land or buildings is leasehold, send copy. 
6. Have you made improvements on leased property?.................... 
7. Is it recognized by the lessor as your or his property?................5. 
8. Specify the nature of such improvements................ ccc cece eeeees 


RELATING TO OWNERSHIP 
1. Is there at the present time any— 





Amount 
(If in bldg., is bldg. insured?) . 
Where Stored 
Used for 
what purpose? 





| | 


Gasoline 





| 
| Naphtha 





| Ether 





| 


| Benzine 





| | 
| | 
| | 
| | | 
| | 
| | 
| | 
| | 


| Benzole 





| 
| Kerosene 





| 
' 
| Petro'eum 





| 





| Nitroglycerine 





| Gunpowder 





| 
| 
| 
| 
| Dynamite | | 
| 
| 
| 


| 
| Other Explosives 








| Fireworks 





| 

| 

| Calcium Carbide | | 
| 

| 

| | 


| 
| Greek Fire 





15. Is kerosene drawn within 10 feet of an artificial light?.................. 
16. Are Automobiles or Motor Cycles kept on premises at any time?....... 
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n either land, or ») rust MOG dic's a: a's wie eral aleve 4a 0 5 6 Slee wos Sule 4 Walch woe. ee os : wos T ee: ee 
buildings or both. tc) egg PESNGH ON WOU s foci ch ce ccce ck ete eeen Ps location sete ee Rare! Fong ouamane wes macsnembaesnneieets: 
7t o1 ee IRE Oe ANU eee ene oO Hole . eee A SERED ESD KER HERE S.S ES SS: ENO EO 
(2) FO WHOM BIVEN. 0... cere cee reer ec eeeeeeeeereeecens 2. Underline the items you wish protection on: _ 
(a) Mortgage Awnings, Signs, Office and Store Furniture and Fixtures, 
NR A” UR Ne cass pandeeetenss Dies, Patterns, Tools, Implements, 
— and (or) fc) » Seger rng SEGUE CAE URNS Sos oe Sido 2ad aeeeen Cavan F ecmer oog smb gyorg 9 Soares 
tock. PRINEWON 3 oe <.4/a'stb bv ad ecls wo wees T eet a ae ry 
“wees (d) To whom given............ ee eeeee sence eee ee ee eens Sculpture, Curiosities, Jewels, Bullion, 
(a) Blanket Mortgage: ....... 0.6 ces ees Property Held on Storage or for Repairs. | 
On real estate and (b) Bonded Indebtedness. Bs Ava Gaisccretiat eae arate ees , 2 adhipabmesigese 9 torneo om, eat on the same risk?....-..-...-++++++ 
personal property. (c) To whom given...... dtivawisemeen’ Benet Kee Cia s tete bo duty Sanders anh ae Holidays? Boek at feat a 
2. Any foreclosure proceedings begun or notice of sale given on account of 6. Hes toh Ss eteat oh ees te elke Salad ead ie 
any such trust deeds or mortgage? CROCE ERE OO Uda S Shera on Se NS ORE AA es io S ory si —— a ee ee Say eee ny ante 18 SRR S SARK eee 
3. Have any of the policies been assigned as collateral security or other- + PEC Y MACUEE OF SYSTEM. <0 6 ccc ccc cece cccecesee de ceeds cawones send ' 
MY PEs ciate Ww APG SS eASEONS 31d 6.05: d'al ales eUa Nig Rmrar erate ett Wie: SO & Tae hs We CEO 4 
4. Do you ever use warehouse receipts for security? PHYSICAL CHANGES 


5. Has anyone besides yourself, an interest in any of the insured property 


other than already stated? If so, give nature of same 


6. Specify any change in title, interest or possession of property covered 
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7. Have you executed any lease, sidetrack or other agreement with any 


1. State briefly any structural changes in buildings, additions, removals, or 
otherwise since the issuance of the policies. ......... cece cceccercccccccncce cue 
2. State briefly any changes in equipment since the issuance of the 


policies 


3. State briefly any changes in processes or added departments since the 


issuance of the policies................. 


4. Has any building or part of same fallen since issuance of the poli- 


CIOS ES ov ccc ck dewd aw de caus pence eeendaes 


In conclusion, it is not only of interest but important for the business man 
to be informed as to what is going on in every day insurance affairs. This he 
can do by reading the insurance news in the daily papers. If such are not avail- 
able, and even if he has access to them, we would recommend that the business 
man subscribe for some representative insurance publication. One of the best in 
this field is THE NATIONAL UNDERWRITER, published in Chicago. This can be ob- 


tained weekly for $3.00 per year. 





After Membership Prize 


As Iowa stood second among all 
State associations on membership in- 
crease last year and feels that it could 
have stood first if it had tried hard 
enough, it is out for the coveted honor 
this year. Already the membership has 
been doubled since a year ago. 


Observing Agency Ethics 


Secretary Joel Tuttle of the Iowa 
Bonding & Casualty took occasion to 
deny liability” under the charge made 
against surety companies that they ap- 
point agents indiscriminately and ob- 
serve no ethics in the procuring of 
contract bonds. He stated that as long 
as President Emory H. English and 
he remained in charge of the company 
that good practices in appointments 
would be observed just the same as 


good practices on underwriting and 
rates. 


In Charge Until Oct. 1 


The old officers of the Iowa associa- 
tion will remain in office til! Oct. 1. 
Their terms were extended by action 
of the convention until that date. This 
will permit the officers who have 
served through a year to report for 
their association at the national con- 
vention and will let the new officers 
take up the work at the beginning of a 
“national year.” 


Graded Dues Approved 


Iowa agents will hereafter pay any- 
where from $5 to $25 per year as dues 
for membership in the Iowa Associa- 
tion of Insurance Agents. The recom- 


mendation of retiring Secretary-Treas- 


urer Clancy that the graded scale be 
adopted was approved. This means 
that agencies with less than $15,000 of 
premiums annually will continue on 
the present scale while the largest will 
pay as high as $25 per year. The 
agents will be asked to grade them- 
selves. This is in accordance with the 
proposal of the National association 
officers. The National association, 
however, will continue to get but $3 
per member and the state association 
will be the sole beneficiary of the in- 
creased income. 


Next Meeting Place 


The next meeting of the Iowa asso- 
ciation will probably be held at Sioux 
City. The executive committee wants 
the 1920 annual convention to be held 
in the northwestern part of the state 


where there is not as much interest 
shown in the agency movement as is 
wanted. Agents and companies of 
Sioux City have already issued an in- 
vitation and this will no doubt be ac- 
cepted by the new executive committee. 


Up in the Air on This Question 

Query—lIs the issuing of insurance on 
airplanes a violation of the rules 
against overhead writing?—C. F. Hil- 
dreth. 


Lurton H. Stubbs, of Cedar Rapids, 


the newly elected president of the 
Iowa Association, came to the meeting 
jingling the commissions on $650,000 
of riot, civil commotion and explosion 
insurance which he closed on the 
strength of the big disaster in the 
Douglas Starch Works. 
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ERVICE FOR SECURITY FIRE AGENTS 


The Security Fire writes a general line of Farm, Town 
Dwelling and mercantile business. 


q The Security Fire is well named. It insures security to the 
policyholder and security to the agent. 


q Organized in 1883, it is now thirty-six years old. It has 


always given security. Itis giving security today. 


JAMES W. BOLLINGER, President 
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Iowa Manufacturers Fire 
Insurance Company 


Insures city, town and farm property against fire, lightning and tornado; automobiles #7 


against fire, lightning and theft and plate glass against 


W. W. MARSH, President 


A leader in service to its agents and prompt in its payment of losses 


One of Iowa’s Leading Insurance Companies 


WATERLOO, IOWA 


accidental breakage 


HERMANN MILLER, Manager 
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The Security Fire writes a general line of Farm, Town 
Dwelling and mercantile business. 









The Security Fire is well named. It insures security to the 


policyholder and security to the agent. 


Organized in 1883, it is now thirty-six years old. It has 
always given security. Itis giving security today. 


JAMES W. BOLLINGER, President E. E. SOENKE, Secretary 
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One of Iowa’s Leading Insurance Companies 


lowa Manufacturers Fire 
Insurance Company 


WATERLOO, IOWA 


Insures city, town and farm property against fire, lightning and tornado; automobiles 
against fire, lightning and theft and plate glass against 
accidental breakage 


A leader in service to its agents and prompt in its payment of losses 


W. W. MARSH, President HERMANN MILLER, Manager 
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